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The ee ae of the Industry 


lers Support Safety Move— 


John J. Evers jr., 


., presents a $100 award to Ivy Sloan, Hewlett Harbor, 
best legislative bill on highway safety in the annuvol 


islature conducted by 400 delegates of 


executive vice-president of the New York State Automobile Dealers 


N. Y., who introduced 
“mock session” of the 
New York State Hi-Y Clubs. Representing 


Gammo-Hewlett Hi-Y Club of Long Island, Miss Sloan introduced a bill that 
require all motor vehicles after a certain date to be equipped with an irri- 


# substance on front and rear bumpers as safety reflectors. Her bill was adjudged | 


best by the 400 youthful delegates. 


Imports Next in AN Poll... 
Stickers Lead 58 News 


HOSE price stickers that now 
‘edorn every new car on sale in 
country were 1958’s automotive 
story of the year. 
Editorial staff members of Avuto- 


w a hands-down victory as top 
development in the fifth an- 
story-of-the-year survey. 

In second place among staff 
‘ferences was the continued rise 
U.S. sales of imported cars. 


|The slump in sales of eee 
ranked third. American 
profitable Rambler boom was boom eal 


5 Pct. of Dealers 
avor Territory 
urity — Moore 


By Bill Francois 
Staff Correspondent 


} YTON, O.— Seventy-five per- 
rs now would like to have a 
tory-security clause in their 
nchises, according to James 

Moore, NADA acting executive 

ce-president. 

SMoore quoted the figure in an 
dress at the annual meeting of 

Montgomery County Automo- 
Dealers Assn. Three years ago, 
said, dealers were about evenly 


ded for and against territory) 


ty. 

assured the Dayton group that 
DA will seek permissive legisla- 

in 1959 to reinstate protected 
tories. 

his territory security legisla- 
n is necessary if we are to re- 
n strong dealerships on a sound 
iness basis,” he declared. 

+ - > 


OORE, who also is NADA gen- 

™ eral counsel, warned that new- 
dealers who enter into unlawful 
ments to set prices to con- 
face Federal grand jury 
from the Department of 


10n 


omive News gave the price-sticker 


cent of the nation’s new-car| 





fourth and the signing of three- 
year contracts with the UAW, fifth. 


TAFFERS also forecast that 1959 

would bring retail sales of 5,- 
229,541 domestic cars and 495,858 
imported cars. These estimates 
would compare with 1958 projec- 
tions of 4,100,000 domestic sales and 
400,000 imported sales. 

The average prophecy of next 
year’s domestic retail volume was 
scaled down considerably from the 
1958 “guess” of 6,016,493. The pre- 
dictions for 1959 domestic deliveries 
ranged from 4% million to 6,103,578, 
while the import-car forecasts 
ranged from 444,444 to 600,000. 


Studebaker with its new Lark | 


To Reach 5% Million 


was ranked as 1959's leading 
gainer in sales penetration. Stude- 
baker bagged less than one per- 
cent of U.S. sales for the first 10 
months of this year. 

The price-sticker requirement is 
embodied in what-is formally called 
the Automobile Price Disclosure 
Act of 1958. It was whooped 
through Congress after a series of 
hearings conducted by Senator 

(Continued on Page 4, Col. 3) 


Top Cars 


New-car registrations for 10 
months, plus 24 states for Novem- 


(957 
Make Pos. 
Chev. 1,239,480— 2 
Ford  1,288,123— 1 
Plym, 531,596— 3 
“Olds. 316,910— 5 
Buick 339,092— 4 
Pontiac 279,117— 6 
Rambler 89,267—12 
Mercury 235,470— 7 
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eB Cars Built; 


January Rate Hiked 10% 


By Martin L. Whitmyer 
Staff Writer 

7 auto industry opens fire this 

week on two prime targets: 
The biggest first-quarter production 
in two years, and completion of 
3,058,000 current-model cars by the 
end of March. 

As of Wednesday (Dec, 31), the 
industry will have assembled an 
estimated 1,507,503 units in its 
1959 lines, or just 35,189 cars 
short of the 1,542,692 °58-model 
units built prior to the end of 
December last year. Another 1,- 
550,000 cars are booked for first- 
quarter output. 

Chief reasons for the decline 
from a year ago were the strikes! 
that plagued General Motors) 
throughout October and Chrysler 
Corp. during most of the last quar- 


Ford, American Motors and| 
Studebaker-Packard also were shut 
down at various times due to! 
strikes or parts shortages, but the 


effects were of minor consequence. 
. a * 


heavy overtime schedules 
throughout the third quarter, leads 
the pack with an estimated 386,475 
assemblies of '59-model cars, and 


is one of seven makers that top| 


58-model output at this same time 


@ year ago. Ford had turned out) 


356,786 cars of the '58-model variety 
by the end of December a year ago. 

Other makers who are ahead of 
@ year ago in model-run assem- 





blies are Buick, up from 108,797 


to 123,916 cars; Oldsmobile, up | 


from 93,229 to 107,870; Rambler, 
up from 51,332 to 107,146 for the 


biggest increase of any make; 
Pontiac, up from 80,628 to 83,- 
261; Cadillac, up from 32,276 to 
35,853, and Studebaker with the 
help of late fourth-quarter Lark 
output, up from 27,619 to 32,264. 
Off from a year ago are all five 
Chrysler Corp. car-producing divi- 
sions; Ford Motor’s Mercury, Lin- 


| coln and Edsel lines, and Chevrolet. 


Chevrolet declined from 398,152 to 
369,754; Plymouth from 143,961 to 
110,973; Dodge from 72,607 to 47,415; 
Mercury from 48,322 to 43,203; 
Edsel from 54,607 to 18,129; DeSoto 
from 28,510 to 14,541; Chrysler from 
25,244 to 13,032, and Imperial from 
7,775 to 5,460. 

On a corporate basis, GM, AMC 
and S-P are the only makers to 
show higher model-run output this 
year than last. 

* = * 
HE 1,550,000 car assemblies 
slated for the first quarter 
would compare with the 1,328,710 


j}cars built in January-March, 1958. 


Supplier sources have raised 
their original projection of 500,- 
000 assemblies for January to an 
estimated 550,000, and are retain- 
ing their previous estimates of 
500,000 assemblies for both Feb- 
ruary and March. 

If the 1,550,000 assemblies pro- 
jected for the first quarter are 
attained, it will run '59-model out- 
put to an estimated 3,057,503 as- 
semblies by the end of March. That 
would compare with 2,781,402 as- 
semblies of ‘58 model cars by the 
end of March of this year. 

> > . 


| 





another 1,350,000 assem-| 


| \ blies scheduled for the second 


quarter of 1959, model-run output 
would be advanced to an estimated 
4,407,503 units, or 622,772 units 
ahead of the 3,784,731 cars of the 
58 variety built through the first 
half of this year. The entire °58 
model run produced 4,222,765 cars. 

It is estimated at the present 
time that the industry will have 
its lowest output quarter during 
the July-September period with 
a production of an estimated 1,- 
100,000 units, and then finish out 
the year with a production of an 
estimated 1,400,000 cars during 
the October-December period of 
1959. 

If that schedule holds up through- 
out the year, the manufacturers 
would build an estimated 5,400,000 
cars during the 1959 calendar year. 
Total output for 1958 is estimated 
at 4,244,625 cars. In 1957, the in- 
dustry turned out 6,115,454 cars. 

> > > 
COMEBACK also is foreseen 


for the truck industry in 1959, 
(Continued on Page 29, Col. 3) 


Used-Car Market 


Lags Seasonally 


Prices of °59s Viewed 
As Omen of Pickup 


By Robert M. Lienert 
Associate Editor 
T= holiday season and an early 
blast of wintry weather have 
combined to depress the used-car 


——— | market at both the wholesale and 


°'59 Consensus: Car Sales 


By Kenneth C. Kelley Jr. 
Staff Writer 
| he be a 5.5-million-car year 
and truck sales will go up near 
the one-million mark. The general 
tone of business will be good but 
it will be no boom year. 

That is the gist of forecasts for 
1959 from business executives, 
economists and Government agen- 
cies. 

Without quoting any figures, 
General Motors Chairman Fred- 
eric G. Donner forecasts “a sub- 
stantially increased volume” of 
new-car sales in 1959. 

Speaking for Chrysler Corp., 
President L. L. Colbert joins those 
who look for a new-car market for 
5.5 million units. Given the right 
combination of market factors, Col- 
bert can see sales going as high 
as 6 million. 

> ” > 
ONNER issued this statement: 
“The economic horizon is 
considerably brighter now than it 
was.at this time a year ago or at 
any time within the past year. The 
recovery from the low point of the 
recession last April has now 
reached the point where we can 
be confident that the economic 
charts are showing, not a wiggle, 
but a definite and healthy upward 

trend. 

“The automobile industry has 
been experiencing the effects of 
labor difficulties incident to the 
negotiation of new agreements 
with the unions representing our 


employes. During most of the 
fourth quarter of 1958, dealer 
stocks of new .cars were inade- 
quate in the light of the enthusi- 
astic customer response to our 
"59. models. 

“This, however, is a small price 
to pay for arriving at agreements 
that are reasonable and fair and 
that should represent a construc- 
tive contribution to economic sta- 
bility during 1959 and the succeed- 
ing two years they will remain in 
effect. 

“The remarkably rapid recovery 
from the 1957-58 recession should 
be a source of great satisfaction to 
all Americans. It is indicative of 
the fundamental strength of our 
economy. It should inspire confi- 
dence in the future. 

7 * * 
‘Carnac is a most impor- 
tant ingredient in an econ- 
omy geared as is ours for volume 
(Continued on Page 26, Col. 1) 


retail levels, field reports indicated 
last week. 

Actually, activity on the lots 
has been slow for several weeks, 
but the wholesale slowdown is of 
recent development. 

Dealers appeared fairly philo- 
sophical over declining prices and 
evaporating demand. 

“Long overdue,” was the consen- 
sus. 

* = > 
THE bright side, most said 
they expected an upward trend 
in demand sometime in January as 
the first move toward another ban- 
ner year for used cars. 

Dealers believe that 1959 may 
develop a stronger market for 
late models. It is no secret, of 
course, that used-car men are 
banking on stiff new-car prices 
to drive some prospects into the 
used-car market. 

Said one, “The boys with the 
franchises waited all year long for 
all those paid-up ‘55s to come roll- 
ing in for trading. They didn’t 
show up, though. 

“I don’t think the new-car dealer 
will get ’em next year, either,” he 
continued, “I think plenty of cus- 


tomers driving "55s are going to 
(Continued on, Page 4, Col. 1) 


Inside Automotive News 
How GM applies common body shell to five 


makes, Page 13. 


Loss of Bell challenges NADA, Page 8. 
Jobbers speak ,out on pricing, Page 12. 
Inflation on Capitol Hill, Page 2. 

Latest market reports, Page 9. 
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Peace Hopes Rise at Chrysler 


By Frank Gawronski 
Staff Writer 

HRYSLER CORP. workers re- 

turned to their jobs last week 
after the corporation and the 
United Auto Workers settled the 
18-day Dodge strike and agreed 
on a companywide plan they hope 
will pave the way for future labor 
peace at the company. 

While the Dodge settlement was 
important in that it 
ended the immediate 
problems in the 
strike, a separate 
“memorandum of 
understanding” on 

production rates signed by the two 
parties should be of more long- 
range significance. 

The memorandum between Chry- 
sler and the union expresses a 
mutual desire to reduce to a mini- 
mum future disputes over produc- 
tion standards—the amount of 
work each employe is required to 
perform—and sets forth procedures 
aimed at eliminating misunder- 
standings that can lead to disagree- 
ments. 

In the memorandum, the union 
accepted time studies as a means 
of setting production 
agreed that the method used for 
establishing rates “is an exclusive 
right of management, and the 
union does not have the right to 


Kans. Court Voids 
CCC Time Pact 


As Excessive 


KANSAS CITY, Kans.—A stipu- 
lated agreement between John 
Anderson jr, Kansas Attorney 
General, and Commercial Credit 
Corp. in Johnson County District 
Court, Olathe, Kans., has ended a 
lawsuit in the same court in which 
it started. 

The case originated with Fred 
MeKee, a 17-year-old Olathe resi- 
dent serving in the Navy, who 
traded a 1950 Ford for a 1950 Olds- 
mobile and agreed to pay $200 dif- 
ference. The subsequent finance 
contract purchased by Commercial 
Credit was for $415.52, which the 
Attorney General believed exces- 
sive. 

On Dec. 16, a court order was 
filed ordering Commercial Credit to 
cancel the contract and make full 
restitution to McKee of any 
amounts he had paid. The court 
then ordered that McKee should 
retain the title to the car clear of 
any claim by Commercial Credit. 

Commercial Credit also was re- 
quired to pay costs. Anderson said 
about eight other contracts were 
voided in a similar manner in the 
court order. 

Kansas laws permit a time and 
cash price, but the difference must 
be clearly indicated to the buyer, 
Anderson said. 


A Crowd Pleaser— 


The Dodge display at the Los Angeles 
Auto Show featured a pretty Parisian 
blonde who questioned a Dodge sales- 
man about the car's accessories. Hundreds 
of visitors heard Daniele Aubry ask ques- 
tions in her native tongue, French. The 
salesman, Bob Shield, answered in Eng- 
lish, describing the features and construc- 
French-English 
was repeated 


The 
and 


challenge the method that man- | rates “will take place at the local 


agement selects.” 

Chrysler agreed the union “has 
the unqualified right to challenge 
the fairness and equity of the end 
result of the method management 
uses in setting work loads, namely, 
the rate of production itself.” 

Chrysler also agreed not to speed 
up its production lines without 
properly assigning men according 
to the new speed, and to furnish 
the union with all job information 
on any challenges. 

The company and union also 
agreed that “disputes over rates of 
production should be settled as 
promptly as possible and in the 
earliest step of the grievance pro- 
cedure possible.” 

> + * 


Bargain at Plant Level 


Wy aanEven possible, final nego- 
tiations on disputed production 


AMC Claims Gain 
In Conquest Sales 


DETROIT.—Huge gains in Ram- 
bler conquest sales and in resale} 
advantage over competing makes 


were claimed last week by Roy| | 
Abernethy, American Motors auto-| | 


motive distribution and marketing 
vice-president. 

Abernethy said that 69.9 percent 
of the trades involved in 59 Ram- 
bler sales during a one-month pe- 
riod were other makes of cars. 
A year ago, the percentage was 
49.3, he said. 





Quoting what he called “inde- 
pendent sources,” Abernethy as- 
serted that Rambler now has a 
price advantage on used-car lots 
of up to $191 over other low-priced 
makes. A year ago, he said, Ram- 
bler’s top price advantage over 
other makes was $21. 


Turkey Costs Dealer $1,075 


SALT LAKE CITY.—Jay Dee 
Harris, Tremonton dealer, has paid 
$1,075 for the grand champion tom 
turkey, representing the highest 
price ever paid for a bird at a 
U. 8S. turkey auction, according to 
officials of the Utah Turkey Feder- 
ation. 


plant where the jobs in the dispute 
can be readily observed.” This is 
designed to give plant foremen and 
union stewards an opportunity to 
settle disputes before they are 
taken to negotiators at the highest 
level. 

The UAW said the memoran- 
dum of understanding “repre- 
sents a shift by the company 
from the inflexible attitude which 
led to the strike to a more flex- 
ible approach to production 
standard problems generally 
throughout the corporation.” 

“This should, and we believe will, 
help to avert stoppages of work 
arising out of production standard 


disputes elsewhere in Chrysler | 


plants.” 

“Faithfully adhered to, this 
agreement means that Chrysler’s 
former rigidity and inflexibility re- 
garding production standards will 


be replaced by practical attitudes | 
on the factory) 


floor where these 


disputes can and) 


should be settled.” 
Commenting on 
the agreements, 
John D, Leary, 
Chrysler person- 
nel vice-president, 
said: 
“With earnest- 
ness and goodwill 
S on both sides, at 
John D. Leary all levels, the 
understandings reached in these 


negotiations can become a major | 


forward step in promoting har- 
monious com pany-employe rela- 
tionships. 

o 


* > 


Guides for Peace 


the fact that both the UAW 


International and the leadership of | 


Dodge Local 3 have recognized that 


time study is a generally accepted | 


method used by management for 
establishing work assignments. This 
makes it possible for both sides to 
approach production standards 


(Continued on Page 25, Col, 1) 





Recession Loss Regained, 
Government Report Shows 


A GOVERNMENT report that 
the nation’s economy has re- 
gained all of the ground lost in the 
recession highlighted business news 
last week. 
The Commerce Department 


issued a preliminary report show- 
ing that the gross national prod- 
uct (total of goods and services 
produced) for the current quarter 
is at the annual rate of $453 
billion. 

This compares with $439 billion | 
in the third quarter of this year 
and a record high of $446 billion 
in the third quarter of last year. 


The current GNP report contains, 
for the first time, a second set of 
figures which have been adjusted 
to eliminate the effects of price in- 
creases. This series shows the cur- 
rent quarter at $442 billion, just 
about the same as the previous 
high set in the third quarter of last 
year. 

* 
S, even when inflation is 
eliminated, the total economy 
has pulled even with its previous 
best showing. The broad GNP fig- 
ures do not reflect the fact that 
some industries have already ex- 
ceeded their prerecession highs 
while others still have some lost 
ground to regain. 

The Commerce Department 
issued a second report last week 
which showed that personal in- 
come was flowing at an annual 

of $360 billion in November, 

from the $357.5 billion for Oc- 

and the $350.2 billion for 
November, 1957. 

The biggest gains came in in-| 
creases in wage and salary pay-| 
ments and the most important of | 
these gains came in wages and! 








salaries paid by durable goods in- 
dustries. 

On the price front last week, all 
of the movement was upward. Some 
coal producers announced hikes of 
from 15 to 25 cents a ton in the 
wake of a recent wage boost. 

Steel scrap prices advanced along 
with the rate of steel making. 


|Prices of copper were firm to 


higher and heating oil prices were 
eased upward again. 


ae ae 


Chevrolet's Dealer Committee Meets— 


A national planning committee, representing more than 7,000 Chevrolet dealers 
in the nation, met in Detroit with company soles executives to discuss retail matters, 
It was the 92nd such session since the company's dealer planning system of operation 
began more than 20 years ago. Committee members, elected by fellow dealers and 
company officials, clockwise around the table are J. F. Howie, office manager, sale 
department; L. N. Mays, assistant general sales manager; F. E. Williams jr., Rockville, 
| Md.; J. R. Davis, Westport, Mass.; L. B. Lyman jr., Kent, O.; J. B. Murphy, Maryville 
| Tenn.; E. P. Feely, assistant general sales manager, eastern half of U. S. (rear); K. E 
Staley, executive assistant general sales manager; W. E. Fish, general sales manager 
A. W. Famular, assistant general sales manager, western half of U. S. (rear); E. G 
|Usem, Austin, Minn.; J. W. Skinner, Clay Center, Kans.; C. B. Gledhill, Alhambra, 
Calif.; Ike Kornegay, Plaquemine, lo.; Tom West, Sullivan, Iil.; J. P. Hopkins, manager, 
sales administrative department, and C. A. Wilson, notional manager of dealer 
planning committee operations. Dealer committee member not present for the picture 





THE utmost importance is| 


was L. B, Knight, Greenville, Ky. 





Ideas on Inflation Provoke 


Controversy in 


|mist last week told the Senate- 
| House Economic Committee that 
|the rise in nonfarm prices was 
| due to increased labor costs plus 
higher charges for depreciation, 
taxes and interest. 

A union researcher told the 
group that increased union wages 
| have played only a small role in 
price increases. 
| A University of Indiana profes- 
|sor told the lawmakers that both 
| business and labor “are merely 
unwitting contributors to inflation- 
ary forces.” 

George P. Hitchings, manager of 
economic analysis for Ford, said 
profits per unit of production had 
remained steady for unincorporated 
businesses since 1948 and those for 
corporations had declined. 





| He said that 58 percent of price) 


| increases since 1948 could be traced 
to higher unit labor costs. The 
|other 42 percent of the increase 
| total was accounted for by higher 
| unit costs for depreciation, taxes 
|}and interest. 
| Hitchings warned against the 
| dangers of inflation and said 
economic health can be achieved 
| by development of new and im- 
proved products, improved meth- 


Business Barometer 


Automotive News Economic Index — 


102.3 Percent of 
101.9 Percent of 


Steel Production—tons 

Paperboard Production—tons ... 

Soft Coal Output—tons 

Oil Refinery Output—Borreis .... 

Barometer Freight Car Loadings 
Store Sales index .. 


Commercial and Industrial Loans $30,195,000,000 
$27,966,000,000 


Sev 

Used-Car 
Business, Failures 
Common 

Stocks Dec. 17 1958 Range 
39% 41%- 8 
49%, 59_-44 
49 50% -37% 
484%, 52 -33% 


Last Week 
Like Week Last Year 
Percent of 


Percent of Like Week 

Last Week Last Year 
98.6 96.8 
102.3 104.5 
ose 75.1 
81.4 


_3,877 A457 
610,591 
2,011,000 
295,919 
8,965,000 
51,600,000 
343,736 
293 

397.2 


101.3 
95.6 
104.0 
103.8 
97.5 
120.1 
101.7 
100.4 
100.3 
98.6 
94.0 


97.4 
102.8 
135.9 

96.2 
116.8 
110.1 

90.9 


$1,197 
251 


Common 
Stocks Dec. 17 1958 Range 
40% 44 -27 

13% 15%- 7% 
334%, 364%,-21% 
14% 16 » 2% 
61% 68%-40% 


"Kaiser Industries, parent firm of Willys Motors. 
(Dee, 29, 1958) 


WASHINGTON.—A Ford econo-| 





Congress 


ods of production and distribu- 
tion and proper distribution of 
income to encourage maximum 
consumption and investment. 
Peter Henle, AFL-CIO assistant 
research director, said that infla- 
tion between 1956 and the present 


|} could not be blamed on increased 
| wages. “Employes have not gained 
a greater share of the benefits of 


productivity than other groups in 
society,” he said. 

The professor, John P. Lewis 
said he was convinced that business 
and labor are not “power-drunk 
moguls.” He added that economists 
for both groups are “heavily pre 
occupied with casting the inflation- 
ary blame on the other fellow.” 


Lewis said blame for inflation 
could not be localized. “To be 
charged with participating in the 
current inflationary process 
should make one feel no more 
personally guilty than the driver 
who is charged with being « 
member of a traffic jam,” he 
said. 

He added that fears of runaway 
inflation are exaggerated with pres 
ent conditions pointing to a grad- 
ual inflation of 2 to 3 percent 4 


| year. While this would be undesir- 


able and unfair to some groups 
Lewis said “it would not be the 
worst of national calamities.” 


Sales Peaks Hit 


By Chevrolet 
And Cadillac 


DETROIT. — Retail deliveries of 
Chevrolet Dec. 11-20 exceeded any 
10-day period of the year, W. E 
Fish, general sales manager, said 
last week. 

“Nearly 50,000” Chevrolets were 
sold, Fish said. 

This year’s previous best 10 days 
for Chevrolet came in the final 
June period. 

Cadillac sales, in the first 20 days 
of the month, reached an alltime 
high, James M. Roche, general 
manager, said. 

The 20-day total of 10,045 ex- 
ceeded by nearly 8 percent the old 
record set during the same period 
of December in 1955. 


Francis Heads Line Group 


ST. LOUIS.—L. P. Francis is the 
new president of the Chevrolet 
Dealers of Greater St. Louis. Other 
new officers are Gene Jantzen, vice- 
president; L. W. Rauscher, secre- 
tary; A. J. Meyer, treasurer, and 
F. J. Hauss sr. and Cliff Placke, 
directors. 
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T IS ALWAYS interesting to see 
the auto industry from another 
viewpoint. Sometimes it is profit- 
able. You get ideas on selling that 
might not have occurred to you. 

The other day, so our European 
correspondent George Glaser tells 
us, a group of overseas writers had 
a hot-stove-league session on how 
time has changed the method of 
evaluating cars from a sales point 
of view. 

A gimmick used over here at 
times and duly noted by our friends 
across the sea is that of offering so 
many pounds of car at so much 
per pound, Usually it works out 
that cars are cheaper than butter 
or some other familiar commodity. 


But now, the foreign auto men | 
agreed, we are at the other end | 
of the scale, with accent on the 
“spiritual” content of the car. 


The car testers talk of such ab- 
stractions as the road-holding and 
cornering abilities of the car, mar- 
ket stability due to planning for 
second owner when designing the 
car, a “look” adequate to repre- 
sent the owner's pride, ease of han- 
dling and serviceability, adequate 
power of acceleration and braking, 
economy of operation, built-in 


trouble-free mileage, proportion of | 


accommodation space for passen- 
gers and luggage compared with 


Fla. Jury Indicts 
23 in $200,000 
Auto-Loan Fraud 


TALLAHASSEE, Fila. — Twenty- 
three persons have been indicted 
by the Leon County grand jury on 
charges of swindling a loan com- 
pany out of approximately $200,000 
through fraudulent auto sales. 

A single indictment was returned 
naming the 23 defendants. The in- 
dictment contained 134 counts 
charging mostly conspiracy, forgery 
and grand larceny. 

Officials said 11 persons were ar- 
rested immediately, including Wil- 
liam Allen, former assistant man- 
ager of Community Finance Corp.; 
Mr. and Mrs. Jack Middleton, own- 


ers of a dealership, and Elton Pace, | 


W. E. Harrelson, Ben Jessup and 
Dorsey Davis, auto salesmen. 

Under the scheme, it was re- 
ported, a car of minor value would 
be sold to a person who signed a 
note for a larger amount pledging 
false security. The principals in- 
volved then would split the amount 
over the car’s actual price, it was 
said. 

Officials said this case is almost 
identical to one uncovered here 
earlier this year, in which 13 per- 
sons were accused of swindling an- 
other loan company of $50,000. Five 
persons, including the former man- 
oy of the company, were sent to 

Jessup, one of the salesmen ar- 
rested in the new case, was named 
in the earlier case and is on proba- 
tion on his guilty plea in the first 
case. 
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total space, less weight with no re- 
duction of impact strength, inside 
and outside safety, with “outside” 
meaning behavior of the car on 
the road due to basic design fea-| 
tures. | 

These, say some of the overseas 
writers, must be evaluated to make | 
the test complete. 

= 


Start with Concrete 


OFFER these suggestions 
for whatever ideas they in-| 
spire, but the salesmen must start) 
painting such mental images with 
specific, concrete items on the car. 
For instance, when the sales- | 
man or the dealer talks about 
cornering ability, he should point 
to the items on the car that | 
makes for such ability. And so 
with safety he must cite the con- 
struction and the bracing that 
makes for a well-built car. 


Comparison charts once played a 
vital part in getting across the con- 
crete sales message. However, some 
of the charts we've seen have got- 
ten to be ridiculous, They compare 
things that no one cares about. 

When this happens, the compari- 
sons lose impact, for prospects are 
smarter than many salesmen think. 
| * * 
What's ‘True’ Cost? 


| @ EEMS to us that the same rea- 
soning applies to those who rap 
| dealers for selling new cars too 
cheap because they don’t know 
| their true selling costs. 
The campaigns against discount- 
ing usually start out well with 
warnings like this: “Do you know 
your costs of doing business?” 

Often this has a good first re- 
action. Other dealers think: “Now 
we're getting somewhere.” But 
often it develops that the figures on 
the “true” cost of doing business 
are so overstated on the other end 
that dealers turn away in disbelief. 

It is vital, of course, that a 
dealer know his true costs of 
doing business, but the only way 
he will ever do so is to keep his 
own books straight and analyze 
them accurately. 

The big difficulty is that there is 
always someone with an attractive 
angle on bookkeeping, in spite of 
the advice of the oldtimer: 
| “In a rough market, the dealer 
|who faces the hard facts of cost 
control is the dealer who survives.” 


. * 


> 





‘Auto Licensing 


‘Faces Overhaul 
In Washington 


TACOMA, Wash.—A foulup in 





the new staggered auto license law | 
will require the immediate atten-| 


tion of the Washington Legislature 
when it convenes Jan. 12. 


A conflict in the new law which 
makes it unworkable has led to an 
allout fight between the Washing- 
ton Automobile Dealers’ Assn., 
which wants to keep it, and the 
county auditors, who want to junk 
it entirely. 


The new law passed by the last 
Legislature made it mandatory for 
the State License Department to 
issue auto licenses on a monthly 
basis, with renewals due on the 
anniversary of the original licen- 
sing. 

Dealers sought this new law be- 
cause of the practice of collecting 
the excise tax on a quarterly basis. 
The’ license fee for autos is $6.50, 
but the major portion of the cost 
of licensing a car is the excise tax 
collected on the value of the car. 


The problem has been that De- 
cember is one of the biggest months 
for car sales and the dealers con- 
tend that a requirement to pay 
one-fourth of a year’s excise tax 
for only a few days of driving is 
unfair and hurts business. 
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NADA Faces Challenge 
In Filling Bell Post 


By William Ullman 


Poulson’s Big-Car Blast 
Is Assailed by Colbert 


DETROIT.—L. L. Colbert, pres- 
ident of Chrysler Corp, and the 
AMA, has accused Los Angeles 
Mayor Norris Poulson of ignoring 
the auto industry’s efforts to re- 
duce exhaust fumes, which Poul- 
son claims is the biggest cause of | 
smog in the city. 

Colbert pointed out that the | 
industry spends more than $1 | 
million a year on research and 
works closely with Los Angeles 
County officials, the U. S. Public 
Health Service and many other 
research groups. Poulson has | 
urged a big-car boycott and pur- 
chase of small cars to combat 
the smog menace. 





New Officers in Detroit— 


New officers of the Detroit Auto Deoalers 













Washington Correspondent 


R the first time in five years, the New Year begins at 
NADA without Fred Bell, and one can’t help wondering 


‘how dealers are going to like 
|missed both by friends and enemies. For Fred Bell stepped 
‘into a vacuum when he took over management of the big 


association in 1953, and his® 
leaving creates another one. 
Except for Clark Moody’s | 


business management statistics and 


cf 
7 


4. 


a 


Assn. ore, from left, Boyce Tope, executive 


vice-president; Edmond Shikany (Oldsmobile), treasurer; Al Briggs (Ford), president; 
Gordon Wilson sr. (Chevrolet), vice-president, and James Mason (Dodge-Plymouth- 


Renouit), secretary. 





Dealer’s Job: Sell His Plan... 





75% Plan to Buy on Time 


HICAGO.—“We find that 75 per-|come in with their money in a 
cent of our customers are peo-| sack, we know they’re not time 


ple who come in with the idea of 
buying on time,” Jim Moran, presi- 
dent of Courtesy 


No. 4 Motor Sales (Ford), 
° told an AUTOMOTIVE 
ina News reporter last 
Series week. 


He added, “Our job 
is to show them we can save them 
more money by letting us handle 
their time contract—instead of their 
going to a bank or a credit union!” 


There can obviously be no “deals” 
in the state of Illinois, since all 
finance rates are set by state law. 
Courtesy Motors works closely with 
Universal CIT. 

Moran feels that his “basic prob- 
lem is that we have to sell these 
people on the fact that rates are 
less and service better when they 
| buy through our plan. When a per- 
| son is in need of financing, we offer 
| the lowest possible rates tailored to 
|suit his income.” 

Are cash buyers welcome? 
“Of course, they are!” Moran de- 


founded rumor for some time 
that you can’t pay cash for a 
car at Courtesy Motors, 

“When our thrifty Polish people 


‘Larson Heads 
‘Dealer Group 


MINNEAPOLIS.—Harold W. 
Larson, Harold Chevrolet, Inc., has 
been elected president of the Min- 
neapolis Automobile Dealers Assn. 

Other new officers are Randolph 
Light, Randolph Light, Inc. (Stude- 
baker-Edsel), vice-president, and 
Fremont Mitchell, Mitchell & 
Boyer, Inc. (Lincoln-Mercury), sec- 
retary-treasurer. 

Board members include Manford 
Anderson, Anderson Dodge-Plym- 
outh; Harold Grossman, Grossman 
Chevrolet; L. F. (Bud) Johnson, 
Bud Johnson Plymouth, Inc.; John 
R. Scheefe, Swanberg & Scheefe 
Co. (Buick), and A, Bernard Lin- 
dahl, Lindahl Motor Co. (Oldsmo- 
bile), immediate past president. 
Leo B. Faricy continues as general 
manager. 


clared. “There’s been an un- | 


| buyers. Nor is the man who wants 
| to make out a check in full pay- 
ment for a new car!” 


Moran feels that it’s up to the 
individual dealer to decide just 
what should be done with each cus- 
tomer. “He's either going to try to 
sell volume or try to bleed every 
customer who comes in.” 

> * - 

AN with CIT insurance, Moran 

feels, the customer knows that 
in case of accident to his new car, 
he is assured of new-car parts and 
new-car labor, and does not find it 
necessary to take his damaged ve- 
hicle to some “alley garage” be- 
cause that garage is the lowest 
bidder. 

“The dealer can’t consider the 
customer a friend if he gives him 
cut-rate insurance, for that only 
means a cut-rate risk.” 


| Salesmen at Courtesy are not 
(See FINANCING, Page 7, Col, 4) 



























Good news for 


While your Con 


izes spending at 
the clock... 


vember was the 





their inventory 
Federal price labels, the Florida 
tact the factory zone office which 


used car... 


has been named to succeed Harry 
association . 
closing bill enacted . . 
to all. 


|ising. His numerous 


|reorganized his 


On the House... 


Ford dealers report that net profit per new car sold 
rose to $95 in November from October's $45 average. 
Some dealers ranged up to $100 net per car... 


holidays, the Kentucky association suggests you 
tell them what you think of a Congress that author- 


Connecticut association also reports that No- 


for new-car dealers, but cautions dealers to watch 


Tim Anspach of the Albany auto auction has refused to accept 
1959 cars until a ruling is made on when a 1959 model becomes a 


Having received several wires opposing the projected NADA ter- 
ritory security bill, the North Carolina association is polling its mem- 
bers before taking formal action on the measure . 


. Texas dealers are pushing hard to get a Sunday 
re A Very Happy and Prosperous New Year 


it. Chances are that he’ll be 


Ray Chamberlain’s annual conven- 
tion, there wasn’t much of a pro- 
gram at NADA when Bell took the 
reins. And from Bell’s point of 
view, the job didn’t look too prom- 
predecessors 
had come and gone like soldiers 
on guard duty. Their average ten- 
ure wasn’t much more than two 
years. 

But from the first, Bell proved 
himself a man 
who wasn’t afraid 
of new ideas. 
Within weeks, he 





staff—right down 
to the lower ech- 
elons—into two 
working advisory 
groups. He got 
acquainted with 
members of the 
press at a lunch- 
eon. He planned a formidable 
speaking tour. 

In a short time, NADA was work- 
ing on all sorts of new activities: 
Management training for dealers 
and their managers, a young execu- 
tives group, a stronger legislative 
program, revamped publications, a 
more aggressive factory-dealer re- 
lations program. 

NADA sparked an Easter 
Parade of new models, made a 
stab at starting an institutional 
advertising program for dealers, 
and moved to build a new office 
building. New faces appeared at 
staff meetings, and a professional 
library began to take shape. 

On Capitol Hill, both Bell and 
Rowland Kirks, his legislative 
counsel, became familiar and popu- 


William Uliman 


lar personages, enjoying the re- 
spect of many legislators. 
Under Bell's leadership, NADA 


chalked up one legislative victory 
after another. There are few deal- 
ers who can say that Bell mis- 
guided them on that score. And 
franchise terms were improved, too, 
as a result of hearings called at 
NADA'’s urging. Auto makers even 
created vice-presidents for dealer 
relations. 

> 


Many Good Men Remain 


New there are still plenty of 
good men left at NADA, both 
on the board and on the staff. For 
the next few months, they will be 
going through a difficult period of 
readjustment and realignment. 
But the association probably will 


|come through still strong and in- 


tact, partly because Fred Bell has 


(Continued on Page 7, Col. 1) 





dealers everywhere: Chicago-area 


gressmen are still home for the 


a rate of $152,000 a minute around 


best profit month in several years 


. .. When you_find errors on the 
association urgés dealers to con- 
should make any corrections .. . 


. . Milton Spiker 
Wait as director of South Dakota 


—Perre Wemuorr, Editor, 
Automotive News 
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High °59 Prices Eyed . . . 
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U.C. Market Enters 
Seasonal Slowdown 


(Continued from Page 1) 


show up on the lots and take home 
a clean ’57 or ’58 instead.” 
oe * oa 

—— view the expected in- 

crease in late-model trading as 
“plus” business, and doubt that any 
pressure will be removed from four 
and five-year-old pieces, 

“As always,” said a Southern 
operator last week, “the real 
cream of the crop is still bringing 
the asking price.” 

An Eastern operator noted that 


Kaiser to Build 
Alfa-Bodied Car 
In Argentine Plant) 


WASHINGTON.—A new small 
car will enter production next) 


volume at the wholesale level re- 
mained “exceptionally high” despite 
a “seasonal dip” in prices. 

Another Easterner said prices 
were continuing downward with 
“rough going” in the auction arena. 

An auction in Western New York 
said prices plunged $50 to $100 in 
some cases, but the owner blamed 
snow-blocked roads and bad wea- 
ther, which held home the “good, 
solid buyers.” 

+ - * 
. operators complained to 

Automotive News that the cur- 
rent market seems to show very) 

little strength. 

Automotive News’ index of 
wholesale prices last week showed 
a decline of $17 to $1,197. It was 
the largest weekly setback re- 
corded in six weeks. 

Last week’s index was also the 


October at Industrias Kaiser Argen-| first in two months in which every 
tina (IKA), Buenos Aires, an affili-| individual model saw its average 
ate of Willys Motors. | selling price cut back. 

The car will have the Alfa Romeo; The price of '59s fell $25 to $2,999; 


| 


four-door-sedan body, with an IKA/|’58s were down $36 to $2,129; '57s 





Veteran Dealer Celebrates 90th Birthday— 


Celebrating his 90th birthday and attending a Shriners’ luncheon in his honor, 
William L, Hughson, San Francisco, world's oldest established Ford dealer, is being 


queried as to his formula for longevity by San Francisco automotive editors. 


Moore Says 75% 


|Want Area Plan 


NADA Aide Cites 
Increased Majority 
(Continued from Page 1) 


charges, and similar moves may 
be made elsewhere, Moore said. 

(Earlier this month, 14 Washing- 
ton-area Chevrolet dealers and 
their dealer association pleaded 
guilty to charges of joining in a 
price-fixing conspiracy and were 
fined a total of $32,000 in Federal 
District Court. 

(Ford Motor Co., 17 Ford dealers 
and 11 Oldsmobile dealers also were 
indicted in the Washington investi- 
gation, These cases are pending.) 

* cd * 
i SIMONS, president and 
general manager of Rubicon 


From | Cadillac, was elected president of 


left are Leon J. Pinkson, Chronicle and Automotive News correspondent; Bob Hill, | the Montgomery County associa- 


News; Hughson; Don Meeken, Examiner, and R. A. Nelson, Call-Bulletin. 


Stickers Lead ’58 News, 





four-cylinder engine and mechani-| 
cal components. It will weigh 2,200 
pounds. 

IKA now is building Jeep %-ton| 
trucks, utility wagons and pickup 
trucks and the Kaiser Carabela 
car. The Carabela is a six-cylinder, 
five-passenger standard-size vehicle | 
comparable to the ‘55 Kaiser Man- | 
hattan. 

An agreement has been signed | 
between IKA, Willys Motors and| 
Alfa Romeo licensing IKA to man- 
ufacture the four-door-sedan body | 
at its plant in Cordoba, a 
The new car has not yet been 
named. 

IKA expects to build 1,350 units 
before the end of 1959, A tentative 
schedule of 16,500 small vehicles 
has been set for 1960. 

Slated for 1959 is production of | 
32,500 Jeep vehicles and 3,500 Cara- 
belas, and IKA has under construc- 
tion a $2,000,000 integrated forge 
facility at its Cordoba plant. 

Since it began production ap- 
proximately 2% years ago, IKA has 
manufactured 34,500 vehicles. The 
company employs 5,000 workers and 
is producing at the rate of 130 ve- 
hicles per day. 


Small-Car Talks 
Slated by NADA 


WASHINGTON. —A seminar on 
“The Small or Imported Car” will 
be held Jan. 13-14 in the NADA 
Building here by NADA Manage- 
ment Services. 

Speakers will include Owen R. 
Jones, Antietam Motors, Inc. (Lin- 
coln-Mercury-Rambler), Hagers- 
town, Md.; Herschel S. Harkins, 
Foreign Car Center (BMC-Jaguar- 
Fiat); Paul Herzog, NADA research 
director, and John J. Pohanka,| 
Pohanka Olds (Oldsmobile-Fiat), 
Washington. 

Topics to be covered are “Mer- 
chandising the Small or Imported 
Car,” “Parts and Service,” “Rec- 
ords and Accounting,” “The Com- 
petition” and “Factory Relations.” | 





declined $21 to $1,497; "56s were off 
$21 to $1,073; ’55s lost $14 to $813; | 
‘54s decreased $8 to $510; '53s were 
cut back $8 to $332 and '52s dropped 
$3 to $226. ha 


ESPITE recent softening in 

prices, averages and nearly all 
individual models are running well 
above year-ago levels. 

Current models (’59s now and 
"58s a year ago) are the only 
exception to the trend. This 
week’s index prices them at $2,- 
990, or 4.9 percent below the year- 
ago figure of $3,153. 

Year-old cars this week averaged | 
$2,129, up 16.8 percent from $1,823 
a year ago; two-year-olds are $1,- 
497, up 16.9 percent from $1,280, and 
three-year-olds aré $1,073, up 13.3 
percent from $947. » 

In the most-sought age bracket, 
four-year-olds are $813, or 27.4 per- 
cent more than the $638 recorded 
a year ago; five-year-olds are $510, 
up 28.5 percent from $397; six-year- 
olds are $332, up 24.8 percent from 
$266, and seven-year-olds are $226, 
up 15.9 percent from $195 a year 
ago. 





Freedom Crusade Names 


Jacobson Michigan Chief 


DETROIT.—Charles L. Jacobson, 
Chrysler Corp. dealer relations vice- 
president, has been named 1959) 
Michigan State) 
chairman of the} 
Crusade for Free- 
dom. 

Crusade for) 
Freedom is an in- 
dependent Ameri-| 
can enterprise} 
through which| 
millions of Amer- | 
icans support 
Radio Free Eur- 
ope by voluntary 
contributions, Ra- 
dio Free Europe is a network of 28 
transmitters and relay stations in 
West Germany and Portugal broad- 
casting news, information and fea- 
ture programs. 





C. L. Jacobson 








Railroad Gives Lift to Autos— 


= 






British railways have a new transporter pallet for speeding the delivery of new cars. 
Cars are loaded on the pallets at the plant. Once on them they can be transferred 
untouched in batches from freight car to truck or vice versa. Here four wheelless new 


cars are transferred on the pallets with the aid of a fork truck. 


Imports Next in AN Poll 


(Continued from Page 1) 


Mike Monroney, Oklahoma Demo- 


crat. 

Erreur with public intro- 
ductions of ‘59 passenger-car 

models, the stickers were endorsed | 


> * > 


| by auto dealers and manufacturers 
| both prior to the law’s passage and 


subsequent to their appearance in 
showrooms. 

Some new-car dealers and num- 
erous independent operators, how- 


| ever, have called for an amendment 


deleting the names of original deal- 
ers from the required sticker infor- 
mation. Thus, an effort to revise 
the statute may be made at the 
next session of Congress. 

The sticker statute (or “stamp 
act”) collected 52 survey points | 
and was the first top news story 
of a legal nature in the history | 
of Automotive News polls. 

The import-car triumph in 1957 
was preceded by the following 
first-ranked stories: 1956, General | 
Motors’ dealer franchise reforms; | 
1955, Ford's award to the UAW of | 
supplemental unemployment bene-| 
fits, and 1954, Ford’s reductions in | 
“phantom freight.” 

. > 

RICE stickers coasted into the) 

No. 1 choice with nine first-| 
place votes. Import sales received | 
only one first-place designation, but | 
picked up enough second-place and | 


| third-place votes to finish in second | 


with 35 points. 

Three first-place votes and 31 
points were accorded to the rever- 
sal in domestic-car sales. Another 
first-place selection was the servic- 
ing tieup between GM and a chain 
of West Coast gasoline stations. 

Other news developments of 1958 
which received staff support in the 
survey were as follows: 

Reduction in the number of | 
new-car dealers, with an increase 
in the dualling trend. 

Stoppage by the Big Three of 
subsidies on vehicle sales to state 
and city governments. 

* t + 


JADICTMENTS by Federal grand | 
juries of various dealer line}! 
groups on price-fixing charges, with | 
a guilty plea later by Washington | 
(D.C.) Chevrolet dealers. 

GM’s adoption of a common 





| 
| 
body shell for all five car lines. | +. 


Studebaker-Packard’s intro-| 





Imported Cars to Figure 


In Winter Driving Tests 


CLINTONVILLE, Wis.—The 
National Safety Council’s com- 
mittee on winter driving hazards 


series of tests beginning Jan. 19 


here. 

Large U. S. cars also will take 
part in the tests which will seek 
to determine how sure-footed the 
vehicles are on roads covered 
with ice and snow and how good 
their traction is under these con- 
ditions. 





duction of the Lark and abandon-| 


ment of the Packard. 

A mid-December development, 
the resignation of Rear-Adm, Fred- 
erick J. Bell as executive vice- 
president of NADA, came too late 
for inclusion in the questionnaire. 

—Maynarp M. Gorpvon 


Is Gasoline Heater 
Being Readied for 
Small GM Car? 


LOCKPORT, N. Y.—GM’s Harri- 
son Radiator division is conducting 
research and development on a 
small gasoline heater for cars, 

That’s about all that Harrison 


will say, but speculation in area! 


auto circles is that the heater is 
for installation in GM's proposed 
small U. S.-made car. 

Harrison said the research and 


development does not mean that} 


the heater will be produced. 
However, the fact that the heater 


|is a gasoline type adds weight to 


speculation that GM's small car 
will be air cooled rather than water 
cooled, as are all American cars. 

All of GM’s hot-water heaters 
are made in Harrison’s Buffalo 
plant. 

Harrison also says it is working 
on development of a heater that 
derives its heat from the exhaust 


| system, another type that was used 


years ago on some cars, Such a 


system would not require a water | 


engine-cooling system. 


Fleming Elected 
FORT WORTH.—Sam W. Fiem- 
ing (Buick) has been elected pres- 
ident of the New Car Dealers Assn. 


|of Fort Worth. He succeeds Elmo 


Webb (Buick). 





A Sales Trophy— 


Dorothy Deen, right, executive vice- 
president of Cal Sales, Gardena, Callif., 
Western Triumph distributor, presents a 
trophy to Jay Chamberlain, North Holly- 
wood dealer who sold the 10,000 Triumph 
TR3 in the West. 


Hughson | tion, succeeding T. 
|has been a source of automotive news items to Pinkson, dean of the nation's avio| D. Peffley, who 
| editors, for more than 50 years. 


| Was named treas- 
urer. 

| Eugene Shan- 
|}non was elected 
vice-presi- 
| dent, and Ralph 
| E. Caverlee con- 
|} tinues as execu- 
|tive secretary. 

Five new direc- 
tors are Shannon, 
Robert Borchers, 
|J. S. Davis jr. Edward Moorman 
and R. J. Rodgers jr. 

In his outgoing message to the 
association, Peffley said: ““The pub- 
lic has become discount minded. 
| Everyone thinks he is a sharp 
buyer, a sharp cookie. 

“Most of us have been guilty in 
some degree of telling the public 
we are giving them something for 
nothing.” 

He said the price sticker is not 
a cure-all, but he contended that 
it is a good tool if used properly 
and if dealers stick to it. 
Discounting from the sticker is 
like the dealer telling the public 
the factory has been gouging, 
Peffley said. 
| He urged that three steps be 
|taken: “We must stop telling the 
public we can give the product 
away; we must use good progres- 
sive promotion, and we must im- 
prove the quality of our represen- 
| tatives.” 


Nearly $5 Million 
Asked of Ford 
In Good-Faith Suit 


SAN FRANCISCO.—A damage 
suit for $4,843,500—the largest yet 
filed under the good-faith law—has 
been entered in Federal District 
Court here against Ford Motor Co. 
The plaintiff is Raleigh R. Leach 
Co., former Ford dealer in Oakland. 

Leach asserted that its franchise 
was arbitrarily cancelled after Ford 
had imposed unrealistic sales 
quotas and had failed to deliver a 
fair share of new cars during times 
of shortage. 

Raleigh R. Leach, the dealer, 
asked $1,614,500 to make up for in- 
come which he said he and three 
members of his family, partners in 
the firm, would lose over a 30-day 
period. 

Triple damages were sought un- 
der the antitrust laws, of which 
the 1956 good-faith law is a part 

Two other good-faith suits, both 
against Chrysler Corp., alsoare 
pending in District Court here. 
Plaintiffs are Harvey Motors, of 
Oakland, which seeks $687,864 dam- 
ages, and McLaren Motors, San 
Leandro, which asks $480,000. 

Chrysler has denied the McLaren 
charges in a brief claiming that 
the good-faith law is unconstitu- 
tional. Ford has until next month 
to answer the Leach complaint. 


Maine Dealers OK 
Sunday Closing 


PORTLAND, Me. — Dealers here 
have voted by a 3-to-1 margin in 
favor of closing their salesrooms 
and used-car lots on Sundays. 

They also were reported as nearly 
unanimous in the belief that 
Maine’s 50-cent State inspection 
fee should be increased to $1. 





Tom Simons 
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:| ~~ > can your finance source 


be reached when it’s needed ? 





ge Associates is one finance source you can rely on to be there when it’s needed 
- —depend on for that extra service when it means that extra sale for you. 
oh When your customer gets ready to buy, you've got to be ready to sell! Three 
se times out of four, this means you need a credit clearance before you can 
“ deliver ... Associates has geared its branch operations to provide you with 
the close, “‘specialized”’ service and assistance so necessary in today’s fast- 
moving automobile business. No wonder then, that more dealers every day 
are counting on Associates as “their” finance source to insure top sales 
and profits for their dealership. 





EY ee 


ssociates 


SOUTH BEND, INDIANA 













ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) uD. — EMMCO INSURANCE CO. 
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In 13-Point Questionnaire . . . 
State Buyers Quizzed 


On Disposal Policies 


—— policies on auto buying| state and municipal governments. 
and disposal practices are These are the points: 

sought in a 13-point questionnaire 1. How does your state dispose 
sent to purchasing officials by a| of its used cars and trucks? As 
four-man committee working for| tradeins on new units, by auction, 
restoration of factory subsidies to| by taking bids or by other means? 
Protas ; | 2. Are sales restricted to new or 


. ° used-car dealers or can the general 
Thursday Night Closing 


public submitt bids? 
Urged on Buffalo Dealers \ eimae tae ar aekahot 


BUFFALO.—T he Buffalo Auto- | 4. How long has the practice 
mobile Dealers Assn. has asked| peen followed? 
members to close their salesrooms; 5 Is the sales transaction per- 


and lots Thursdays at 6 p.m. start-| formed by the purchasing division | 


ing immediately and continuing 
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3. Is the practice followed based | 


through February, except’ for the 
Thursday during Auto Show Week 
Jan, 19-24. 

The action was taken to give 
salesmen and sales-management 
personnel more time to spend with 
their families and for other per- 
sonal activities, said Martin J. 
Echtenkamp, association president. 








or another state agency? 
> cm + 


APPROXIMATE number of 
* units disposed of annually. 

7. At what age or mileage are 
used cars and trucks sold? Ex- 
plain fully if cars sold at a 
certain age regardless of mileage 
accumulated. 


8 What is the total number of) pool? Is it handled by the purchas-| 





| Renault May Ship All Parts by Air— 


First air shipment of Renault spare parts arrives at Idlewild, N. Y., and is unloaded 
from a French airliner. Renault is experimenting with air shipment of all spare parts 
to the U. S. from its factory in France. The company hopes to affect savings in 
money as well as in time by the elimination of handling. 





| vehicles operated by your state? |ing division or another state 
9. Does your state operate a car| agency? 
10. Were you planning on in- 


* acrylic plastic molding powder 
for tail lights, parking lights, 
instrument panels, nameplates, 
medallions and dials. 


Again in '59...standard material for tail lights 


. K 
Plexiglas 


Piexioeias is a trademark, Reg. U.S. Pat. Off. and other principal countries in the Western Hemisphere. 





Chemicals for Industry 


EM ROHM & HAAS 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 


DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way Building, 20211 Greenfield Road, BRoadway 3-0674 CANADIAN DISTRIBUTOR: Crystal Glass & Plastics, Ltd., 130 Queen's Quay East, Toronto, Ontario, Canada 











|lic drum as standard 
with GM producing them under Al- 








creasing the size of your fleet pre- 

vious to the increase in prices? 

Approximate number of extra units, 
a * ea 

1 What effect will current 

* prices have upon the number 


of your purchases during 1959? 


12. It seemed to be the consen- 
sus of those at the annual meet- 
ing (National Association of 
State Purchasing Officials) that 
the basic reason for the change 
in policy on the part of manufac- 
turers was due wholly, or at least 
largely, to the practice of some 
of the states selling used cars 
direct to the general public. 

If your state happens to fall 
within this category, would you dis- 
continue this practice if the manu- 
facturers would consider reinstat- 
ing their former policy? 

13. Your committee will greatly 
appreciate any suggestions you 
may have to offer which might in 
any way aid in the solution of our 
common problem. 

+. + * 
STANLEY BIEN, committee 

* chairman and director of the 
Michigan purchasing division, em- 
phasized that his group “wants to 
cooperate to the fullest extent with 
the auto manufacturers.” 

He said the NASPO is hopeful 
that some headway can be made 
if states involved will discontinue 
the practice of dumping its used 
vehicles on the market at prices 
below those at the dealer level, 

Meanwhile, Kenneth Punnett, 
Rochester (N. Y.) purchasing agent, 
announced that the City will test 
the Rambler against one of the Big 
Three’s lower-priced products. 

If the Rambler proves more eco- 
nomical than either a Ford, Chev- 
rolet or Plymouth, the City may 
purchase them in quantity for gen- 
eral use, Punnett said. 

The test will run through 1959, 
when the cars will be disposed of 
to determine the tradein value of 
each, he added. 

—JoHN E. Wa.LsH 








Kelsey Producing 
Bimetallic Integral 


Wheel Drums 


DEER PARK, N. Y. — Kelsey- 
Hayes Co. has signed a license with 
Fairchild Engine & Airplane Corp. 
for the use of the latter’s patented 
Al-Fin molecular bonding process 
for production of bimetallic integral 


| wheeldrums for original equipment 


use on passenger cars of the Big 
Three. 

The new wheeldrum consists of 
an integral cast-aluminum wheel, 
hub and drum, bonded to a cast- 
iron friction liner and results in a 
lightweight, faster-cooling, longer- 
lasting braking system hailed as 
the solution to safely stopping to- 
day’s power-packed cars, Fairchild 


| said. 


In 1958, the firm added, Buick 
became the first American car 
manufacturer to adopt the bimetal- 
equipment, 


Fin license at its Fabricast division 
plant. Pontiac is equipping 1959 
police cars with them and Euro- 
pean cars, such as Mercedes and 
BMW, and various U.S. sports 
models also are using them quite 
extensively, Fairchild said. 
Kelsey-Hayes, after testing its in- 
tegral wheeldrum design, said heat 
dissipation “provides improvement 
conservatively estimated at 100 per- 
cent over cast-iron brake designs 
and, based on present technology, 
weight savings ranging from 25 to 
40 percent are a definite probability.” 


* * * 





Integral Wheel Drum— 


Kelsey-Hayes Co. is making integral 
wheel drums, similar to the type shown 
here, for use on Big Three passenger cars. 
The drum consists of an integral cast- 
aluminum wheel, hub and drum bonded 
to a cast-iron friction liner. 
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Auto Washington 


(Continued from Page 3) 


left NADA’s current leaders with 
more to work with than they ever 
had before. 


* * + 


Inflation Probers Rocked 


HE Joint Economic Committee, 

which may have to plow deeper 
into the field of inflation next year, 
got a preview recently of just how 
rocky the soil can be. 

This is the House-Senate group 
which has been picked by Sen- 
ator Lyndon Johnson, Texas 
Democrat, to handle a full-scale 
probe of monetary policies dur- 
ing the next session. 

One day this month the commit- 
tee talked over inflation with five 
economists, representing labor, 
management and higher learning. 
When everyone had had his say, 
the economists hadn’t even agreed 
on whether the U. S. has inflation 
or not. 


On another day, Economic Con-| 


sultant Richard V. Gilbert, a for- 
mer OPA official, told the commit- 
tee that Congress should enact 


selective controls now to meet the| 


challenge of the Soviet cold war. 


scale use of allocations, rationing 
and general wage and price con- 
trols is not called for. But we do 
need the full machinery for plan- 
ning and for management which 
requires the use of selective con- 
trols.” 
+ * * 


More Signs of Good Times 


_ signs of recession easing: 
Personal income in the U. S. 
rose to a record annual rate of $360 
billion in November, a $2.5 billion 
gain from October. The increase 
assured an income total for the 
year of more than $353 billion. 
Census reports that family in- 
come in the U. S. averaged $5,000 
in 1957, an increase of 4 percent 
over the average in 1956. 
Working capital of U. S. corpora- 
tions went up $2.2 billion in the 
third quarter of 1958 to an all time 
|high of $118.8 billion, according to 


| the Securities & Exchange Commis- 
sion. 


Banker Named SBA Aide 





“As long as we are not compelled | 


to put major armies in the field,” 
opined Gilbert, “the full apparatus 
of wartime controls with broad 


Boston Dealer 
Finds Big Cars 
Still Top Choice 


BOSTON.—Bostonians still want 
big cars with plenty of accessories, 
up-to-the-minute fixtures and 
plenty of chrome, in the opinion of 
Ralph H. Bonnell, president of Bon- 


nell Motors Co., of Winchester, and | 


Bonnell-Stokes Motor Co., of Bel- 


mont. The dealerships handle Ford- | 


Lincoln-Mercury-Edsel. 

“We have discovered,” said Bon- 
nell, “that although there is a por- 
tion of the public—and it’s small 


compared to the entire auto-buying | 


populace that wants small foreign- 
made cars, it is the large American- 
made products most still seek and 
want. 

“We recently took on the Taunus 
agency in addition to our other 
lines and are certain we will do 
very well with it, but it is in the 
field of the larger home products 
that the public really displays its 
interest. 

“The public sometimes forgets 
that conditions in Europe and in 
America are vastly different. Here 
we travel great distances. In 
Europe and in the British Isles 
(from which Bonnell recently re- 


turned), the distances covered are | 


short and the small car is well 
adapted to their highways and their 


much briefer coverage as to mile-| 


age.” 

Bonnell says his business is im- 
proving and looks forward to 
“banner” 1959 sales. He also is GOP 
National Committeeman from Mas- 
sachusetts. 


PUNCAN HICKS READ, Virginia 
bank president and former New 
| York investment banker, has been 
sworn in as deputy administrator 
|of the Small Business Administra- 
|tion in charge of its investment 
| division. 
| Read will head the new program 
= provide long-term financing to 
|small firms. 
. > > 


Wanted: 400 Buses 


Cs and Egypt want 400 
passenger buses, reports the 
|Bureau of Foreign Commerce. 

| Ceylon wants 360 diesel buses 
| during 1959, and Egypt will buy 
40 diesel buses big enough to 
carry 60 to 65 passengers, 

Bid documents, including speci-| 
| fications for the Ceylon buses, are 
available from the Embassy of Cey- 
\lon, 21488 Wyoming Ave. N.W.,| 
Washington, D. C. 

Specifications and other docu- 
ments pertaining to the Egyptian 
buses may be purchased for $9 a 
set from the Alexandria Region 
| Public Transport Administration, 21 
|Midan Saad Zaghloul, Alexandria, 
Egypt. 


|\Outlook Publications Set 
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A Final Inspection— 


John Blamy, right, Pontiac's chief inspector, and Orin Brown, left, and Darwin 
Simpson, assistant chief inspectors, make a final inspection of a 1959 Pontiac as 
it rolls off the assembly line in Pontiac. When a car passes off the line it has been 
inspected by some 700 inspectors who have checked and rechecked about 7,000 items. 


Inspectors Fight Battle 
Of Quality Control 


By Martin L. Whitmyer 
Staff Writer 

Ata it is rapidly increas- 

ing output to make up ground 
lost during the corporation-wide| 
strike that curtailed assembly op-| 
erations in October, control over 
the quality of its various lines still 
is of utmost importance at Pontiac. 

Headed by John F. Blamy, who 
reports directly to General Man- 
ager S. E. Knudsen, Pontiac’s 
quality control department has 
the job of seeing that manufac- 
turing conforms to the specifica- 
tions established by the engineer- 
ing department and insuring that 
the end product meets the cus- 
tomer requirements for appear- 
ance, performance and depend- 
ability. 

The ways in which this is ac- 
complished are many and varied 
and when the car passes off the 
assembly line it has been inspected 
by some 700 inspectors who have 
checked and rechecked about 7,000 
items. 


ume production, a greater de- 
mand for various combinations of 
accessories, engines, transmis- 
sions, axles, tires, colors, plus 
changing designs of the overall 
car add up to an endless task 
of controlling quality, but the 
payoff is big. 

As a direct result of the inspec- 
tors putting their stamp of ap- 
proval on a car, customer com- 
plaints have been reduced to a 
minimum in recent years, said 
| Blamy, who has been chief inspec- 
tor at Pontiac since August, 1956. 

“Quality,” said Blamy, “is the 
greater part of production. The 
only things we have to offer in the 
final analysis are quality and serv- 
ice.” 





Financing 
(Continued from Page 3) 
encouraged to talk about time 
payments and insurance except 
for the initial, tactful question 
as to how the customer wishes to 

Pay. 

The company maintains a staff 
of “time control men” who sit down 
with the customer and explain the 
advantages of rates, services and 
insurance, plus benefits over bank 


> 


OME of these inspections are 
merely visual checks, such as 
inspecting paint finishes or check- 
ing the cars’ accessories to make 
certain they are working properly, 





7 annual outlook publications 
of the Department of Commerce 
have been published for the auto-| 
mobile industry and for the motor) 
truck and truck trailer industry. | 

Both are available now from the} 
Business and Defense Services Ad-| 
ministration. 


Laugh a Day 
NEW YORK.—A 1959 calendar | 
lampooning space suits, moon 
shots, stereophonic sound and elec- | 
tronic brains is being issued by) 





Bill Eddy, 
Minneapolis-Honeywell since 1938. 





Train Time at Kessler— 


Detroit Buick Dealer Herb Kessler filled a fourth of his showroom space with an 
elaborate electric-train setup over the holidays. Neighborhood children were given 


balloons and candy when they dropped in 


to watch the cars in motion. Kessler, shown 


with the trains, displayed original art masterpieces last September when the ‘59 


Buicks were announced. 





Minneapolis-Honeywell Regulator| set our hands on every car that 


Co. Satirical calendars, drawn by | P@5ses through the line,” and, al- 
have been issued by| ‘though quality control charts are 


but many inspections also are made 
with micrometers and automatic 
gauges. 

From the time the frame of the 
car is placed on a qualifying 
gauge for inspection of hole loca- 
tions and body bracket height 
until the completed car is rolled 
off the assembly line and given a 
final inspection, each car is 
checked throughout by men es- 
pecially trained for the job. 

As Blamy puts it, “We like to 


payments or credit union loans. 
> * . 


‘aes of this system have 
been beneficial to us as at- 
tested by repeat business,” Moran 
said. Customers who are having 
difficulty in meeting payments are 
welcome to come in for a review 
of their plan, he added, 
prevents unfortunate occurrences 
that sometimes happen on the out- 
side.” 


of $35 million, is large enough to 
give customers the type of serv- 
ice not available at the smali- 
town dealership. Since only oné 
repair bid is required in Cour- 
“After all,” said Blamy, “a piano| **Y’s insurance plan, the com- 
tuner doesn’t do his job by a hit or| P®@"y’s own shop gets the revenue 
miss method.” | from the repair job, at rates set 
* * * by CIT. 
qince approximately 50 percent| Why not have salesmen talk in- 
of Pontiac cars are produced in| surance and time payments? “Each 
the seven Buick-Oldsmobile-Pontiac | man to his own calling,” Moran be- 
field plants, quality control repre-|lieves. “A new-car salesman should 
sentatives are located in each plant.| carry the car deal just so far until 
Blamy also has two assistant chief| he reaches a saturation point in 
inspectors, Orin J. Brown and Dar-| his own capabilities. Our salesmen 
win G. Simpson, at the Pontiac | do not get a commission on insur- 
plant. |}ance sold or on financing arrange- 
With a completely new body this| ments. They are specialists in sell- 
year, troubles have been noted not/ing cars only!” 
only in Pontiac cars but through-| 1 eS 
out the entire corporation on water EPOSSESSIONS are few at 
and dust leaks, oversprayed, thin Courtesy, for men on Moran’s 
or damaged paint, body trim, metal | staff shy away from selling to peo- 
finish, scratched and defective| ple who obviously can’t afford to 
glass, chassis ailments and mis-| buy a car. 
aligned doors. “ ‘First, let’s see if we can make 
* * + 


EASON for the troubles, which 

corporation officials say is no 
more serious than in previous 
years, lies in the fact that there 
has been a speedup in body produc- 
tion to make up for loss of time 
during the strike in October. “The 
problems, however, have been met 
and now are under control,” a 
company spokesman said. 

The increasing 


used for some inspections, Blamy 
feels that giving personal attention 
to each car is more effective. 


find him to be a poor credit 
risk.” 

During Courtesy’s much-publi- 
cized “2,000 or Bust” unit sales 
drive in November, no figures were 
available as to the number of units 
that were financed, but orle spokes- 
man estimated that the figure 
“might be” slightly more than half. 


demand for vol- ‘Total unit sales—2,036. 


“which | 


Courtesy Motors, with 1957 sales | 
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Willys Sales Chief 
Tells of Work on 


Aluminum Engine 


DENVER. —C. W. Moss, sales 
vice-president, Willys Motors, Inc., 
told a dealer group of experiments 
with prototypes of radically differ- 
ent lightweight aluminum engines 
which someday may replace the 
conventional ones for its Jeeps. 

The new type engine, he said, 
would be a vital sales factor for the 
auto industry, particularly for 
commercial vehicles, because the 
lightness would permit payloads to 
be increased. 

“Of course, there is much re- 
Search and redesign work to be 
done and the aluminum engine 
won't be ready in the immediate 
future,” he said. 

Moss was in Denver to direct a 

two-day sales meeting of about 100 
Jeep dealers of the Rocky Moun- 
tain, Pacific Coast and Midwest 
regions. Jeep has experienced a 20 
percent sales increase in sales in 
1958, he said. 
“We have found it necessary to 
become highly selective in adding 
| dealers,” Moss declared. “We've 
had 12 applications from the Den- 
| ver area alone during the past 60 
days.” 

Of the Denver applications, one 
was approved—that of Bob Jones’, 
Skyland Motors, Inc. The other 
Denver Jeep dealer is Jerry Ash- 
ton’s Rocky Mountain Jeep, Inc. 


DeSoto Dealer 


Lures Business 


With Promotions 


SOUTH BEND.—Dealer Ben 
Medow isn’t one to wait for busi- 
ness to come to him. He goes out 
looking for customers. 

His aggressive promotion on tele- 
vision and his own personal auto 
show have brought hundreds to his 
dealership, said Medow, operator of 
| two South Bend outlets carrying all 
Chrysler Corp. makes. 

Medow and his sons, Harold and 
Don, staged a “Medowrama” auto 
show of all models at one dealer- 
ship, using turntables, drapes, 
light towers in both showroom and 
service areas. 

A professional model dubbed 
“Miss DeSoto,” along with “misses” 
for the other Chrysler makes, 
greeted customers and explained 
the cars. They also served refresh- 
ments. 

Television promotion is one of 
Medow’s top sales tools. Here's 
how he feels about television pro- 
gramming: “I'm sold on television 

it has made a lot of new friends 
for us. “We've got everybody in a 
100-mile area talking about us. 
| This has resulted in tremendous 
floor traffic and increased sales, 
particularly from outlying areas.” 

Medow said he puts 45 percent of 
his advertising budget into TV. 
Special promotions also play a 
| big role in building sales, said 








|Medow. Typical examples include 
|}a Pizza-Rama (“free pizzas to all 
|comers”) and pickle promotion 


(“We're in a pickle. Must get rid of 
the whole supply by tonight”). 
o . o 





Sweet Talking— 


For his “Medowrama”™ auto show, Ben 
Medow, South Bend dealer, hired a “Miss 
DeSoto" to greet customers and talk about 
the product. The show was one of many 
types of promotions Medow uses to lure 
customers. 
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rrespondent George L. Glaser Writes .. . 
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VW’s Service Tips to Dealers 


WOLFSBURG, Germany—Volks- 
wagen has given its dealers a num- 


|should be able to do their job in 
| not more than 20 minutes, VW said. 


ber of tips on quick and profitable| They would handle lubrication and 


service. Low prices are advised to 
keep the VW owner loyal to his 
dealer, a factory official said. 

The firm has proposed three 
types of operations which it said 
have been carefully tested. 

The first calls for one work stall 
manned by six mechanics who 


Dealer Has Extra ‘Showroom’ 

CASPER, Wyo.—An unusual fea- 
ture of the new $250,000 building of 
Coliseum Motor Co, (Dodge) is 


storage and display space for 52 
ears in addition to those in the 
showroom. The storage area is up- 
stairs from the showroom and 
salesmen can take customers there 
and let them select from the large 


| inspection, including a tuneup. 

Under this arrangement one stall 
= handle six cars in two hours 
instead of the usual one car, the 
firm added. 

The second operation resembles 
an assembly line, with cars mov- 
ing down one side for lubrication 
and down the other for inspec- 
tion. 

The third is a sort of circular 
assembly line, with cars moving 
around a hub containing all of the 
equipment and supplies. 

Dealers receive detailed instruc- 
tions on how to set up each opera- 
tion, including the type of equip- 
ment and tools needed and the type 
of work performed at each station. 


timed and a sign overhead lets 
owners know what is being done 
at that point. VW also has issued 
forms on which the mechanic 
checks the job he has done, The 
form also provides space for 
jotting down other information. 


Kloeckner-Humbold-Deutz Corp., 
makers of the Magirus air-cooled 
diesel trucks, has signed an agree- 
ment with the Egyptian govern- 
ment to build a truck manufactur- 
ing plant in Cairo. 


The plant’s production capacity 
will be about 4,000 trucks annually. 
Production of component parts will 
be transferred to Egypt gradually, 
the firm said. 

In England, Dunlop has an- 
nounced an increase in the output 
of disk brakes for buses and 
trucks. The new disk brakes for 
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Steve Mudge, national manager of the St 
held in Atlanta. 
that met to consider the proposed 1959 









Studebaker Dealers Review Ad Plans— 


| One of a series of meetings held by D'Arcy Advertising Co. under the direction of 


udebaker dealer advertising program, was 


Pictured above is the dealer committee from the southeastern states 


dealer advertising program. Seated, from 








Work at each station has been 


stock. 








. 


|}also good patriotism. 


left, are A. A. Fromholz, assistant zone manager; Stewart |. Jones, St. Petersburg, Fia.; 
R. W. Spiers, Knoxville, Tenn.; T. P. Caldwell, Coral Gables, Fia.; Mudge; Cal Vories, 
| D'Arcy Atlanta office; Tad Humphries, D'Arcy Studebaker account representative for the 
southeastern states; Leonard Hizer, zone manager; H. H. Barron, Atlanta; DeWitt Nance, 
Charlotte, N. C.; E. E. Chaires, Tampa, Fla., and W. O. Camlin, Georgetown, S. C. 


heavy-duty units have two hy- 
draulic pistons on each side to 
press the lining pads onto the 
disk. 

Ownership of Lancia has changed 
hands, with the Lancia family hav- 
ing transferred most of its stock! 
to an Italian industrial firm, The! 
new management has streamlined 
operations. 





DeSoto Program a Success... 


Auto Show Sales Plan 


good business and in this case it’s 


He continued: “I don’t want to DETROIT.—DeSoto worked out|and open a conversation with visi- 








Pretty Girls and Foreign Cars— 


Pretty girls and novel displays were put 


new models at the 1959 Home, Food and Automobile Show sponsored by the Scranton 
Here “Miss Montclaire,” of Montclaire Motors, Inc., adds charm to the 
display of Isettas and the debut of the German-built NSU Prinz. The import dealers 


(Pa.) Etks. 


took full advantage to promote their new 


U.S. Industry 





To Take Offensive 


DETROIT. —Critics and self- 
styled experts have been having a 
field day belittling the U. S. auto 
industry, and it’s time for the auto 


makers to “stop ignoring the at-| 


tacks and stop shuddering.” 
Peter E. Schruth, vice-president 


and advertising director of the | 
Saturday Evening Post, delivered 


that message to the Adcraft Club 
of Detroit. He advocated a mas- 
sive “Speak for Detroit” cam- 
paign. 

“Get out and tell America about 
your industry and the products 
you make,” he said. “Answer the 
charge that you are not meeting 
their needs. Prove that you are. 
The proof is in your products.” 

The campaign, Schruth declared, 
should be aimed at what the Post 
calls the “influentials”—the thought 
leaders or opinion makers in every 
community and in every group and 
neighborhood in every community. 

It should be a confidence-building 
program, not just a product adver- 
tising device. It should be aimed at 
building confidence “in your prod- 


Late Report... 





to good use by import dealers to show off 


cars. No U. S. cors were exhibited. 


Urged a 


| ucts, in your industry, in your deal- | 
ers.” 

Schruth had more to say about 
the dealer’s importance in the 
campaign: “The dealer, of course, | 
is your representative ... and 
| in the overwhelming majority of 
cases he is an honest, courageous 
and efficient businessman. 

“Does America realize this man 
who is sometimes snubbed at the 
|}country club is a merchant? One 
| who invests more of his capital to 
| protect their product after the ac- 
tual purchase than any other mer- 
chant on any other block in any 
other crossroads in America. 

“His prestige—as well as yours— 
must have a buildup.” 

He said the Post will contribute 
to that buildup in a national adver- 
tising campaign which starts Jan. 
3. The program will emphasize the 
importance of the auto dealer to 
the community. 

Schruth emphasized that the 
campaign he was recommending 
involves more than profits or build- 
ing a favorable corporate image. 
He said good public relations is 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $17 to $1,197, according to Automotive News’ 
index. 

Every model showed a loss. It 


was the first time in two months 


that the index had been without at least one gainer. 
Last week’s setbacks amounted to $36 on ’58s, $25 on 59s, $21 


on ’57s and ’56s, $14 on 55s, $8 


on ’538s and ’52# and $3 on ’5is. 


The adjusted prices represented new lows for ’57s and ’54s. 


At a group of representative 


auctions last week the average 


consignment was 181.8 units, compared with 183.4 a week earlier. 
Sales ratio was 61.9 percent, compared with 63.9 the previous week. 


Auction reports begin on Page 14. 








start waving the flag here—al- 
though that’s not such a bad idea 
—but you have an obligation to 
your country. 

“You cannot allow New York, 
Chicago and Los Angeles to ‘buy’ 
another recession when it’s in 


your power to ‘sell’ them prosper- | 


ity. 

“Don’t let them buy the notion 
that to be different or foreign is 
better or snootier when you can sell 
them on the proven quality of the 
American way and its products. In 
short, don’t let them buy a certain 
bill of goods by default.” 


Schruth added that he thinks the 


|imported cars that are gaining | 


popularity here are going to be a 
boon to the American automobile 
industry. “I have always believed 


| that anything that stimulates com- 


petition benefits both the consumer 


| and the industry.” he said. 


Schruth also referred to the Ram- 
bler American and the Studebaker 
Lark and noted that the American 
“with a small-car budget, small-car 


garage or small-car derrierre can| 


get fitted right here in the U. S— 


|f.0o.b. Detroit. And if that isn’t 


enough, he has a variety of im- 
ports to choose from.” 

“But,” he continued, “must we 
be an entire nation of small cars 
before this chorus of criticism (of 


the U. S. auto industry) is stilled? 
| show, the program was explained 


“Detroit isn’t blind to the de- 


mands of Americans. Detroit is) 


meeting these demands on all levels 


—for a small car, for a sports car,| 


for a medium car and for a big 
car. 


“And Detroit is giving the great- 
est transportation package, dollar 
for dollar, in history. There is no 
other end product made in the 
world today that pound for dollar, 
dollar for pound gives as much 
value as the American automobile.” 


2 Volkswagens Bought 
By Ore. for Short Trips 


PORTLAND, Ore.—John F., Rich- 
ardson, State director of finance 
and administration, has announced 
the purchase of two Volkswagens 
for short trips in and around Port- 
land. They were added to the motor 
pool. 

If the small car proves satisfac- 
tory, more of them probably will 
be purchased, Richardson said. The 
Volkswagen bid of $1,466.09 was 
low among 10 small-car makes, he 
said. 


Minn. Dealers Get Warning 


ST, PAUL.—The Minnesota Auto- 
mobile Dealers Assn. has warned 
dealers “not to try to chisel on 
Minnesota’s Sunday-closing law.” 
The MADA pointed out that the 
law was drafted after the New 
Jersey statute which in effect has 
been declared constitutional by the 
U. S. Supreme Court. 


|a plan for salesmen at the Detroit 
|Auto Show that paid off hand- 
|somely both for the salesmen and 
| for the 14 participating dealers. 

| According to the division, the 
program resulted in 38 new cars 
sold, 376 “bona fide” prospects 


rides given. 
Crowds were attracted to the) 
| DeSoto exhibit by three stage acts: | 
Emmett Kelly, “Willie, the Clown” | 
lof circus and television fame; EI-| 
liott & Muller, comedy song and 
dance duo from Broadway, and the 
Allison Sisters, a young vocal trio. 
Each stage act included a sales 
message. 
| James L. Wichert, DeSoto’s -di- 
rector of advertising and sales pro- 
| motion, then devised a coordinated 
| program for salesmen aimed at the | 
most effective presentation of the 
"59 cars. 
“The plan was twofold,” he ex-| 
plained. “It involved a set of basic 
requirements for salesmen and a 
sales incentive program.” 
The entire exhibit was planned | 
|to provide a large and constant) 
|supply of prospects, well disposed 
toward solicitation by salesmen on | 
floor duty, Wichert said. Ninety- 
eight salesmen from Detroit's 14} 
| DeSoto dealerships were assigned 
| to work the show on six-hour shifts. 
The morning preceding the 


| 








to salesmen, dealers and regional | 
sales personnel at a breakfast | 
meeting. 


E. J. Roberts, Detroit regional | 
manager, and D. L. Buchanan, 





assistant regional manager, gave | to 

these basic 

salesmen: 
“Stay alert and ready to step up 


instructions to the 


A Safety Citation— 


South Carolina's highway department 
has presented band leader Lawrence Welk 
and Dodge its “Safety Citation of the 
Year" for their program contributions to 
safe driving campaigns. Welk, left, star 
of the Dodge Dancing Party TV show, 
is shown accepting the award from N. F. 
Manly, Sovth Carolina highway commis- 
sioner, 





| tors. Don’t get distracted from your 

| main duty—to meet and greet pros- 

| pects. 

| “Be friendly, courteous, Don’t ap- 
| pear to ‘size up’ the prospect. Smile, 
announce your name and ask 

|theirs. Ask if they enjoyed the 


gained and 124 demonstration | stage show and—with pride—offer 


to show and describe the new 
DeSoto. 

“Watch your verbal approach. 
Don’t ‘talk down’ to the prospect, 
avoid trade jargon, appraise the 
customer and talk his language. 

“Base your presentation on the 
‘SSellable Seven’ DeSoto selling 
points: (1) Everything you see, 
everything you touch is new; (2) 
Flair Stream styling; (3) Torsion 
bars; (4) New Level-Cruise ride; (5) 
Sports Swivel Seats; (6) Fashion 
vogue interiors; (7) Test drive the 
car. 

“Ensure the possibility of fol- 
lowup and future contacts by 
getting names, addresses, phone 
numbers. Make a note of present 
car, model preference, other use- 
ful data. 

“Make your floor time count. 
Make the most of these ideal sell- 
ing conditions and finish your show 
stint with a rich source of follow- 
ups and demonstrations, if not a 
goodly collection of orders.” 

The importance of personal ap- 
pearance also was stressed, One 
salesman was so impressed that he 
reported for duty at the show wear- 
ing a tuxedo. 

That was Thomas Curro, of 
Frank Alter, who sold eight new 

cars to become the top salesman 
working at the DeSoto exhibit. 
As an incentive, $10 was offered 
each salesman at the end of his 
daily shift provided he met require- 
ments as to proper sales kit, )«r- 
sonal appearance and conduct, This 
sum was over and above the sales- 
man’s own salary from his dealer- 
ship. 

Each salesman carried a kit 
which included data book, retail 
order blanks, receipt book, retail 
finance contracts, rate book, 
credit applications and business 
cards, DeSoto set up private sales 
closing booths adjacent to the 
exhibit area, 

In addition, each of the 14 par- 
ticipating dealerships put up $100 
as an award for its top auto show 
salesman. 

Key to success of the auto show 
sales operation, Wichert said, was 
close cooperation between the 
dealer sales staffs, DeSoto’s Detroit 
regional office and factory person- 
nel. 

Participating dealerships were 
Frank Alter; A. D. Steuart Sales 
& Service, Inc.; Glenn Walker, 
Inc.; Johnny Motor Sales, Inc.; Bill 
Henderson Motor Co., Inc.; Schutz 
Motors, Inc.; Seven Leo Adler, Inc.; 
Leo Adler New Center; Dameron 
Motor Sales, Inc.; B. J. Ratigan 
Motor Sales; Sarb Motor Sales, 
Inc.; Hamilton Motor Sales; Louis 
Rose of Highland Park Co., Inc, 
and Genthe Motor Sales. 
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Auto Market Reports 


Milwaukee 
New-car sales in Milwaukee num- 
bered 2,419, a gain of 12 percent 
over the previous month’s 2,161. 
By makes, registrations were: 


ahead of the same period last year. 

Jim Mahan, sales manager at 
Con Frazier Buick, said customer 
reaction to the new Buick has been 
the best since 1954. 
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come for his company over last 
year. 

Robert Jackson, of Bill Allen 
Chevrolet, said that all Chevrolet 
models were moving well, He said 


At Midwest Motors (Dodge- 
Plymouth), Carl Cono, sales man- 
ager, said his firm had not re- 
ceived enough models of the new 
cars to compare the sales volume 
with other years. He said strikes 
throughout the Chrysler Corp. 
had hurt the market. 

Ralph Raney, manager of H. E. 
Miller Motors (Mercury-Edsel), said 
1959 sales so far had doubled in- 


Oldest Miami Buick Deal 


Ford, 598; Chevrolet, 525; Rambler, 
341; Oldsmobile, 222; Buick, 211; 
Plymouth, 124; Pontiac, 95; Dodge, 
76; Cadillac, 37; Volkswagen, 30; 
Mercury, 28; DeSoto, 17; Stude- 
baker, 17; Edsel, 14; Chrysler, 11; 
Lincoln, 10; Imperial, 9; Willys, 7, 
and miscellaneous, 47.— (John E. 
Hubel.) 


* + ® 


Detroit 

November new-car registrations 
in Wayne County (Detroit) ees 
to 9,829, after numbering only 6,14 
in the previous month. Sold by Ungar to Edelen 

Ford accounted for a thumping MIAMI.—Ungar Buick, oldest 
34.17 percent of all registrations; Buick dealership in Miami, has 
with 3,359 units. Chevrolet was a/| been sold by Arthur A. Ungar, 74, 
distant second with 1,562, good for}to Frank Edelen Buick Co., con- 
15.89 percent of the market. | tinuing a trend toward consolida- 

Other registrations (with mar- | tion of dealerships in the city. 
ket penetrations in parenthesis) Edelen said he would move his 
were: Plymouth, 959 (9.76); Olds- | salesrooms from 7200 N. W. Second 
mobile, 664 (6.76); Buick, 573 | Ave. to the Ungar building at 1201 
(5.83); Rambler, 448 (4.56); Pon- | N. E. Second, which will be leased 
tiac, 407 (4.14); Cadillac, 359 | to Edelen. 

(3.65) ; Mercury, 333 (3.39); Dodge, | 
301 (3.06); Edsel, 174 (1.77); Chry- | 
sler, 86 (0.87); DeSoto, 81 (0.82); | 
Studebaker, 56 (0.57); Lincoln, 53 
(0.54); Imperial, 38 (0.39); Con- | 
tinental, 23 (0.23); Willys, 5 (0.06), | 
and miscellaneous, 348 (3.54). 

Corporate market shares were: | 
Ford Motor Co., 40.10 percent; Gen- | 
eral Motors, 36.27 percent; Chrysler | By Leo T. Parker 
Corp., 14.90 percent; American Mo- | Attorney at Law 
tors, 4.56 percent, and Studebaker-| iy AN auto dealer buys a stolen 
Packard, 0.57 percent. car, he stands to lose the full 
New-truck registrations totalled | amount of the purchase price, irre- 
617, compared with 360 a month| spective of whether the thief or his 
earlier. Registrations by makes/ creditor received the money. 
(with penetrations in parenthesis) | For illustration, in Associates Dis- 
were: Ford, 219 (35.49 percent);| count Corp. v. Clements, 321 Pac. 
Chevrolet, 170 (27.55); Dodge, 68| (2d) 673, it was disclosed that a 
(11.02); GMC, 58 (9.40); Interna-| person named Walker stole an auto- 
tional, 34 (5.51); Willys, 16 (2.59); | mobile. 
White, 13 (2.11); Divco, 7 (1.13);| Later he borrowed money on it 
Diamond T, 3 (049); Mack, 3|from a finance 
(0.49); Autocar, 1 (0.16), and mis-| company which 








cellaneous, 25 (4.06).—(Robert M.jacted in good 
Lienert.) | faith and took a 
a chattel mortgage 

from Walker. 

Dayton, 0. Later Walker sold 


Ford, for the second month in 
a row, led the new-car sales derby 
in Montgomery County (Dayton), 
O., in November. 

Ford dealers sold 354 cars, com- 
pared with 271 for Chevrolet. 

Other sales were: Plymouth, 141; | 
Buick, 123; Rambler, 114; Oldsmo-| 
bile, 100; Pontiac, 90; Cadillac, 40; | 
Mercury, 38; Studebaker, 37; Dodge, 
32; DeSoto, 18; Edsel, 18; English 
Ford, 15; Chrysler, 13, and Volks- 


wagen, 11—(William E. Francois.) 
. * 2 


the automobile to 
Clements, a used- 
car dealer. 

In subsequent 
litigation, the 
higher court re- 
fused to hold that 





L. T. Parker 
e used-car dealer could recover 
any of his money used to pay off 


the finance company. The court 
said: 


“We are of the opinion and hold 
that under the great weight of au- 
thority, plaintiff (Clements) is not 
entitled to recover from defendants 

| (finance company) under the cir- 


are having a tough time getting! —mstances shown to hav 
e existed 
enough 1959 models to meet CUS-| :. this case.” 


tomer demands, with orders run- 6s) se 


iveri li th I ° 
ning ahead of deliveries at a e of a a 


dealerships contacted. 
Curtis W. Brown, sales manager | A FEW weeks ago a higher court 
held that if either the seller of 


at Kelley-Williams Ford, said his 


Kansas City 


Kansas City automobile dealers 


Lawsuits Affecting Dealers ... 
Court Decisions 


customer acceptance was 100 per- 

cent better than the last two years. 

—(Larry E. Johnson.) 
* * 


Toledo 


Sales of new cars in Toledo and 


November, 





At Alabama's ‘Rally Day for 


Profits’'— 


Among those who took part in the “Rally Day for Profits” for Alabama's franchised 
Lucas County numbered 1,077 in| car and truck dealers were, from left, W. S. Edwards jr., Alabama NADA director; 


compared with 935 in| Senator A. S. Mike Monroney, Oklahoma Democrat; Mel B. Casler, president, Automo- 


October and 1,317 in November, | bile Dealers Assn. of Alabama; Senator John J. Sparkman, Alabama Democrat; Delmo 
Johnson, Dallas dealer, and John E. Binns, NADA management services director. 


1957. 

By makes, registrations were: 
Ford, 318; Chevrolet, 220; Buick, 
84; Oldsmobile, 78; Plymouth, 70; 
Rambler, 52; Pontiac, 51; Dodge, 
33; Studebaker, 30; English Ford, 
23; Mercury, 21; Cadillac, 17; Edsel, 
10; DeSoto, 9; Lincoln, 8; Renault, 
8 Volkswagen, 7; Simca, 6; Impe- 
rial, 5; Chrysler, 3; Willys, 2; Nash, 
1 and miscellaneous, 21. 

New-truck sales in November to- 
talled 115, compared with 88 in the 
year-ago month. By makes, they 
were: Ford, 34; International, 22; 
Chevrolet, 12; GMC, 12; Diamond 
T, 8; White, 8; Mack, 6; Willys, 5, 
and Dodge, 3.—(Leslie Woods.) 


paid under the usurious contract. 


For illustration, in Pacific Fi- 
| nance Corp., v. Mitchell, 313 S. W. 
(2d) 357, the testimony showed; 
| Mitchell purchased an automobile 
}on a time-selling price of $2,966.48. 
|His tradein was valued at $885, 
|leaving a balance of $2,081.48. 


The conditional sales contract 
required Mitchell to make 17 
monthly payments of 360 and an 
18th payment of $1,531.44 for a 
total of $2,551.44, thus the sum 
of the payments exceeded the 
balance owed by $469.96. 

In subsequent litigation, the 
lower court decided that Mitchell 
had been charged usurious interest. 
Hence, the lower court held the fi- 








How They're Pushing Sales 





Dealer Ad Ideas 


|For 1%-Car Garages 


bile at Fincher Motors, 
Rochester, N. Y., he can also pick 
up a “go-cart” for his son or 
daughter to use until the youngster 
is ready for a real car. The carts, 
powered by one-cylinder lawn- 


|sengers and can be used on side- 


| walks and parking lots. 
* 7 * 


|Santa Rides in a Renault 


ANTA CLAUS visited more than 
500 underprivileged, orphaned 
|and crippled children in hospitals 
j}and homes throughout New York's 
| Nassau County in the second an- 
| nual “Operation Remember,” bring- 
ing toys and clothing via Renault 
autos instead of the traditional 
reindeer and sled. 

“Operation Remember” is a proj- 
ect started last year at Christmas- 
time by Auto Imports, Ltd, 


Suffolk counties, Long Island, and 





Clubs in Nassau County contrib- 
uted hundreds of presents. 


| Young Drivers Warned 


A SAFE driving message in the 
form of a letter from a mother 
to her son who has just received 


nance company liable to Mitchell| his driver's license was published 
for double the amount of usurious| by Verne Johnson’s Johnson Pon- 
interest, plus additional damages.|tiac in Colorado Springs. 


The higher court approved the ver- 
dict. 


finance company that charges usur- 
ious interest cannot collect the bal- 
ance due on the car from the pur- 
chaser of the automobile. 

© > > 


Investigation Advised 


| ASt MONTH a higher court 
|*4 held that if a reasonable in- 
| vestigation of the reputation of a 
prospective purchaser of an auto- 
|mobile is made by either the seller 
or holder of a conditional sale 
contract or mortgage, the State is 
|not justified in seizure and confis- 





firm was “in bad shape” on selec-|an automobile or the finance com-j|cation of the automobile on the 


tion of inventory. 


pany charges the purchaser usuri-| grounds that the purchaser used it 


A Buick dealer reported that) ous interest, the purchaser may re-| unlawfully to transport intoxicating 
1959 sales are running 200 percent! cover double the amount of interest | beverages or narcotics. 






Cleveland Independents Elect Directors— 
Members of the Cleveland Independent Automobile Dealers Assn's. board of direc- 


‘. 325 Pac. 


For example, in State of Califor- 
nia v. Associates Discount Corp., 
(2d) 676, the testimony 
showed: A State sued to forfeit the 


ie right, title and interest of a car 


because of its use for the transpor- 
tation of narcotics. 

Associates Discount, the le gal 
owner, testified that it made a 
reasonable investigation as to the 
moral responsibility, character 
and reputation of the purchaser 
and that such investigation dis- 
closed no facts upon which to 
base a suspicion that the auto- 
mobile would be used to transport 
narcotics. 

In view of this testimony, the 
lower court held that the State 
could not confiscate the automobile. 
The higher court approved the ver- 


(oP %| dict, saying: 


“The lower court determined that 
a reasonably prudent person would 
have relied upon the investigation 
made in the instant action, and we 


fors are, front row, from left, Joe Terman, Irv Bain, John Murphy, and Harry Halpert. | cannot say that it was not a rea- 
Back row: Larry Skall, Irv Rubin, Jerry Bresler, Sam Messerman, James Barber and | sonable investigation of the moral 
Irv Elk. Not in the picture are Charles Cabot, Eliot Weisenberg, Ben Glassman and | responsibility, character and repu- 
tation of the buyer.” 


Leonard Derin. 


The message warned young driv- 
ers: “When you step into a car, you 


The above case was decided in| are no longer a boy. You have been ‘ 
| California. In some other states, the| granted a man’s privilege. Treat it) @2d Buick dealerships in Houston 
| courts hold that an auto dealer or/| as such.” 


Scholars Get Prizes 


OHNNIE & MACK, Miami auto- 
motive service firm, through a 
series of newspaper ads, told 
youngsters to “Make an ‘A’ on your 
report card and get a free T shirt.” 
After report cards came out, the 
pupils—cards in han d—swarmed 
by the hundreds to the company’s 
offices at 74 N.E. Twentieth St. 
“We must have given away 500 
T shirts,” said a spokesman for the 
firm. “We made our offer so that 


achievements in scholastic activi-| 


ties are given the recognition they 
deserve.” 


Kind Treatment 
Of Prospect Is 


Salesman’s Credo 


ONSIDERATE treatment of 

prospects is one of the key 
points in the selling approach ‘of 
Steve Shoemaker, salesman at Kil- 
born’s Dodge, Decatur, Il. 

Shoemaker, who joined Kilborn’s 
upon leaving the University of Illi- 
nois last April, said he averaged 12 
new and five used-car sales a 
month. 

When a prospect resists all clos- 
ing efforts, Shoemaker said, “I 
make sure he leaves the showroom 
with a competitive price and 
enough literature and information 
to keep him sold on Dodge and 
the dealership while he is shopping. 

“After he leaves, I write him a 
personal letter saying how nice it 
was to meet him, how we appreci- 
ate his coming to our showroom, 
that I want to put him in the 
Dodge of his choice, how important 


— Dad buys a new Oldsmo- | 
Inc., | 


| mower engines, seat two small pas- | 


| Renault distributor for Nassau and | 


Connecticut. More than 40 Lions! 


|his present dealings will be to him 
in the future and how much I per- 
|sonally would like to meet him 
again.” 

| The young salesman said he uses 
| personal stationery, rather than the 
| dealer’s. 

| “A letter shows more respect than 
a postcard, phone call or personal 
call, for it never reaches a person 
| when he is not ready to read it; it 
doesn’t intrude on his privacy—at 
| dinner, in the bath or in a rush to 
| 0 somewhere,” Shoemaker said. 

} > * * 


‘Dealer Comes Up 


With Ad Handout 


Everyone Wants 


salesmen for Mohr Chev- 
rolet or Mohr Buick, Houston, 
| offer prospective buyers an adver- 
tising piece, the customers don’t 
throw ‘em away—they keep ’em. 


| Gene Mohr, president of Gene 

Mohr Chevrolet Co., said his adver- 
| tising handout is the first he has 
ever used that people don’t throw 
| away. 

The handout is a king-size map 
of Texas, about half as tall as a 
jsmall boy and twice as wide. It 
| shows every county (there are 254) 
and every important city in Texas 
clearly. The latest edition also 
shows the major highways down 
which Chevrolets and Buicks and 
jother cars travel, and marks the 
| locations of the Mohr Chevrolet 





and Dallas. 


“People follow my salesmen 
across the showroom floor’to ask 
for them,” Mohr reported. “They 
ask for them on our used-car lot. 
| “The Houston Independent 
| School District distributed 7,000 of 
| the maps among their third, fourth 
and seventh-grade students. Three 
| teachers in Dallas schools have ar- 
ranged for the distribution of 5,000 
of the maps to pupils who can use 
them there. They use them for the 
study of Texas history and geog- 
raphy.” 








Handy Handout— 
People keep this handout so Gene 
Mohr has been distributing them at the 
rate of 37,500 a month. Large-scale map 
of Texas has a hole in the Panhandle 
(top) so that sclesmen can hook it over 
a doorknob or an auto antenna. Tommy 
Rumsey was glad to get one, foo. 
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AUTOMOTIVE NEWS PLATFORM 
1 !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
7 2. Every dollar of ine and oi! taxes, collected by states and federal 
governments, applied to the building and maintenance of highways 
1 3. Guard the of individual freedom, which made the U. S. A. 
wy 4? citizens more of the better things of life than anywhere 
else in world. 


Capsule Comment 


The steadily increasing tempo of new-car sales, noted for 
- past few weeks, may suffer a letdown during the holi- 

ys. 

But observers expect another upsurge shortly after 
Jan. 1. 
- >. * 

President Harold Churchill reports that Studebaker- 
Packard operated in the black during October and No- 
vember, with indications that the company’s new Lark 
will assure profitable operations in December. 

We're happy to see this oldline firm getting back on 
its feet once again. 

> * * 

Rift over policy and operation has resulted in the resig- 
nation of Rear-Admiral Fred Bell as executive vice-president 
of NADA after five years. 

Here’s hoping that NADA comes up with an ace re- 
placement to face the tremendous tasks ahead. 


The nation’s economy continues to move ahead, with em- 
ployment growing and the industrial production index 
rising. 

The upswing is slow but most encouraging for business. 


President George mains has assured his suppliers 
that AMC has no plans to increase its integration while 
boosting Rambler production by 33 percent next year. 

“We can progress most effectively,” said Romney, 
“by drawing on the greater reservoir of skill and capac- 
ity built by our suppliers.” ae 
NSPA and MEWA have incorporated into a new organi- 

zation, the Automotive Service Industry Assn. 
Hail to the new ASIA. 


Here’s to a Happy and Prosperous 1959 for everyone 
in the auto industry. 


| 
| 


Coming 
Events 


Dealer Conventions 


Jan. 31-Feb. 4—Nation'al Automobile 
Dealers Assn., Conrad Hilton, Chicago. 
Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 


March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 


March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 


April 7—Brooklyn and Long Island Auto- 
mobile Dealers Assn.. Garden City 
Hotel, Garden City Long Island. 
May 16-12—Georgia Automobile Dealers 
wns Atlanta Bitton Hotel, Atlanta. 
May 17—20th Annual Convention, South 
Carolina Automobile Dealers Assn., 
Cruise to Nassau, Port of Embarkation, 
Charleston. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 2I- -22—Oregon Automobile Dealers 
Assn., Salem. 

June 21- -23—Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Whiteface Inn, Whiteface, 


June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-86— Montana Automobile Dealers 
Assn., Butte. 

Sept. i3-1S—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2i—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—34th Annual Convention, New 
York State Automobile Dealers’ The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

* ‘..2 


Auto Shows 


Jan. |-Feb. I—Sth Annual American Legion 
Auto Show, Augusta State Armory, Au- 
gusta, Maine. 

Jan. &11— Memphis Automobile Show, 
Ellis Auditorium, Memphis 

Jan. 9-18—Midwest Auto thew, Municipal 
Auditorium, Minneapolis. 

dan. 10-17—Indianapolis Auto Show, 
Manufacturers Building, Indiana State 
Fair Grounds, indianapolis. 

Jan. 10-17— Pittsburgh Auto Show, 
National Guard Armory, Pittsburgh 

Jan. 10-18—20th Annual Auto Show of the 
National Capita! Area, National Guard 
Armory, Washington. 

Jan. 11-18@—Oklahoma City Auto 
Oklahoma City. 

Jan. 12-17—Grand Rapids Auto 
Civic Auditorium, Grand Rapids, 

hicago Auto Show, 
national Amphitheatre, Chicago. 

Jan. 22-24— Brockton Auto Show, 
Armory, Brockton, Mass. 

Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 

Jan, 23-25—Birmingham Auto Show, Birm- 
ingham, Ala. 

Jan. 24-3i—Baltimore Auto Show, Balti- 
more. 

Jan. 24-Feb. |—Toledo Auto Show, Sports 
Arena, Toledo. 

Jan. 25-3|—Hornell Auto Show, New York 
State Armory, Hornell, N. Y. 

Jan. 25-Feb. I—International Foreign and 
Sports Car Show, Dinner Key Audi- 
torium, Miami. 

Jan. 31-Feb. 7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, 'N. Y. 

Feb. 7-14—Milwaukee Automobile Show, 
Arena and Auditorium, Milwaukee. 

Feb. 14-22—Seattle Auto Show, National 
Guard Armory, Seattle. 

Feb. 15-21 — Syracuse Auto Show, War 
Memorial Auditorium, Syracuse, N. Y. 

Feb. 19-23—Albuaquerque Auto Show, State 
Fair Coliseum Bidg.. Albuquerque. 

Feb. 20-23—Middletown Auto Show, State 
Armory, Middletown, Ohio. 

Feb. 27-March 8—!959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Feb. 28-March 8—Kansas City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 48—9th Annual National Autorama, 
Connecticut State Armory, Hartford. 

Apr. 61!—Denver Auto Show, Denver 
Auditorium, Denver. 

April 17-19—Cheyenne Automobile Show, 
Cheyenne. 


ae 


Show, 


Show 
Mich. 
Inter- 


State 


General 

Jan, 12-16—SAE Annual Meeting and 
Engineering Display, The Sheraton- 
Cadillac and Hotel Statler, Detroit. 

Jan, 2%5-28—T ruck Trailer Manufacturers 
Assn., Hollywood Beach Hotel, Holly- 
wood, Fila. 

Jan. 29-30— Private Truck Council of 
America, 20th Annual Convention, Sher- 
man Hotel, Chicago. 

Jan. 31-Feb. 4_National Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs. of America Exposition, New York 

Coliseum, N. Y. 


20 Years Ago... 


The Big Stories 


This week in 1938, Plymouth announced a special line of high-wheel 
models designed for smoother travel over the deep-rutted roads of 
the nation’s rural sections. The special models had 20-inch wheels and 
an axle clearance of 9% inches—which was 1% inches greater than 


ears of standard design. 


Firestone Tire and Rubber Co, and subsidiaries reported a net 
profit of $5,258,041 for the fiscal year ended Oct. 31, 1938, This com- 
pared with $9,269,176 for the preceding year. 

Production of 1,011,509 units in the final quarter brought 1938's 
car and truck production to 2,678,499. The 1938 output represented a 
45 percent decline from the 5,016,565 vehicles turned out in 1937, which 
was the auto industry’s second ranking year. 





| what it is worth. 





| tion. 


Automotive Cartoon 


Of the Week 


"If you're looking for a fine car with a low price, you're 
going to need something dependable 
to get around in.” 


Letterbox 


‘Love That Sticker! . .. J 


This is am open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


tributor for the Middle West, 
direct as an importer from Ger- 
many of the Carl Borgward Auto- 


Of Interest to Buyer 


Regarding the article titled 
“NIADA Seeking to Delete Dealer : 
Names on Stickers,” which ap- | motive Co.—Martin J. Keiry, Inc, 


peared in your Nov. 24 issue, I pass | #41 East Ohio St., Chicago. 
along the following comment for * * * 


FBI Seeks Ex-Salesman 

Ralph Norman Leeds is wanted 
by the FBI for causing to be trans- 
ported in interstate commerce on 
or about March 28, 1957, a forged 
and counterfeit security. 

Leeds, while living in Denver and 
using the name Len Davis, was 
employed bya 

If the original point of delivery| number of auto 
were more than 50 miles away, the) dealerships as a 
buyer would want to know how the| new and used-car 
car was transported to its present salesman. He re- 
location, portedly misap- 

I am not a dealer, new or used,| propriated funds 
but I am a buyer and I love that| of one dealership 
sticker, as is.—Comm. WuuuM/while employed 
Grecc, USN, San Antonio. there. 

* * « He is believed 
to have left the 
Denver area in 
April of 1957. He R. N. Leeds 
was seen in the Los Angeles are@ 
in April or May of 1957 but no addi- 
tional information on his where- 
abouts is available. 

Leeds uses a number of alias and 
dates of birth. He is white, about 
5 feet, 10 inches, his weight varies 
from 183 to 220 pounds. He has 
dark brown or black hair, is bald- 
ing, has glasses which he seldom 
wears and fair complexion. 

He occasionally wears a mus- 
tache, enjoys gambling and sports, 
is a good dresser, has received 
psychiatric treatment and is re- 
ported to have suicidal tendencies. 

Any information on Leeds should 
be submitted to the FBI in Wash- 
ington or the nearest office of the 
FBI.—FeperaL Bureau or INVESTIGA~ 
TION. 


Without attempting to go into 
the possible effects on used-car lots 
of the requirement for the name, | 
address and mode of delivery entry 
on the new automobile stickers, I 
can categorically say that it is in 
the interest of—and of interest to— 
car buyers to have such informa- 


Borgward 

Article in Dec. 22 issue on Borg- 
ward leaves out Martin J. Kelly, 
Inc., who is the new Borgward dis- 





total 


—From the files of Automotive News. 





One of the many 


wonderful ways that 
plastics serve the 
automobile industry 


LSG) 


As car buyers become more safety- 
conscious, they have many questions 
to ask about automotive safety glass. 
Here are the answers to some of the 
questions your dealers and salesmen 
may be asked about LSG: 


A pusne 
GIASS «= SAFETY 
LAYER 





Tr atte oi ae a detail ame 





1. Plastics today are 
being used more and more 
in combination with other 
materials for the best 
possible combination of benefits. Laminated 
Safety Glass, in cars for many years, is just 
such a combination. It is literally a “plastic 
glass sandwich” made by bonding two pieces 
of glass with a completely transparent, tough 
sheet of plastic between that holds the glass in 
a tight grip. This sandwich construction 

is easy to identify. Look at any exposed edge 
of a car window or vent made of Laminated 
Safety Glass. You will note what looks like a 
definite “‘line” along the center of this edge. 
That “line” is actually the edge of the plastic 
interlayer. (No “line,” no LSG.) 


i 


2. LSG provides 

“windshield safety.” By 

accepted practice, every 

i. American-made truck or 

car must ~— a windshield made of Laminated 
Safety Glass. Only LSG passes the rigid optical 
and physical specifications established by the 
American Standards Association. Many car 
manufacturers have extended this “windshield- 
safety’’ to their side windows and vents as well. 


3. LSG reduces the 

hazard of flying glass. 

Suppose a rock or another 

= sharp object traveling at 

high er struck a window made of Laminated 
Safety Glass. The force might crack the glass 
but the plastic interlayer would tend to hold 
the pieces together, forming a“‘spider-web”’ of 
cracks from the point of impact. 


4. LSG “cushions” the 

shock of impact. When 

a passenger is thrown 

s : against a Laminated 

Safety Glass windshield or window, the resilient 
plastic interlayer “gives” and cushions the 
shock. Danger of serious injury from concussion 
is thereby lessened. 


5. LSG won’t “trap” you! 

' Suppose you had only 

seconds to get out of 

or into your car, and both 
doors aa windows were jammed shut by an 
accident! Laminated Safety Glass can be 
kicked or knocked out of a window frame to 
provide an emergency exit. 


NTT 


i ® 
Monsanto Chemical Company does not make 
Laminated Safety Glass, but it supplies plastic for 
the safety layer used by leading glass companies 
tn making Laminated Safety Glass (LSG). 
Monsanto Chemical Co., Plastics Div., 

Springfield 2, Mass. 
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Suppliers’ Help Sought ae 


Calif. Jobbers Adopt 


Resolution 


MONTEREY, Calif.—A five-part 
resolution dealing with manufac- 
turer-wholesaler relations in the 
area of prices was adopted unani- 
mously at the annual meeting of 
the California Automotive Whole- 
Salers’ Assn. 


The group also endorsed the 


principle of regular vehicle in- 
spections by the State in an effort 
te reduce highway accidents, 
deaths and injuries. 

In the pricing resolution, the 
wholesalers called upon suppliers 
to: 
1. Make price and discount 
changes effective only upon 30 days’ 
notice to wholesalers. 

2. Supply catalogs and resale and 
cost sheets, in quantities deter- 
mined by the wholesaler, at least 
30 days in advance of such changes. 


3. Provide complete new price! 


sheets, instead of supplements, 
whenever practicable. 

4. Indicate price changes, either 
up or down, on new sheets with 
appropriate arrow in the margin. 

5. Discontinue the practice of 
eliminating items from the price 
sheets without notice. 

The delegates also heard from 
Gerald Mitchell, acting regional di- 
rector of the Labor Department's 

and hours and public con- 
tracts division. 

He spoke of the legal responsibil- 
ities of jobbers as employers em- 
phasized that the automotive whole- 
saler is in interstate commerce, 
thus the provisions of the Wages 
and Hours Act apply to him. 

At another session, wholesalers 


on Pricing 


discussed such topics as deliveries, 
field sales assistance, the value of 
courtesy, dealer pickups, employe 
training and account classification. 

The group also endorsed the 
Pacific Automotive Show which 
will be held in San Francisco 
March 12-15 and urged whole- 
salers in the 11 Western states 
and Alaska to -support it. 

Rollin McBurney, co-owner of 
Boggs & McBurney Auto Parts, 
West Los Angeles, was elected 
president of the California associa- 
| tion. 
Other officers are Joseph C. Er- 
|man, Hayward, first vice-president; 
P. Ted Johnston, Los Angeles, sec- 
ond vice-president; Robert Woot- 
ten, Berkeley, secretary; George 
Graveline, Beverly Hills, treasurer, 
jand A. Glen Gaffney, East Bay 
Automotive Assn., historian. 

oe .». 8 


|\Cook Auto Machine Named 
|Hercules Motor Distributor 


| 


| Corp. has appointed J. B. Cook Auto 
| Machine Co., Nashville, as distrib- 
| utor in Tennessee. 

|main stores in Nashville, Memphis 
and Little Rock, Ark. and 15 
branch stores in Tennessee, Ken- 
tucky, Arkansas and Mississippi. 


> * * 


Formsprag Names Rep 


INDIANAPOLIS.—Hoosier Bear- 
ing Co. has been appointed a dis- 
tributor of Formsprag clutches. 
Hoosier Bearing also sells the Raw- 
son centrifugal clutch line for 
which Formsprag is the sales agent. 


i 








CANTON, O.—Hercules Motors | 


The Nashville firm operates three | 


The firm’s territory includes 
Indianapolis and Fort Wayne, Ind. 
* * * 


Gove Again Will Address 


NSPA Convention Luncheon 


CHICAGO.—Bill Gove, president 
of the Bill Gove Organization, will 
address the second “Convention 
Highlight” luncheon at the annual 
National Standard Parts Assn. con- 
vention in Hotel Sherman Feb. 17. 
He also spoke at the 1953 conven- 
tion. 

“Profit Time” is the theme of the 
two-day session, which opens Feb. 
16 at the Sherman. 

= + * 


Mo-Mar Named Distributor 
For Exide in Eight States 


SALT LAKE CITY.—Mo-Mar 
Batteries, Inc., has been appointed 
factory distributor for Exide Bat- 
teries, according to Douglas E. 
Miller, Mo-Mar president. 

Mo-Mar will be exclusive distrib- 
utor for Exide in eight states: 
Utah, Idaho, Wyoming, Montana, 
Colorado, Nevada, Arizona and New 


Mexico. 
* : * 


Firm Opens Flint Branch 


DETROIT.— General Bearing & 
Supply Co. has opened a branch at 


| G-5266 N. Saginaw St., Flint, ac- 


cording to Edward J. Smith. It will 
serve the Flint, Saginaw, Owosso, 
Bay City and Midland areas. 


* > * 


Everson Branches Out 
GRAFTON, N. D.—-H. E. Everson 
Co., automotive wholesalers with 
headquarters here, has opened a 
branch at Crookston, Minn. Dick 


| Norgart, co-owner of the Everson 


branch at Hallock, Minn., is man- 


aging the new store. 


> * * 


Lepene Joins AWDA Unit 

KANSAS CITY.—Walter S. Lep- 
ene, Doan Mfg. Corp., Cleveland, 
has been added as a manufacturer 
advisory member of the Automo- 





and manufacturers’ representatives 


in every Vendor Quality Report— 


PALNUT LOCK NUTS consistentty rate 


/” 


reason? PALNUT QUALITY CONTROL! 


Lot after lot, million after million, every PALNUT 
Lock Nut meets strictest specifications for: 


¢ Uniform thread fits 

¢ Accurate hex forms 

© Controlled tension characteristics 
¢ Uniform dimensions and concentricity 
¢ Durable plating and finishing 


These vital requirements are safeguarded by 
dozens of checks, gaugings and inspections at each 
step of production, plus final performance-testing 
to assure easy starting—faster assembly—tightly 
assembled parts—satisfactory service for users of 


your products. 


Write for Conversion Chart all 


The Painut Company, 47 Glen Road, Mountainside, N. J. 
Detroit office and warehouse: 780 West Eight Mile Road, Detroit, 20 





and “what can be done to improve 
employer and employe relations in 
profit sharing and specialized edu- 
cation.” 

+ * = 


Wright Names J & H Sales 


PHOENIX, Ariz.— Wright Mfg. 
Co., has appointed J & H Sales ©o., 
Los Angeles, its representative for 
California for the Wright portable 
car cooler. 


MEWA Elects 
58 Wholesalers 
To Membership 


CHICAGO. The Motor and 
Equipment Wholesalers Assn. has 
announced the election of 58 whole- 
salers to membership in the associ- 


| ation. The companies are: 


Agricultural Salute— 


R. R. Reynolds, left, Los Angeles, Chry- 
sler Corp. administrative assistant, and | 
Allan R. Crockett (Plymouth), Fresno, are | 
shown with the Award for Industrial Part-| 
nership in Modern Agriculture presented 
to Chrysler by the Central Valley Empire 
Assn. at the National Salute to Agribusi- 
ness in Fresno. The purpose of the salute 
was to call attention to the fact that 
modern mechanized and chemicoalized | 
agriculture is one of the industry's big-| 
gest customers. 


bile Warehouse Distributors Assn. | 
membership committee. 

= * > 
Purolator Offers Camera 


As ‘Bonanza’ Premium 

RAHWAY, N. J. — A Kodak 
Brownie Starflash camera is being 
offered as a premium with a selec- 
tion of oil filters in the 1959 “Bo- 
nanza” sponsored by Purolator 
Products, Inc. 

James B. Lightburn, Purolator’s 
general sales manager, said there 
is no limit to the number of “Bo- 
nanza” packages a dealer can 


order. 
> = > 


Chisholm-Ryder Group 


Buys Wilson Tool Firm 
BUFFALO.—K. R. Wilson, Inc.,| 


|Arcade, N. Y., manufacturer of) 


garage tools and equipment, has 
been sold to the Chisholm-Ryder 


|group of companies which are 


headquartered in Niagara Falls, 
N. Y¥. The deal was said to have 
involved about $500,000. 

Chisholm-R yder reportedly ac- 


| quired the stock of the three prin-| 


cipal shareholders of the Arcade 
firm. They are Francis C. Wilson, | 
Nadyne W. Devin and Manufac- 
turers & Traders Trust Co. as 


| trustee for the estate of K. R. 
| Wilson. 


‘Brainstorming’ Session 


‘For Canadian Wholesalers 


TORONTO.—A “brainstorming” 


|session will be a feature of the 
| Canadian Automotive Wholesalers 


& Manufacturers Assn. Convention | 
which is slated March 23-25 at the) 
King Edward Hotel here. It will be} 
led by Leslie F. Chitty, vice-pres- 
ident and manager of the Toronto 
office of Batten, Barton, Durstine 
& Osborn. 

Chitty and 14 jobbers and manu- 
facturers will discuss: “What sug- 
gestions can be put forth to stand- 
ardize discount procedures in the 


automotive replacement market” 
+ * © 


A Christmas Project— 


| kee; General 


Automotive Electric Service Co. 
Inc., Memphis; Automotive, Inc., 
Fort Smith, Ark.; Automotive Sales 
Co., Phoenix, Ariz.; Automotive 
Service & Supply Co., Sylacauga, 
Ala.; Bearings Speciality Co., Bos- 
ton; Bruhn Co., Denver; Cantrell 
Auto Supply Co., El Paso, Tex.; Car 
Parts Warehouse, Inc., San Fran-: 


| cisco; Casa Gume, Havana, Cuba; 


City Motor Parts, Elizabeth City, 
N. C.; Bill Clemons Auto Parts Co., 
Huntsville, Ala.; Cliett Auto Parts, 
West Point, Miss.; Colorado Auto 
Service, Inc., Englewood, Colo.; 
Colorado Jobbers Supply Co., Den- 
ver. 

Crow-Burlingame Co., Little 
Rock, Ark.; Electrical Testing Co., 
Peoria, Ill; Engines, Inc., Milwau- 
Auto Supply, Inc., 
Columbia, S. C.; Grindle Sales Co., 
Inc., Harlingen, Tex.; Harbor-Hill 
Auto Parts Dist., Inc., Long Beach, 
Calif.; Heule Bros. Automotive 
Supplies, Duluth, Minn.; Hills Auto 
Supply, Joliet, Ill; Himel Auto 
Parts, Hammond, La.; J & C Auto 
Supply, Whittier, Calif.; Jackson 
Bros. Auto Supply, Whittier, Calif.; 
Jones Auto Parts, Inc., Fulton, Ky.; 
Kennedy Supply Co., Inc., Shreve- 
port, La.; Kinser Motor Supply, 
Stockton, Calif. 

Kirk’s Auto Electric, Inc., Bowl- 
ing Green, Ky.; Logan Auto Parts, 
Inc., Logan, W. Va.; C. R. Lovell 
Auto Supply Co., Leesburg, Fila.; 
Lyons Auto Supply, Decatur, IL; 
J. A. McCurry Auto Parts, Inc., 
Kingsport, Tenn.; Marion Auto 
Supply Co., South Pittsburg, Tenn.; 
Moorefield Battery & Parts, Inc., 
Charlottesville, Va.; Motor Parts 
Co., Elkin, N. C.; Motor Parts & 
Bearing Co., Jackson, Tenn.; Motor 
Parts & Equipment Co., Washing- 
ton, N. C.; Motor Parts Wholesale 
Co., Ironton, O.; Motor Replacement 
Co., Inc., Phoenix, Ariz.; Motor 
Supply Co., Fallon, Nev.; Murray 
Motor Parts Co., Hertford, N. C. 

NAPA Salt Lake City Warehouse, 
Salt Lake City; Nate’s Auto Parts 
Ogdensburg, N. Y.; Page’s Auto 
Electrical Service, Denver; Parts, 
Inc., Memphis; Parts Service Co., 
Inc.. South Hill, Va.; Piedmont 
Auto Parts Co., Inc., Sumter, S. C.; 
Quaker City Motor Parts Co., Phil- 
adelphia; Re-Neva Auto & Paint 
Supply Co., Reno, Nev.; Roberts 
Brothers Co., Washington; Safety 
Service Co., Nashville; L. Schuster 


|& Sons, Inc. Green Bay, Wis.; 


Sitler’s Auto Parts, Washington, 
Ia.; Twin City Bolt & Supply Co., 
Minneapolis; Barney Williams Co., 
Inc., Ashland, Ky.; Wood’s Auto- 
motive, Inc., Natchez, Miss., and 
Jack Young Co., Allston, Mass. 

* 


= * 


Scranton (Pa.) Automotive and Parts Jobbers Assn. presented hydraulic rescue kits 
to 17 Scranton-area volunteer ambulance groups as part of a Christmas project. 
Walter Phillips, left, front row, association president, is shown with other representa- 
tives of the organization and officers of the various community ambulance units. 
Scranton Fire Department ambulance units were given a special elevating stretcher 
since they are already equipped with the emergency hydraulic kits. In addition to 
Phillips, other association officers are Jerry Kline, secretary, and Jack Weinberg, 
treasurer, 


Quick, secure fastening at low cost 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 


By Joseph M. Callahan 
Engineering Editor 
OES General Motors actually 
have one body shell for all five 
cars? 

This question was put to a group 
of experienced body engineers who 
have carefully analyzed the inter- 
changeability in the ’59 Cadillac, 
| Oldsmobile, Buick, Pontiac and 
| Chevrolet since they were intro- 
| duced. 
| After checking their charts and 
|their voluminous research, these 

engineers gave the following expla- 

nation: 
“There is a definite corporation- 
> * > 


Fisher Body Sees 
Improved Design, 


Future Savings 

















by Joseph M. Callahan 








Electronic Chair Seeks 
Most Comfortable Seat 


oo most intense and up- 
to-date study of the 


human posterior ever made 
is now being conducted by a group | 
of fertile-minded researchers in a| 
small plant on the outskirts of | 
Birmingham, Mich. 

May it be hastily explained 
that this work is occurring at 
the Seating and Brake Research 
Center of Rockwell-Standard 
Corp.. which cooperated with 
Chrysler Corp. in the develop- | 
ment of the swivel seats intro- 
duced this year on the Plymouth, 







the following explanation of its '59 
| body shell program: 

“With all five lines of GM cars| 
|completely restyled, Fisher Body 
| division has developed new con- 


159s Analyzed for Interchangeability .. . 


How GM Uses Basic Body Shell 


| the different body styles—converti- 





ARREN, Mich.— The Fisher} 
Body division of GM has made| 


Dodge, DeSoto, Chrysler and Im- 
perial. 

Hitherto, most of the auto com- 
panies have selected what they con- 


cepts in body construction which 
will make possible more frequent | 
model changes from now on, The} 


the European Common Market 


| will gradually eliminate automobile 
| and other tariffs between six Euro- i 
| pean countries. 








sidered the most comfortable seat-| new concepts in body construction 
ing largely by satisfying one of/| will provide the kind of new and} 
their employes—someone designated | improved design that was pre- 
as the man with the most typical| viously possible only in a two-or 
posterior. The assumption being) three-year cycle. 
ceteasibe of ee ili wel “The new method of construc- | 
satisfied tion involves int -r and outer 
E. A. Herider, chief engineer of | body components—with similari- | 
the ‘center said his people soon ex-| ties among certain of the inner | 
; : : components. The outer compo- 
pect to select the optimum seating | 

through scientific methods, rather nents carry the styling contour | 
: | and are different according to 


than through the time-honored | 
Ae the styling needs of each of the | 
method of merely sitting on a seat. Eve Git con Mnea. 


AFTER considerable study, Her-| “The inner body components are 
entirely functional and add) 


ider’s small staff, which in-| tro 
cludes a doctor and an electronic| *trength and rigidity to the struc-| 


expert, have invented a machine,|ture. And they are more complex 
called Sequi-Switch, which quickly|t0 Produce when re-tooling is 
makes a permanent record of the | "©cessary. 
distribution of pressures of any in- “Since it is no longer necessary 
dividual’s seat. Formally, the ma-|to make all new inner body com- 
chine is called a “sequential excita-| ponents to completely restyle for 
tion device.” |the next model year, the huge re- 
Their thinking is that if they | tooling program that took place 
find exactly where the greatest | this year, though immediately ex- 
initial and eventual pressures are | pensive, will be economically sound 
(Continued on Page 19, Col. 2) | in the long run.” 


European Auto Industry 
Is Shaken by Revolution 


TREMENDOUS revolution is| making the most intense efforts to 

sweeping the European automo- | prepare for the mass market of the 
bile industry. This revolution is/| future. 
marked by the following develop-| : 
ments: HESE are the conclusions of 
' 1. Greatly increased automation. | Abram D. Reynolds, vice-pres- 
' 2 Intense efforts to prepare for| ident of Reynolds Aluminum Sales 
Co., who last year made a three- 


month tour of European auto, auto 
(Continued on Page 18, Col. 1) 





* * * 


which, within the next nine years, 





' %.A gearing up for mass con- 
sumption, rather than for the 

| scarcity for which this industry 
has been geared hitherto. 

4. More intense competition 
among the auto manufacturers, 
especially with regard to pricing. 

5. Of all the European auto com- 
panies, Fiat in Italy appears to be 
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wide program of interchange- | vette and the Cadillac 75 and 
ability of body panels on the ’59 | Brougham. 
GM cars. This program largely = eS 
consists of interchangeable roofs, HIS doesn’t mean that all the 
front doors, cowls and the very GM cars have the same dimen- 
expensive ‘glass houses’ above the | sions or appearances, although 
belt line. Not involved in the | there is a similarity in the “glass 
program are the front fenders, | houses” and in the general silhouet. 
hoods, rear quarter panels and Outside body engineers and styl- 
rear deck lids. ists, aware of the problems in- 
“The Fisher Body approach this| volved, say that the GM stylists 
year can correctly be called a ‘one-| have done an outstanding job of 
body-shell concept with extensions.’| developing maximum different ap- 
There is a ‘B’ body and an extended | pearances, while sticking with the 
‘B-plus’ body.” common body. How the GM stylists 
This means that a basic body| accomplished this will be explained 
shell is used for all the GM cars| below. 
(with important variances between | The exact amount of inter- 
changeability in the ’59 bodies is 
bles, sedans, etc.). However, the! difficult to determine even after 
Cadillac, Oldsmobile 98, Buick Elec-| studying the multitude of stamp- 
tra and Buick Electra 225 use the| ings and vast array of models 
basic shell, except that it is elon-| produced by General Motors. 
gated 3.3 inches. Excluded from the To simplify the question some- 
program completely are the Cor-| what, this discussion will be limited 


GM's Hardtops in Contrast 


eS : 








ed 








































Chevrolet Impala 








to the approximately 45 major 
stampings that go into the produc- 
tion of a full line of body styles, 
rather than the 160 to 190 major 
and minor stampings required for 
a full line. 

These body engineers conserva- 
tively estimate that General Motors 
has about 35 percent more inter- 
changeability this year than last 
year. This probably resulted in 
tooling costs of about 35 percent 
less than the corporation would 
have had to pay otherwise for five 
new body designs, with the oppor- 
tunity for considerably more sav- 
ings in future years. 

= * * 
AT is considerably more inter- 
changeability than existed 
among the GM cars prior to this 
year, when the interchangeability 
was largely limited to cars using 
the same body shell, Under this 
setup, Chevrolet and Pontiac shared 
jthe “A” body, Oldsmobile and the 
|} small Buicks shared the “B” body 
and Cadillac and the large Buicks 
| shared the “C” body. 
At least 12 important stampings 
| are identical on all five cars. These 
(Continued on Page 19, Col. 1) 


Auto Makers Quit 
Swapping Patents 


Cross-License System 
Outlives Its Usefulness 


pazmrr cross-licensing, a key- 
stone of the auto industry since 
| 1912, has outlived its usefulness and 
was terminated quietly at the be- 
ginning of 1957. 

Cross-licensing was a system 
whereby the auto companies au- 
thorized their competitors to use 
without charge any of their pat- 
ented inventions. 

These agreements, which re- 
sulted in the exchange of 1,700 
patents by 1930 alone, are given 
| much credit for the rapid strides 
| the industry took in its early 
stages. 

Many observers feel that these 
| royalty-free agreements were the 
|only thing that kept scores of mar- 
ginal auto companies alive in the 
early years of the industry. Cross- 
licensing gave all participating 
companies the benefit of the ag- 
gressive management and research 
of a few companies. 

As many as 130 companies par- 
ticipated” in the agreements in the 
early days. The most notable non- 
participants were Packard and 
Hudson, which felt that they could 
do better by themselves. 

Cross-licensing in the auto in- 
dustry began shortly after Henry 
Ford attacked and defeated the 
famous Selden Patent in 1911. 
Granted to George B. Selden in 
1895, it was regarded for many 
years as a master patent, covering 
(Continued on Page 18, Col, 2) 
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AUTOMOTIVE NEWS, DECEMBER 29, 1958 


Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


weor 
aror 


57 5S 
Feb. 
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"57 °58 
March 


"57 °58 
May 


5) «+68 
Apr. 


"67 
dune 





"57 
Aug. 


"68 "68 "67 °58 


"57 °5R 





Prices of '58s added and '50s dropped in December, 1957. Prices of '59s added and "5is dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


ALBANY 


Tim <Anspach Dealer's Auto Auction. 
Sale every Monday. Prices are for sale of 
Dec, 15. We finished up our auction year 
of 1958 here today with prices still lower 
than last week. It was rough going all 
through the sale. However, we sold almost 


72 percent. Sold 100 cars from 139 con- 

ts. 

BUICK—’57 Century Riviera 2-dr., $1,710* 
(ps); Super conv., $1,650° (ps); Spe- 
cial 2-dr., $1,450°. 

*56 Special 4-dr., $1,150* (ps); RM 4-dr., 
$1,000° (ps). 

OADILLAC—'58 (62) sedan de Ville, $4,- 
O75* (ps). 

"ST (60) Special 4-dr., $3,200° (ps). 

"56 (62) conv., $2,225* (ps); coupe de 
Ville, $2,070° (ps); sedan de Ville, 
$1,960° (ps). 

"55 (62) sedan de Ville, $1,385° (ps). 

"53 (60) Special 4-dr., $700° (ps). 


"562 (60) Special 4-dr., $380°; (62) coupe 
de Ville, $380° (ps); sedan de Ville, 
$370* (ps). 

"58 Biscayne (8) 2-dr., $1,- 
710°; Delray (6) 2-dr., $1,510. 

"57 Bel Air (8) Hardtop 2-dr., $1,580; 
Hardtop 4-dr., $1,575*; conv., $1,570*; 
4-dr., $1,500° (ps), $1,475*; Two-ten 
(6) station wagon, $1,430*; 4-dr., $1,- 
050; Two-ten (8) station wagon, $1,- 


| 


425°. 

’56 Bel Air (8) 2-dr., $1,200°; 4-dr., $1,- 
125*; Hardtop 2-dr., $1,070*; Two-ten 
(6) 2-dr., $1,060*; station wagon, $1,- 
050°; 4- dr. $980°*. 

55 Bei Air (6) conv., $825*; 2-dr., $700; | 
Two-ten (6) 4-dr., $630. 

"54 Bel Air 4-dr., $625°; 2-dr., $550°; 
Two-ten 4-dr., $450, $380*. 

"63 Bel Air 4-dr., $310°; 2-dr., $200°. 


CHRYSLER—'55 NY Deluxe 4-dr., $100°*. 


CONTINENTAL—’58 Mark III conv., §3,- 
500° (ps). 

DeSOTO—'55 Firedome 4-dr., 
DODGE—’57 Coronet (8) 2-dr., 
‘55 Royal (8) 4-dr., $800°. 
FORD—’58 Fairlane (8) 500 conv., $1,850*; 
4-dr., $1,720° (ps), $1,700* (ps), 

‘ST Fairlane (8) 500 Skyliner, $1,860° 
(ps); Retractable, $1,750* (ps); Fair- 
lane (8) 4-dr., $1,250*; Victoria 2- 
dr., $1,160*; 2-dr.. $1,400°; Custom 
(8) 300 4-dr., $1,075. 

"56 Thunderbird, $1,950*° (ps); Fairlane 
(8) Victoria 2-dr., $1,070*; Custom (8) 
station wagon, $1,060; Custom (6) 4- 
dr., $840. 

$630° ; 


$670° (ps). 
$1,420°. 


"55 Ranch wagon (8), Custom 
(6) 2-dr., $580. 

"54 Custom (8) country sedan, $610*; 
4-dr.. $440°; Crest (8) Victoria 2-dr., 
$550°; 4-dr., $500°; Main (8) 4-dr., 
$425. 

"51 Crest (8) country squire, $120. 

MERCURY —'58 Monterey 4-dr., $1,775* 
$1,- 


$1,525° (ps), 


"55 Monterey station wagon, $900°. 


(ps). 
"57 Montclair 4-dr., 
500°. 


"54 Monterey — $420°. 
OLDSMOBILE — (88) 4-dr., $2,175* 
(ps). 





"57 (88) Holiday 4-dr., $1,900°; 2-dr., 
$1,790*; 4-dr., $1,600* (ps); (98) 4- 
dr., $1,765* (ps). 

"56 (88) Super Holiday 2-dr., $1,350* 
(ps), $1,050°; (88) Holiday 2-dr., $1,- 
080*. | 

"55 (88) 4-dr.. $865* 

"53 (98) Holiday 4-dr. 
4-dr,., $200. 

PACKARD—'56 Clipper 4-dr., $660°*. 


PLYMOUTH—'57 Savoy (8) 4-dr., $1,110*; 
2-dr., $885. 
"56 Plaza (6) 4-dr., $690. 
PONTIAC "56 Chieftain 2-dr., $950°; 4- 
dr. 
"55 Gusomtatn station wagon, $890*; Star 
Chief 4-dr,, $800* (ps). 
54 Chieftain (6) 4-dr., $350°. 
RAMBLER—’57 Super (8) 4-dr., $1,210*. 


"54 Super (6) Country club, $520. 
STUDEBAKER—'53 Champion (6) 
$130°. 
MISCELLANEOUS—’'53 Chevrolet Subur- 
ban endgate, $180. 

"48 Cadillac hearse, $100. 
"46 Dodge 1%-ton wrecker, 


2-dr., 


$350. 
PORTLAND, ORE. 


Portiand Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Dec. 16. 
BUICK—'5S Special 4-dr., $2,095°. 

"S7 Super Riviera 4-dr., $1,765° (ps); 

Special Riviera 4-dr., $1,530°*. 

"56 RM Riviera 4-dr., $1,385* (ps). 

"54 Special Riviera 2-dr., $660*. 

‘S53 Super 4-dr.. $395° (ps). 
CADILLAC—'51 (62) 4-dr., $575*. 
CHEVROLET—'59 Nomad (8), ee | 

(ps); Impala (8) Hardtop 2-dr., 
025° (ps); Hardtop 4-dr., $3,020°" cash. 

"58 Brookwood (8), $2,175*; Yeoman (8), | 


| 
(ps). 
, $410° (ps); (88) 


(Copyright, 1958, by Automotive News) 





$2,150* (ps); Bel Air (8) 4-dr., $1,- 
975° (ps); Biscayne (8) 4-dr., $1,920° 
(ps); Delray (8) 2-dr., $1,795*. 

‘S57 Bel Air (8) Hardtop 2-dr., $1,790*° 
(ps), $1,750°, $1,400; 4-dr., $1,665*; 
Two-ten (8) station wagon, $1,775*; 
4-dr., $1,500°, $1,485*. 

"56 Bel Air (8) Hardtop 2-dr., $1,475*; 
Hardtop 4-dr., $1,415* (ps); 4-dr., $1,- 
370*; Two-ten (8) station wagon, $1,- 
360°: Hardtop 4-dr., $1,290*°; 4-dr., 
$1,275*; 2-dr., $1,200°. 

'55 Bel Air (8) station wagon, $1,290*°; 
Two-ten (8) station wagon, $1,200*; 
4-dr., $900°; 2-dr., $795°; Two-ten (6) 
— wagon, $900; One-fifty (6) 4- 

$700. 

ss ‘One- fifty 4-dr., $535. 

"53 Two-ten club coupe, $495°. 

"52 Bel Air Hardtop 2-dr., $385°*. 

"48 4-dr., $140. 

DeSOTO—'53 Firedome 4-dr., $255° (ps). 
DODGE—’'58 Sierra (8), $2,550*° (ps), $2,- 
530° (ps). 

"ST Royal (8) 4-dr., $450° (ps). 

"53 Coronet (6) station wagon, $470; 


Meadowbrook (6) 4-dr., $240. 
‘SS Ranger 4-dr. Hardtop, $1,910*. 
FORD—'5S Fairlane (8) 500 Victoria 2- 
dr.. $1,975*; Fairlane (8) Victoria 4- 
dr., $1,880° (ps); Custom (8) 
dr., $1,590 

"S57 Country squire (8), $1.800*. $1,790° 
(ps); Fairlane (8) 500 Victoria 2-dr., 
$1,.745°* (ps); Del Rio (8), 
ranch wagon (8), $1,535*: 
300 4-dr., $1,340°*, 
dr., $1,285*. 

"56 Country squire (8) $1,430°, $1,345*, 
$1,335°; Fairlane (8) Victoria 2-dr., 
$1,285*; 4-dr., $1,095° (ps); 2-dr., 
010*; Main (8) 2-dr., $895°. 

‘55 Custom (8) ranch wagon, $980°; 4- 


300 4-/ 


$1,695° ; | 
Custom (8) | 
$1,245, $1,205°; 2-| 


— 


dr., $775, $750; Main (6) 4-dr., $700; 


Custom (6) 4-dr., $700 
"54 Custom (8) station wagon, $740*, 
$680*; 4-dr., $555*; Crest (8) Vie. 
toria 2-dr., $620*; Custom (6) 2-dr., 
$380. 
’53 Custom (8) 4-dr., $340*, $310; 2-dr., 
'51 Victoria 2-dr., $240. 
’50 Custom (8) 4-dr., $230. 
HUDSON—’55 Hornet (6) 4-dr., $575". 
’54 Hornet (6) 4-dr., $470*. 
’53 Hornet (6) 4-dr., $270*. 
LINCOLN—’58 Carpi 4-dr., $3,375* (ps). 
‘57 Premiere Hardtop 4-dr., $2,440* (ps), 


MERCURY—’57 Monterey Hardtop 4-cr., 
$1,650* (ps). 
’56 Monterey 4-dr., $920*. 
55 Monterey Hardtop 2-dr., 
‘53 Monterey Hardtop 2-dr., $480*. 
NASH—’55 Ambassador (8) 4-dr., $800. 
"54 Ambassador (6) 4-dr., $450*. 
"52 Statesman (6) 4-dr., $385*, $215*. 


$1,095°*. 


OLDSMOBILE — '58 (88) Holiday 2-dr., 

$2,430* (ps). 

’57 (88) Super Fiesta, $2,330* (ps); Holl- 
day 2-dr., $2,160* (ps). 

56 (88) Holiday 2-dr., $1,340*; 2-dr., 
$1,200°. 

"55 (88) Super 4-dr., $1,105* (ps). 

’54 (88) Super Holiday 2-dr., $990* (ps). 

53 (88) Super 2-dr., $690*; (88) 4-dr., 
$250. 

"52 (88) Super Holiday 2-dr,, $570* (ps). 


PACKARD—’' 55 Clipper Hardtop 2-dr., $1,- 
020° (ps). 
PLYMOUTH—’56 Savoy (8) Hardtop 2-dr., 
$1,000*; Plaza (8) 2-dr., $720*. 
"54 Savoy (6) 4-dr., $450*, $425. 
’653 Cranbrook 4-dr., $300*; Cambridge 
4-dr., $175°*. 
PONTIAC—'57 Chieftain Catalina 2-dr., 
$1,705°. 


"49 club coupe, $210. 
RAMBLER—’'57 Super 
$1,315*. 
"55 Custom (6) sedan, $630°. 
‘52 Custom (6) Hardtop, $185*. 
MISCELLANEOUS—'57 Studebaker 
pickup, $1,045. 
"56 Chevrolet %-ton pickup, $950. 
"53 Ford %-ton pickup, $495. 
"52 GMC Carryall, $370. 
'"50 Chevrolet “%-ton pickup, $370; Ford 
%-ton pickup, $320. 
"48 Ford %-ton pickup, $300. 


BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec, 16, Short 
on buyers due to hazardous road conditions 
in southern tier. Prices spiralled due to 


(8) 


%-ton 


shortage of good solid buyers, Off $50 to 

$100 in some cases. 

BUICK—'57 Super 2-dr., $1,730* (ps). 
"54 Special 4-dr., $500. 

CADILLAC 57 (62) coupe de Ville, $2,- 


810° (ps). 
"63 (62) sedan de Ville, $375° (ps). 


CHEVROLET—'5S Bel Air (8) 4-dr., §$1,- 
765* (ps). 
"55 Bel Air (8) 2-dr., $800; Two-ten (8) 
2-dr., $700 
"54 Bel Air 2-dr., $395. 
"53 Bel Air 2-dr., $260°; 4-dr., $170*; 


Two-ten Hardtop, $165. 


CHRYSLER—'55 Windsor conv., §725* 
(ps). 

FORD—'58 Fairlane (8) 500 4-dr., $1,750*. 
"S7 Fairlane (8) 500 conv., $1,475* (ps). 
"56 Country sedan (8), $1,075*; Fairlane 

(8) Victoria 2-dr.. $935°, $1,000*; 
conv., $935°; 4-dr., $895°. 
"55 Country sedan (8), $795°; ranch 


(Continued on Page 165, Col, 1) 





COLORADO 


Denver Auto Auction 


4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
by Empire Auction Insurance 

















CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Sale every Wednesday - 11:00 A.M 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


- Crossroads 


- where they meet . . . buyers 
and sellers . . . new and used car 


dealers. They meet at the dealer auc- 
fions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 





FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just Y mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 





NEW JERSEY 


CROSSROADS OF THE EAST 


N:A:D-E 


WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 








NEW YORK CITY'S 


Shyline Aulo Auctions 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, WN. Y. 

Monday — |! O'Clock 

80 car sale average 

All Titles and Checks Guaranteed 


Ev 





Thruway Auto Auction, Inc. 
Route 188 Buffalo, New York 
EVERY TUESDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HOtart 4700 Al Clements, Owner 


vine Dealers — Land at Buffalo Air-Park, 
jles south of Buffalo Municipal Airport. 
Nerd surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory” gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 


Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M, 


% Dual Lane Selling 
% Auction Checks 
%* Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





WASHINGTON 


Hl 


SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 


For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 











Cross country, * 
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Used-Car Auction Prices 





(Continued from Page 14) 


wagon (8), $760; Custom (8) 2-dr., 
$645*. 
HUDSON—’54 Hornet (6) 4-dr., $335* 





(ps). 
MERCURY—’'55 Monterey Hardtop, $680°. 
*54 Custom Hardtop, $505*. 





PACKARD—’55 Clipper 4-dr., $460° (ps). 
53 Clipper 4-dr., $290* (ps). 
PLYMOUTH—’'57 Belvedere (6) Hardtop, 
$1,090*. 
'53 Cranbrook 4-dr., $325. 
PONTIAC—’54 Chieftain (6) 2-dr., $210°* 
(ps). 
STU DEBAKER—’53 Champion (6) Hardtop 
2-dr., $100°. 
MISCELLANEOUS — '53 Chevrolet panel, 
$275. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Dec, 19. 
We had another good sale today with lots 
of good prices for all cars sold, Weather | 
was real nice. | 

$2,-| 





BUICK—’59 Le Sabre Riviera 2-dr., 
900°. 

"S57 Special 4-dr., $1,790*. 

"56 Super Riviera 4-dr., $1,005°*. } 

CADILLAC—’57 (62) coupe de Ville, $3,-| 
050*; sedan de Ville, $2,700*. 
"56 (62) sedan de Ville, $2.100*. 
"51 (62) coupe de Ville, $385°*. 
CHEVROLET—’58 Biscayne (8) 4-dr., $1,- 
610°. 

’S7 Bel Air (8) 4-dr., $1,460°; Hardtop 
2-dr., $1,575*; One.fifty (6) 2-dr., | 
$990. 

’56 Bel Air (8) Hardtop 2-dr., $960°*. 

"65 Bel Air (6) 4-dr., $850°; 2-dr., 
$840°; Two-ten (6) 4-dr., $600. | 

’54 Bel Air Hardtop 2-dr., $610; 4-dr.,| 
$605*; One-fifty 2-dr., $260. 

"53 One-fifty 2-dr.. $350; Two-ten 2-| 
dr., $265. 

CHRYSLER—'57 Windsor Hardtop 2-dr., 
$1,510*. 


"55 Windsor 4-dr., $500°. 
DeSOTO—'56 Firedome coupe, $1,060*. 


DODGE—'54 Meadowbrook (6) 4-dr., $350. 
FORD—'59 Fairlane (8) 500 4-dr., $2,- 
375°. 

"58 Fairlane (8) 500 Victoria 4.dr. $1,- 
975*; Custom (6) 300 4-dr., $1,350; 
2-dr., $1,275. 

"57 Fairlane (8) 500 Skyliner, $1,760*| 
(ps); 4-dr., $1,400° (ps); 2-dr.. $1,-/ 
225° (ps); ranch wagon (6), $1,090. 

"56 Fairlane (6) 4-dr., $800°; conv., 
$570° (ps). 

"55 Country sedan (8), $950; Fairlane} 
(8) Victoria 2-dr.. $925° (ps); Vic-| 
toria 2-dr., $740°; 2-dr., $675*; coun- | 
try sedan (6) 4-dr., $650. 

"54 Custom (8) 4-dr., $550; 2-dr., $400. 

"63 Main (8) ranch wagon, $416; Crest | 
(8) conv, $315. j 

MERCURY —'55 Monterey 4-dr., $685*, | 
$675. 

OLDSMOBILE—'56 (88) 4-dr., $1,175*. 

PLYMOUTH —'56 Belvedere (6) 2-dr., 
$735, 

"SS Plaza (8) 4-dr., $800*. 

"52 Cambridge (6) 4-dr.. $110. 

PONTIAC—'5S7 Chieftain Safari, $1,550*; 
Star Chief Catalina 2-dr., $1,350*. 


"56 Star Chief conv., $1,000°. | 
"54 Chieftain (8) 4-dr., $550*. 
"S53 Chieftain (6) 4-dr., $175*. | 
MISCELLANEOUS—'58 Chevrolet pickup, | 
$1,100. | 
"S7 Chevrolet pickup, $850. 
"56 International pickup, $545. | 
"49 Ford pickup, $110. 


LOS ANGELES 


Los Angeles Dealer Auto Auction. Sale 
every Tuesday. Prices are for sale of 
Dec. 16. | 
BUICK—'57 Century Estate Wagon, $2,- 

110°; Riviera 4-dr., $1,685* (ps); RM/| 
conv., $1.980° (ps); Super Riviera 
2-dr.. $1,785° (ps); Special Riviera 
4-dr. $1,700° (ps); Riviera 2-cr.| 
$1,665". 

"56 Century Estate Wagon, $1,575° (ps), ; 





$1.250*:; conv., $1,000°: Super Riviera | 
2-dr., $900°. | 

"55 Century Riviera 2-dr., $1,010*; Spe- | 
cial Riviera 2-dr., $840° (ps); 2-dr.,/ 
$720°. 

"54 Century Riviera 2-dr., $900*°, $700°; 
Special Riviera 2-dr.. $585*. | 

"53 RM Riviera 2-dr.. $465° (ps); Super | 
4.dr., $415*, $240* (ps); Special 2-dr., 
$285 


Used Imported 


Cars 


Albany 
Volkswagen —'58 Deluxe station wagon, 
$1,500. 
Buffalo 
Fiat—'57 station wagon, $725. 
Chicago 


Vauxhall—'58 4-dr., $1,365. 
Volkswagen—'55 2-dr., $775. 
Volve—'58 2-dr., $1,580. 


Los Angeles 


DKW —'57 Hardtop 2-dr., $900. 
Fiat—'58 600 2-dr., $1,090. 
Licyd— 56 panel, $185. 
Metropolitan—'57 coupe, $700. 
MG—’58 roadster, $1,790. 

"56 roadster, $1,500. 

"53 roadster, $825. 
Morris—'52 4-dr., $170. 
Triumph—'58 roadster, $1,885. 
Volkswagen—'57 conv., $2,045. 

"55 2-dr., $1,090. 


‘54 sunroof 2-dr., $900; 2-dr., $780. 
Volvo—'57 2-dr., $1,380. 
Portland, Ore. 
dJaguar—'58 4-dr., $3,050. 
Opel—'54 4-dr., $495. 
Triumph—’'57 conv., $1,800. 
Volkswagen— 57 2-dr., $1,215. 
Valdosta, Ga. 
Hillman—’58 4-dr., $1,100. 
*Morris—'58 4-dr., $1,000; 2-dr.. $1,000. 
Simea—'58 Hardtop 2-dr., $1,150. 
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’55 Bel Air (8) Hardtop 2-dr., $1,100*; 
Bel Air (6) 4-dr., $§885*; Two-ten 
(8) 4-dr., $885; Delray, $865. 

’564 Two-ten (6) 2-dr.. $360 





Model Breakdown 


























‘53 Bel Air 2-dr., $545*; 4-dr, s435*,| Of Auction Averages 
$420; Two-ten 2-dr., $395, $370; One- 
fifty 2-dr., $350; 4-dr., $285; Handy- Dec., 1958 Nov., Oct., 
man, $315. . Model To Date 1958 1958 

"52 Bel Air sedan, $380°; Styleline De-| 1980... $8900 veers ovrrrs 
luxe 4-dr,, $260, $155. 

‘51 Styleline Deluxe 4-dr., $180*, $130°,| 1958.............. 2,129 $2,239 § $2,416 

’52 Super 4-dr,, $150*. ’50 Bel Air sedan, $215*; Styleline 4-| 19657.............. 1,497 1,570 1,566 

'51 RM 4-dr., $165*; Deluxe 2-dr., $150. dr., $175; club coupe, $140°. 1,114 1,122 

CADILLAC—’58 (62) sedan de Ville, $4,- | CHRYSLER—'57 Windsor station wagon, 837 851 
700* (ps), $4,300* (ps); coupe de $2,450° (ps); Hardtop 4-dr., $2,000* 
Ville, $4,440* (ps), $4,275* (ps). (ps). 536 553 

’57 (62) sedan de Ville, $3,750* (ps), 56 Windsor station wagon, $1,900* 331 354 
$3,470* (ps). (ps); Newport, $1,405* (ps); Nassau, 291 242 

’56 (62) coupe de Ville, $2,690* (ps), $1,300* (ps). 
$2,590* (ps); sedan de Ville, $2,445° ’53 Windsor 4-dr., $295°*. 184 180 
(ps), $2,225* (ps), $2,170° (ps). DeSOTO—’'53 Firedome (8) 2-dr., $250°*. Overall 

"55 (62) coupe de Ville, $2,100*° (ps); "50 Deluxe (6) club coupe, $100. A 1,197 $ 879 $ 911 
(60) Special 4-dr., $1,870* (ps). DODGE—’57 Coronet (8) ‘Lancer 2-dr., verage $1, 

54 (62) coupe de Ville, $1,875* (ps), $1,400*. 
$1,680* (ps); sedan de Ville, $1,485* "56 Custom Royal (8) 2-dr., $1,150* ‘55 Thunderbird, $1,880*; country sedan 
(ps); (60) Special 4-dr., $1,735* (ps). (ps). (8), $1,105*; country squire (8), 
$1,665* (ps). *55 Royal (8) Lancer 2-dr., $750*; Cor- $925*; Fairlane (8) conv., $810*, 

"53 (62) conv., $750* (ps). | onet (8) Hardtop 2-dr., §685*. $750*; Victoria 2-dr., $735*; Main (8) 

"52 (62) coupe de Ville, $535°; sedan '54 Royal (8) 4-dr., $475* (ps). business coupe, $720* (ps); 2-dr., 
de Ville $435* (ps); (60) Special | "53 Meadowbrook (6) 2-dr., $235°; 4- $500*; 4-dr., $450. 
4-dr., $475°*. dr., $175. 54 Country squire (8), $800° (ps), 

’50 (62) coupe de Ville, $405*; sedan} 49 Meadowbrook 4-dr,., $125. $690* (ps); Main (8) ranch wagon, 
de Ville, $215*; conv., $320*. EDSEL—’58 Pacer Bermuda, $2,175* (ps) ; | $555; Main (6) business coupe, $290; 

"49 (60) Special 4-dr., $295*. Corsair Hardtop 2-dr., $1,950* (ps). country sedan (8), $550, $480; Custom 

CHEVROLET—’58 Corvette, $3,050°, $2,-| FORD—'58 Thunderbird, $3,700* (ps), $3,- (8) 4-dr., $485*, $425. 
925; Impala (8) Hardtop 2-dr., §2,- 685° (ps), $3,625*° (ps), $3,500*° (ps); ’53 Crest (8) Victoria 2-dr., $485*. 
325*; 2-dr., $2,275° (ps), $2,250°; | Fairlane (8) 500 Victoria 2-dr., §$1,- *52 Main (8) ranch wagon, $325*; Cus- 
conv., 2 at $2,145* (ps); Bel Air (8) | 985* (ps), $1,750*° ps). tom (8) 2-dr., $255*; 4-dr., $235. 
Hardtop 4-dr., $2,150° (ps); Hardtop; ‘57 Fairlane (8) 500 Victoria 2-dr., $1,- "51 Crest (8) Victoria 2-dr., $230*, 
2-dr., $2,125* (ps); 2-dr., $1,895° | 865*; conv., $1,575* (ps), $1,500° $210*. 
(ps); Brookwood (8), $2,130*, $2,050°. | (ps), $1,460°; country sedan (8), §$1,- "50 Custom (6) 2-dr., $110; Main (8) 

’S7 Bel Aig (8) station wagon, $1,850° 810° (ps), $1,700*, $1,675*; Del Rio club coupe, $110*. 

(ps); Hardtop 2-dr., $1,825° (ps), (8), $1,675*; Custom (8) 300 4-dr., "49 Custom (8) station wagon, $155; 
$1,780*; conv., $1,685* (ps), $1,640* $1,375*; Custom (6) 300 2-dr., $1,085. 4-dr., $110°*. 

(ps), $1,580°; Two-ten (8) station '56 Country sedan (8), $1,325*, $1,320* | IMPERIAL—’57 Southampton 4-dr., §$2,- 
wagon, $1,750°; 4-dr., $1,475*. (ps); Fairlane (8) town sedan, §1,- 900* (ps). 

’56 Corvette, $2,075*; Bel Air (8) Hard- 140° (ps), $1,0560* (ps); Victoria 2.| LINCOLN —’'56 Premiere coupe, $1,650* 
top 4-dr., $1,405*, $1,300; Hardtop dr., $1,075*; Custom (8) 2-dr., $915*, (ps). | 
2-dr.. $1,285*; Two-ten (8) Delray, | $875*; 4-dr., $765; Custom (6) 2-dr.,| MERCURY—’57 Monterey conv., $1,595* 
$1,225°. $650. (ps); Phaeton 4-dr., $1,405*. 
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‘56 Montclair Phaeton 4-dr., $1,480* 


(ps); Monterey station wagon, $1,- 
235*; coupe, $1,095*, $1,000*, 
‘54 Custom 2-dr., $485*. 


‘53 Monterey station wagon, $535*, 
$325*; 4-dr., $235*. 

’52 Monterey Hardtop 2-dr., $235*; 2-dr., 
$215; Custom 4-dr., $135*; 2-dr., $120*. 

'51 4-dr., $125*. 


NASH—’53 Ambassador 4-dr., $250*, 
'51 Statesman 2-dr., $165*. 
OLDSMOBILE—’58 (88) Fiesta, $2,710* 


(ps); Holiday 2-dr,, $2,275* (ps). 


‘57 (98) Holiday 2-dr., 2 at §2,050* 
(ps); (88) Super 4-dr., $1,885* (ps); 
(88) Holiday 4-dr., $1,850* (ps). 

"56 (98) Holiday 4-dr., $1,450° (ps); 


(88) Super Holiday 4-dr., $1,400* (ps); 
(88) Holiday 4-dr., $1,400* (ps); 2- 
dr., $1,175* (ps), $900*; 4-dr., $1,- 
125* (ps). 

‘55 (88) Super Holiday 4-dr., $1,240* 
(ps); (98) Holiday 2-dr., $1,220* (ps); 
4-dr., $1,140* (ps). 


"54 (88) Super Holiday 2-dr., $870*; 4- 
dr., $820* (ps); (88) 4-dr., $735° 
(ps). 


’53 (98) Holiday 2-dr., $460*. 
PLYMOUTH—’58 Sport suburban, $2,285* 
(ps). 

"57 Belvedere (8) Hardtop 4-dr., $1,735* 
(ps); Plaza (8) 4-dr., $1,000; Savoy 
(6) 4-dr., $860*. 

’56 Belvedere (8) Hardtop 2-dr., $1,095*; 
suburban (8), $1,000. 

"54 Savoy 4-dr., $410; Belvedere 4-dr., 
$380*; Plaza club sedan, $355. 

"50 Special Deluxe 4-dr., $165. 

PONTIAC—’57 Super Chief Safari, 
850* (ps); Catalina 2-dr. $1,695*; 
Chieftain Catalina 2-dr., $1,600*. 

‘56 Star Chief Catalina 2-dr., $1,085*, 
$1,080*, $995* (ps); Chieftain Catalina 
2-dr., $1,050*. 

"55 Star Chief Catalina 2-dr., $1,185* 
(ps); Chieftain Catalina 2-dr., $735*; 


$1,- 


4-dr., $735*. 
"54 Star Chief Catalina 2-dr., $560* 
(ps); 4-dr., $485*; Chieftain Catalina 


(Continued on Page 23, Col. 1) 
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U. S. Industrialist Finds .. . 


Revolution Sweeping 
European Auto Firms 


(Continued from Page 13) 


parts and aluminum plants. 

Reynolds visited 80 to 90 plants in 
France, Italy, 
Germany, Aus- 
tria, Switzerland, 
Holland and Eng- 
land, talking to 
company pres- 
idents, factory 
managers, pro d- 
uct engineers, 
metallurgists and 
anyone else who 
might answer his 
questions. 

A. D. Reynolds His major 

question was, “Why do Euro- 

pean cars consist of 8 to 23 

aluminum, compared 

the 2 percent used on U. S. 

2” While seeking the numer- 

answers to this question, he 

a unique opportunity to study 
entire auto industry. 

Almost everywhere he went he 
encountered vast quantities of auto- 
mated equipment, particularly at 
the Fiat industrial complex in Italy 
and the Renault and Simca plants 
in France. 

> > * 
VW Lacks Automation 
‘OU hear a lot about the Volks- 
wagen facilities,” he said, “But 
I saw little real automation in their 
operations. There was a lot of auto- 
matic transfer equipment between 
stations, but little automation 
within operations. 

“Renault in France has a body 
plant that has been described by 
American engineers as the most 
automated body plant in the world. 
Renault also has an engine plant 


in which the human hand does not | 
touch the block until it’s com-| 
| tically bet his fortune that the) 


Declaring that Simca is not far 
Renault in regard to auto- 
mation, Reynolds was particularly 
impressed with an automated 


e continued, “is 

tape and one man 

console room that must be 30 
. There’s not a single man 
whole paint line, from the 


egage 
pies 


car is completely painted—en- 
automatic. I understand that 


a 


operation 
. 8S. and British companies. 
> > 
UT Fiat is the most amazing of 


the raw body comes in until) 


was engineered by) 








emburg) which have agreed to 
gradually eliminate tariffs be- 
tween their countries by 1968. 

This will be accomplished by a 
10 percent tariff reduction each 
year, so that all the industries can 
gird themselves for competition 
just as the auto industry is. The 
first 10 percent goes into effect 
Jan. 1. 

+ * * 

HOWEVER, countries outside 

this market—including the U. S. 
and Britain—will have to pay duty 
on cars they sell in this market. 
The only way this can be avoided is 
for the outside companies to have 
subsidiaries operating within the 
Common Market. 

Reynolds said that this tariff 
elimination, plus the fact that 
the manufacturers are gearing 
for mass consumption, will give 
the efficient producers a “shot” 
at a much larger consumer mar- 
ket for the first time. 

“These auto makers and other'| 
manufacturers,” he said, “will soon| 
have a market that will have the! 


potential saturation of ours in the 
early ’20s. But, they'll also have the 
mass production facilities that 
we've taken 30 years to develop. 

* + i 


Great Prosperity Seen 

“JF THERE’S no war, they’re in 
for a period of prosperity 

greater than anything we've ever 

seen here. We've been: filling the 

demand in this country in a rather 

crude, expensive way. 

“Europe has all the know-how 
that we've acquired in 30 years. 
And they’re copying our methods 
right across the board.” 

Asserting that this situation 
also exists in appliances and 
many other fields, Reynolds said 
that right now it takes six 
months to get delivery on a re- 
frigerator in many European 
areas. 

Reynolds added, “I've noticed 
terrific changes in the auto situa- 
tion even since 1949 when I last 
visited Europe. 

“Then, at a company employing 
30,000 people, you might see 15 to 
20 cars and thousands of bicycles. 
Now, they have darn large parking 
lots filled with little cars. 

* = . 


ECLARING that the current 

phase of the European trans- 
port revolution is the trend to 
miniature cars, he said, “They've 
studied our methods and found they 
could make and sell minicars to 
the masses. 

“Consequently, many of the 


motorcycle and bicycle people 
have either gone out of business 
or switched to minicars. A good 
example is NSU, a German firm 
that was formerly the largest 
motorcyele manufacturer in Eu- 
rope, which is now making small 
cars. BMW is a similar example.” 


Turning to the original purpose 
of his trip, Reynolds said that many 
people scoffed at his plan to study 
the European thinking on the use 
of light metal, asking, “What can 
you see that the huge auto research 
staffs can’t see?” 


Reynolds contended that these 
engineers were too tied up with 
studying the function and perform- 


ance of cars. 
a * = 


Most Economical Way 


Hs primary conclusion was that 
“in the mass production auto 
market—Fiat, Renault and Volks- 
wagen—aluminum was most often 
used because it was the most econ- 
omical way to make the part. The 
other dividends of using aluminum 
—lighter weight, greater fuel econ- 
omy and more efficient fuel con- 
sumption—were secondary.” 

Another reason he found for 
the greater use of aluminum was 
that even the smallest auto 
makers have their own aluminum 
foundries because in most cases 
their iron foundries were des- 
troyed in the war and they were 
not handicapped by facilities “in 
being.” 

He said the greater use of alu- 





Makers Quit Swapping Patents 


(Continued from Page 13) | 


all the essential features of the 
gasoline engine. 
> > > 


Most U. S. auto manufacturers 


through the auto companies into 
the plants of competitive suppliers. 

Another factor in this restriction 
was that many of the most im- 
portant basic patents were being 


of AMA, a 12-man organization 
headed by William L. Scherer, an 
attorney with 20 years of patent 
experience. 

The Patent Department’s primary 


operated under the license and| granted to corporation-level engi-|function is to collect all possible 
neering groups and this was con-| information about all patents even 


paid royalties to the Selden inter- 
ests until a U. S. Court of Appeals 
ruling nullified the patent. Many 
people feel that this is one of the! 
most courageous and far-sighted | 
acts of Henry Ford, since he prac-| 


patent was illegal. 
Designed originally to prevent! 
wrangling and expensive litigation 
among the auto makers, the agree- 
ments were renewed at five-to-ten 
year intervals, with revisions being | 
made each time to cover changes | 
in the industry. The early manufac- | 
turers wanted to compete on the | 
basis of sales, rather than patents. 
A gradual paring down of the | 
effectiveness of the cross-licensing | 
agreements resulted. An early | 
and major restriction was that | 
the agreements would not include 
design features. Later, patents 


| concerning trucks and all special | 


vehicles (ambulances, taxis, etc.) 


all. They have a terrific quan-| were excluded. 


tity of automated equipment. I 
never realized before what a huge 


In the 1930s a restriction was| 
added that practically emasculated 


sidered a good way to retain con- 
trol of these patents. The industry 
was getting more competitive about 
patents. 


remotely related to the auto indus- 
try, including those on auto parts, 
accessories, manufacturing meth- 


| ods and even aircraft in some cases. 


AMA igs the largest purchaser of 


N RECENT years the cross- | patent copies in the country. 


licensing agreements had been 
functioning along on one cylinder, 
largely as a result of a restriction 
that cross-licenses apply only to 
patents granted up to 1940. 


< S 
AN INDICATION of the scope of 


this undertaking is revealed in 
the fact that 900 to 1,000 patents— 


| 16-18 percent of all patents granted 


In late 1956 the auto makers de-|—are granted each week for some 
cided to drop cross-licensing com-| automotive application. 


pletely, agreeing to talk across the 


This inventiveness by people out- 


|table unilaterally about the ex-|side the auto industry could be a 


change of any patents. Since then,| severe encumbrance to the auto 
there has been few patent problems | makers, and a major function of 
in the industry, except for an occa-| the Patent Department is to deter- 
sional allegation of automatic) mine which patents should not have 


transmission infringement. 


A major factor at this time was | 


that Congress had begun to take 


| been granted. 


By carefully studying a patent, 
the AMA people can determine 


a dim view of all industrywide | whether it is too broad in scope 


patent chan althou the | 
* ay eh | and “workable”—the primary re- | 


aviation industry now has cross- 
licensing agreements. 


and whether it is actually “new” 


| 


quisites of a patentable idea. 


minum in European cars was «ll 

the more surprising because the 

price spread-between aluminum and 

iron is much closer for American 

auto makers with captive (or hot- 

metal) plants than it is in Europe. 
* * * 


EYNOLDS said there were no 

hot-metal contracts (in which 
the reduction plants and foundries 
are side-by-side) in Europe becaus: 
the aluminum reduction plants are 
largely clustered on the Italian, 
French, German and Swiss slopes 
of the Alps where the cheap elec- 
tricity is produced by the Alpine 
rivers. 

On returning from Europe, 
Reynolds prepared an exhibit of 
the hundreds of auto parts which 
the Europeans make with alu- 
minum and is now showing it to 
U. 8S. aute makers and others, 

Concluding his observations, he 
said, “The European people in the 
aluminum and the automotive busi- 
nesses are extremely competent, I 
think two things are primarily for 
this transport revolution—the 
Marshall Plan and inflation.” 

—JosePpH M. CALLAHAN 


Engineering 
New Products 


Automated Leak Test Unit 
Developed by Cen-Tec 


An aviomated leak test machine has 
been developed by Cen-Tec Corp., 38903 
Schoolcraft Rd., Livonia, Mich. 

The machine is said to moke high pro- 
duction tests on automotive transmission 
pump components, rejecting any parts that 
show a leok equivalent of one drop of oil 
in @ 24-hour period when under pressure 
of 200 p.s.i. 


we 


7 oO 


so 


To help keep track of what is 
really new, the Patent Department | 
keeps a very extensive record of| 


automotive complex Fiat is. An in-)| +). Neverthel th t mpanies | 
agreements. This was a ruling evertheless the auto compan 

dication of their size and strength) that any inventions made by non-| Still cross-license each other in one| 

is the tremendous spare parts) car divisions were to be excluded. | area—any device or information re-| | ade i information to make| 

depots they have all over Italy, | ‘This restriction was added be-| lated to smog control. | trade aren - ere ay 

“I'm willing to predict that Fiat) -suse some of the larger auto mak-| The passing of cross-licensing | SUT€ that a paten sGea Das not! 


is going to be the big gainer in the | ers became alarmed about the vol-| has probably strengthened the role | been publicly reported. Generally, 


current transportation revolution.| ume of patents of their parts divi-|of the auto industry's “pate nt|® Patent is invalid if the idea was| Exide Announces Batteries 


Right now, their plant in Turin han °° oon publicly reported more than a year|Eor [Industrial Trucks 
turns out more cars (1,300 a ‘rin | sions that sey. being . neled | watchdog, the Patent Dep ent) before the patent was applied for. 


ee 
= 


than any single U. S. plant.” Fiat 
— 93 percent of all cars in 


One reason he felt that Fiat is 
in a better position than Volks- 
wagen or Renault is that the latter 
two are largely government-owned 
and, consequently, slightly handi- 
capped. 


* 7 7 
Common Market Plans 
the European auto mak- 
ers were asked about their 
tic investments in automation, 


uniformly replied that they 
‘had to prepare for the Common 
~ Market. 


Said one auto maker, “We've got 
nine years to get ready—to get rid 
' of our inefficient production meth- 

ods. Now, we have a highly pro- 
tective tariff. But we have to gird 
ourselves for competition based 
~ golely on manufacturing efficiency.” 

The Common Market or the 
European Economic Community 
it is formally called—con- 

of six countries ( 
Germany, Italy, Bel- 
The Netherlands and Lux- 


| 


ROAD 
No. 549,160. 


ENGINE. 
Patented Nov. 5, 1895. 


Fig. 4. 
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A Milestone of Cross-Licensing— 


A diagram from the famous Selden Patent which covered all essential features of | selves in Washington. As a gen- 
the gas engine. Henry Ford fought and defeated this patent, paving the way for| eral rule, the AMA library is not 
cross-licensing agreements which the industry continued until they were dropped early| Open to the public. 


last year. 


The principal weakness of the} 
U. S. patent system—the fact that 
3% to 4 years elapse between the 
application for a patent and its 
issuance is a major problem for 
the auto makers. Since a patent ap- | 
plication is top secret, the manu- 
facturers have no way of knowing 
whether a feature or a process 
which they may be willing to spend 
a million dollars on, has not already 
been submitted on a patent appli- 
cation. Senator O’Mahoney is now 
trying to reduce this lag. 

* - * 
JRCRDENTALLY, it costs $30 to 
apply for a patent and $30 on 
issuance of a patent. Additional 
fees are charged in some cases. 

As a result of its collection of 
the thousands of automotive pat- 
ents granted annually and its com- 
pilation of trade journal informa- 
tion and other types of historical 
data, AMA's library is the largest 
of its type in the world. Automotive- 
wise, it’s as complete as the U. S. 
Patent Office and contains much 
more specific information. 

Generally speaking, the AMA 
does not conduct patent searches, 
feeling that the individual com- 
panies can better do this for them- 


—JosepH M. CALLAHAN 


A line of Exide-lronciad storage bat- 
teries said to give substantial boosts in 
the power capabilities of any electric in- 
dustrial truck has been introduced by 
Exide Industrial Division, Electric Storage 
Battery Co., 42 S. Fifteenth St., Philadel- 
phia 2, Pa. 

The batteries are said to offer a sig- 
nificant increase in the amount and variety 
of workload that can be handled per shift 
by existing electric industrial trucks, and 
a reduction in the physical size of battery 
used on existing equipment. 


Equipto Angle Offered 
In Two Gauge Weights 


Equipto, Aurora, Ill., is offering hot dip 
galvanized Equipto Angle in 12 and 14 
gauge weights and 10 and 12-foot lengths. 

The product is punched with spaced 
holes and slots so that it may be cut to 
any length and bolted together to make 
such items as storage racks, tables, stands, 
derricks, carts and other items. Bolts and 
nuts are furnished. 
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"59s Analyzed for Interchangeability re 


How GM Uses Basic Body Shell 


(Continued from Page 13) 


are the two-door front door outer 
panel, the two-door front door inner 
panel, rear door inner panel, front 
hinge pillar, center pillar, package 
tray panel, upper back panel, cowl 
top lower panel, cowl top upper 
panel, cowl side panel, and the 
front and rear door hinge rein- 
forcements. 

Door panels are one of the prin- 
cipal areas of interchangeability. 
In addition to the single outer and 
inner panel on the two-doors and 
the rear inner door, the four-door 
models use two different front 
outer panels and two front inner 
panels (one each for the “B” and 
the “B-plus” body) and five rear 
outer panels (one for each car). 

Another important area of inter- 
changeability is in the “glass 
house” above the belt line. The 
frames for the windshield, the rear 
window, the side vent windows and 
the front and back side windows 
are largely interchangeable. 

It is in this area that some of 
the most important savings are 
made, partly because the wind- 
shields and rear windows with 
their compound curves on the ’59 
cars are more expensive than ever 
and partly because glass is more 
expensive than steel. 

7” aa = 


Share Six Roof Panels 


s™ roof panels are used for the 
principal models of all five cars. 
Three different roof panels (one 
each for the two-door hardtop, the 
two-door and the four-door sedan) 
are stamped out for the “B” body 


and three other roof panels—3.3, 


inches longer—are stamped out for 
the “B-plus” body. Inner and outer 
roof rails are also believed to be 
interchangeable. 

Outside engineers have wondered 
why GM did not strive for greater 
dissimilarity of the glass houses of 
the “B” and the “B-plus” bodies. 
The probable explanation is that 
this would have reduced the inter- 
changeability of the glass, the win- 
dow frames and related pieces. 

In the early stages of the 
Fisher Body program it was 
hoped that interchangeable floor 
pans could be used. But this 
proved impossible because of the 
great variety of frames, suspen- 
sions and transmission used in 
the five GM cars. 

GM floor pans now consist of 
three sections—front, center and 
rear. There are five different rear 
floor pans, three different center 
floor pans and four different front 
floor pans, including a Buick pan 
that was the same as another, ex- 
cept that it was shortened several 
inches. 

A reasonable supposition is that 
in the future GM will develop 
greater interchangeability among 
chassis components since the great- 
est drawback to interchangeability 
—the appearance of sameness — 
would be no handicap with com- 
ponents that are largely hidden. 

However, a former GM engineer 
said this is unlikely because of the 
manner in which the division engi- 
neers fight for their individuality. 


* - * 


yas big advantage of the com- 
mon body shell is that the 
manufacturer of a multiple line of 
cars can save some of the millions 
it annually spends to create styling 
obsolescence. This can result in 
more change for less outlay by the 
company and possibly by the con- 
sumer. 

James H. Wernig, Fisher Body 
chief engineer and the principal 
developer of the one-body concept, 
feels that this program will eventu- 
ally be of great value to the con- 
sumer. 

Nevertheless, like any signifi- 
cant change, the common body 
shell has drawbacks. Among these 
are (a) the lower-priced cars get 
most of the merchandising value 
from the program; (b) the 
aera cars lose some of 

their appearance advantage and 
inside dimensional advantages; 

(c) the divisions may be forced 
into component and dimensional 
packages that are undesirable. 

(Chevrolet is aimed at young peo- 
Ple while Buick is designed for 
the middle-aged) and (d) the 
stylists are confined to a rela- 
tively neutral basic body shell. 


Montgomery Ferar, an industrial 
designer, said recently that one of 
the great problems of the common 
shell is that one car—Buick, in this 
case—must be the original proto- 
type. 

“Then,” he continued, “The other 
cars in the line have to force the 
front and rear ends into the same 
contours and yet obtain a different 
identity.” 


* * * 


All Wheelbases Differ 

A GREAT deal of the product 
distinction in the 59 GM cars 

arises from the fact that Fisher 

Body builds only the body shell— 





from the “0 point” or firewall line 
to the rear end. The front end, 
fenders and hood are the styling 
and manufacturing responsibilities 
of the divisions. This results in pro- 
ducing different wheelbases, overall 
lengths and overhangs, as well as 
appearances. 


Every GM car has a different 
wheelbase, And, except for Chevro- 
let, every GM car is available in 
two wheelbases. Ford Motor Co. 
and Chrysler Corp. can claim no 
greater variety for their cars than 
this. 

An interesting point is that the 
Buick and Oldsmobile series that 


Turnings . . . . . By Joe Callahan 





(Continued from Page 13) 


on the posterier of the average 
seated person, Rockwell-Standard 
can build the most comfortable 
production seat ever made, with 
the spring elements carefully con- 
forming to the pressures. 

An outside organization is now 
making a survey to determine if 
there is sufficient demand to put 
the Sequi-Switch in volume pro- 
duction. 

The Sequi-Switch, completed five 
months ago, has thus far only con- 
firmed a number of facts about 
the human posterior that have been 
known for some time. 

> * > 


Heavy Rider’s Weight 
Is Better Distributed 


RINCIPALLY, the machine has 

verified that the point of great- 
est pressure on a seated person is 
on his two “ischial tuberosities”— 
two bony prominences beneath the 
skin and the layers of fat. 


The machine has also confirmed 
the belief that the pressure on the 
ischials of a particular person is 
closely related to how fat he is. 
The heavier a man is, the better 
his weight distribution on a seat 
will be. In contrast, the ischials 
of the “chisel seat” go right into 
the cushion. 

A significant physiological fact 
assisting the researchers is that the 
ischial tuberosities, which are about 
4% inches wide or about the width 
of a man’s fist, vary only slightly 
with the size of the person. Another 
fact to be considered is that when 
a person is seated with his feat 
on the floor, 75 percent of the 
weight is borne by the posterior. 

An important study that has yet 
to be made is the determination of 
what type of seating causes the best 
blood circulation. 

> 2 > 


ERIDER commented, “There 

have been two philosophies in 

the development of comfortable 

seating—one that the cushion 
7 - * 


Rockwell's 





Posterior Tester— 


should be built so that the ischials 
would hold the weight and the 
other is that they would avoid the 
weight.” 

The Sequi-Switch consists of 
three units—a chair with 10 pres- 
sure cells mounted on the seat, 
an instrument that converts the 
pressure to precise amounts of 
electrical voltage and a calibra- 
tion device that throws the elec- 
trical “pips” on a screen. 

A Polaroid camera atop the cal- 
ibration device takes photographs 
on the radar-like screen so that 
within a minute or two a photo- 
graph can be produced showing the 
posterior weight distribution of a 
person. 

Although the present machine 
uses only 10 pressure cells, the 
Rockwell researchers soon expect 
to build another machine that will 
record the pressure of a posterior 
at 100 different points. Eventually, 
a unit will be developed to measure 
the pressure on a person’s back. 

> > a 


‘Posteriorgram’ Produced 
By Photographing Pulses 
7 pressure cells consist of two 

small plates rigged up opposite 
to each other. When they are 
pressed together, the decreased area 
between them is measured by the 
instrument which generates volt- 
age in proportion to this area. 

The center instrument projects 
this voltage in the form of pulses 
on a scanner and the camera pho- 
tographs the pulses, producing a 
“posterio ” 

Rockwell engineers say the Sequi- 
Switch is something of a marvel 
from the electronic standpoint, in 
that it has a high switching rate 
and a high signal-to-noise ratio. 

The first feature refers to the 
speed in which a posteriorgram 
can be produced. The other feature 
concerns the small amount of static 
in proportion to the pressure pulse 
that is recorded on the screen. 





Researchers of Rockwell-Standard Corp. have developed this apparatus, called 


Touching on the latter point, | Sequi-Switch, for measuring posterior pressure distribution. 





other cars using the “B-plus” 
shell. 

The '59 wheelbases are as fol- 
lows: Chevrolet, 119 inches; Pon- 
tiac, 122 and 124 inches; Buick, 123 
and 126.3 inches; Oldsmobile, 123 
and 126.3 inches, and Cadillac, 130 
and 149 inches. 

Commenting on the width of the 
GM cars, one body engineer re- 
ported: “Chevrolet was making a 
great effort to reduce the width of 
its car by four inches, because of 
the pressure of cost and the need 
for greater product distinction be- 
tween Chevrolet and the higher- 
priced cars. But, they soon learned 
that it’s easy to take length out of 
a car in a program such as this, 
but very difficult to take out width.” 

* * * 
i WAS finally agreed that the 
maximum width of every pro- 
duction sedan and hardtop model 
would be 79 inches at the center 
pillar. With the addition of hard- 
ware and exterior trim, the widths 





Posteriorgram— 


A photo, or posteriorgram, showing the 
pressures exerted by an individual sitting 
on the pressure cells of the Sequi-Switch. 
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turned out to be 79.9 inches for 
Chevrolet, 80.7 for Buick, 80 for 
Pontiac, 80.8 for Oldsmobile and 
80.2 and 81.1 for Cadillac, This is 
an overall variation of 1.2 inches. 


Appearance differences in the 
various cars were achieved by at- 
taching strips of painted metal to 
the doors so as to produce a sculp- 
tured effect. This device, used by 
Oldsmobile this year, is not consid- 
ered too desirable because of cost 
and other reasons. 


Differences were also produced 
by using a variety of chrome 
trim, rear deck lids, quarter pan- 
els, bumpers and bumper guards. 

Of course, many interchangeable 
parts are reworked for different 
cars and models. “Reworking” may 
consist of changing the location of 
holes, making minor changes in 
shape with additional operations, 
attaching extra pieces and many 
other slight alterations. 

A conservative estimate is that 
this program will permit Fisher 
Body to eliminate about 200 of the 
approximately 625 different stamp- 
ings that were used for all the 
production models of the five ’58 


GM cars. 
. * * 


Big Three’s Stampings 


R the ’57 models (the latest 

for which comparative figures 
are available), General Motors used 
635 different stampings, Ford Motor 
437 different stampings and Chrys- 
ler Corp. 321 different stampings. 

Breaking this down according to 
individual production models, one 
of the body specialists said: 

“A total of 172 panels were used 
for all Chevrolet models; 58 panels 
were added for the Pontiac; 124 
were added for the small Buicks; 
68 were added for the Oldsmobile; 
97 for the large Buick, and 116 for 
the Cadillac. 

“A total of 109 panels were used 
for the '57 Ford Custom series; 99 

(Continued on Page 22, Col. 1) 


AUTOMOBILE DEALERS 





FINANCING PLAN 
TO DEALERS WITH 





MILITARY CUSTOMERS 


* *« *« We offer competitive rates and an especially 
attractive proposition if a large percentage of your 
customers are military personnel, or if you are near 
military installations. Service includes civilian 
retail, floorplan and demonstrator plan. 


*« Federal Services is the oldest and largest 
automobile financing firm specializing in 
financing for membersof the armed forces. 

*« Because we know the serviceman moves 
around a great deal, we finance and in- 
sure his car for use anywhere — around 
the world. No re-financing required. 


FEDERAL SERVICES 


FINANCE CORPORATION AND AFFILIATES 


MAIL THIS COUPON TODAY 


for complete details about our specialized 
financing plan. We will welcome your inquiry. 





Send to: Federal Services Finance Corporation 
839 17th Street, N. W., Washington 6, D.C. 


DEALERSHIP.........._____...___..- 


FRANCHISE HELD, IF ;ANY,._____._. 
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SELLS FOR YOU BECAUSE 
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The Service Magazine of 


ONE WORD explains the overwhelming preference for The 
Progressive Farmer in the rural South. That word is SERVICE. 
The Progressive Farmer has built its vast, loyal readership 
and advertising influence by giving Southern farm families 
what they want and need in a magazine. Here’s how: 


THE PROGRESSIVE FARMER is edited and published in FIVE 
REGIONAL EDITIONS for the five distinct agricultural divisions of 
the South. Editorial content of each edition includes articles of South- 
wide interest plus extensive coverage of local needs and problems. 
Readers get all the beauty, power and prestige of a big magazine along 
with the intimate, neighborly flavor of a state farm paper. 


RESULTS? The five editions of The Progressive Farmer are available 
to advertisers individually or in any combination. Your advertising 
gains powerful local impact in The Progressive Farmer. Readers are 
subtly pre-sold on the idea that your product fits their particular needs. 
Is it any wonder that The Progressive Farmer is the 4-to-1 choice of 
Southern retailers and wholesalers as the farm magazine with greatest 
advertising influence! 


Appeals to Every Member of the Family 


Farming is a family enterprise. The Progressive Farmer is a farm 
family magazine. Of course, its main job is to help the farmer make 


Over 5,500,000 readers in the 16 Southern States TH F 
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the Booming Rural South! 


more money. New product developments, better farming methods, 
market facts and trends, the over-all “big picture” for agriculture —it’s 
all there, interestingly presented every month. That’s why the Southern 
farmer looks forward to every issue —for what he gets out of it! 


The farm wife is also an avid reader of The Progressive Farmer. One- 
third of the magazine, a section titled “The Progressive Home,” is 
devoted exclusively to feminine interests. Over 2% million female 
readers turn to it every month for timely articles on home management, 
fashion, child care, recipes, beauty tips, specially prepared for Southern 
home-makers and their daughters. 


Southern farm youngsters get The Progressive Farmer reading 


habit early. A full-time “Progressive Youngfolks” editorial staff keeps 
them interested with special features, sports, do-it-projects, 4-H club 


news, and games. 


RESULTS? The Progressive Farmer is read and re-read by the 
whole family. Its pages are clipped and filed for future refer- 
ence when buying decisions are made. Your advertising gets 
multiple exposure within the big family circles of the fastest 
growing BIG regional market in the U. S. 


The Progressive Farmer's power to influence people is your 
power to make sales. 


PROGRESSIVE FARMERS 


DALLAS . NEW YORK . CHICAGO 
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SAN FRANCISCO 
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1,500 has been launched with little} August. The wiper is featured on 

D elco S teps Up fanfare in Rochester by GM’s Delco | 1959 GM cars, 
. . Appliance division. A 31-day strike at Delco halted 
Wiper P roduction Manufacture of a new electric! production in October, but the 





ROCHESTER, N. Y.—A new in-| windshield wiper was started at/| plants now are operating on three 
dustry employing between 1,200 and|two Delco plants in the middle of | shifts. 











New Commercial-Car Registrations, 
25 States for November, 1958-1957 


Truck istrations by states are 
released weekly, as compiled 
by R. L. Polk sepeunentetives in 
state capitals. 
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2-dr,, $490°*, 

’53 Chieftain (8) Catalina 2-dr., $435* 
(ps), $400*, $335, $300*, $235*; 4-dr., 
$270*, $255, $250*, $195*; conv., $285*. 

"52 Chieftain (8) station wagon, $285*; 
conv., $150*; Catalina 2-dr., $100°*. 

’51 Chieftain (8) 4-dr., $105°. 


RAMBLER—'57 Custom (8) Cross coun- 


try, $1,835°. 
*56 Custom (6) Cross country, $1,360°. 
STUDEBAKER — '56 Golden Hawk (8) 


Hardtop, $1,395* (ps). 
’55 Commander (8) Starliner, $930°. 
MISCELLANEOUS—’58 Ford %-ton pick- 
up, $1,215. 

’S7 Ford Ranchero, $1,330 

'56 Dodge ‘%-ton pickup, $710; Ford 
%-ton pickup, $850. 

’55 Chevrolet 1%-ton Flatbed, $835; 
Ford %-ton Stake, $750; %-ton pick- 
up, $600. 

'54 International %-ton pickup, $480. 


DETROIT 


Motor City Auto Auction. Sale every 
Monday and Thursday. Prices are for sales 
of Bec. 15 and Dec. 18. Sold 96 cars from 
244 consignments. 

BUICK—’57 Super 2-dr., $1,640°; Century 
2-dr., $1,600°, $875°; 4-dr., $1,625*; 
Special 4-dr., $1,575*; 2-dir., $1,575°, 
$1,500*. 

’55 Special 4-dr., $900°; Super 2-dr., 

* 


$800*. 

'54 Special 2-dr., $550*. 

CADILLAC—’55 (62) coupe de Ville, $1,- 
650*, $1,600° $1,550°*. 

CHEVROLET—'5S Impala (8) 2-dr., $1,- 
950*, $1,900; Delray (8) 2-dr., $1,550. 

'57 Two-ten (8) 4-dr., $1,600°; 2-dr., 
$1,410*, $1,100; Bel Air (8) 4-dr., $1,- 
525°, $1,500°. 

56 Bel Air (8) 4-dr., $1,100*; Two-+ten 
(8) Handyman, $1,000. 

’55 Bel Air (8) 2-dr., $845*, $825*; Bel 
Air (6) 2-dr., $650°, $545°; Two-ten 
(6) 2-dr., $570*; 4-dr.. $550. 

'54 Two-ten 2-dr., $500*, $385; One- 
fifty 2-dr., $290. 

CHRYSLER — '55 Windsor Deluxe 2-dr., 
$825°. 

DeSOTO—’'53 Firedome (8) 2-dr., $150°*. 

DODGE—’58 Coronet (8) 2-dr.. $1,950*. 

’S7 Sierra (8), 2 at $1, 600°; Coronet 
(8) 2-dr., $1, 600°, $1,465*; Coronet 
(6) 4-dr., $1,200. 

’55 Coronet (8) 2-dr., $675*; Royal (8) 
conv., $615°*. 

EDSEL—’5S8 Citation 4-dr., $2,000°; Cor- 
sair 2-dr., $1,800°*. 

FORD —'58 Thunderbird 2-dr., $3,350*; 
Fairlane (8) 500 2-dr., $1,950°, $1,- 
925°. 

‘ST Fairlane (8) 500 2-dir., $1,525*, $1,- 
500; 4-dr., $1,425*; Custom (8) 300 
2<ir., $1,390°; Custom (8) 2.dr., $1,- 
240° $1,040; Custom (6) 2-dr., $750. 

"56 Fairlane (8) 2-dr., $900*. 

"55 Country sedan (8), $860°, $750; 
ranch wagon (8), $860; Fairlane (6) 
Victoria 2-dr,, $795°. 

’54 Crest (6) 4-dr., $450°; Main (6) 
2-dr., $340. 

MERCURY—'57 Monterey 2-dr., $1,650*, 
61,400°; 4-dr., $1,510%; Medalist 2- 
dr. $1,490°. 

"4 ustom Hardtop 2-dr., $450, $305*. 

OLDSMOBILE—'58 (98) 2-dr., $2,700°. 

"57 (98) conv., $1,950°*. 

"S56 (88) 4-dr., $1,275*; Holiday 4-dr., 
$1,130°. 

"55 (88) 2-dr.. $1,000°; 4-dr., $950°. 

PACKARD—'55 ‘400 2-dr., $750°. 

"54 Clipper 2-dr., $360°. 

PLYMOUTH—'57 Savoy (8) 4.dr., $1,- 
050°. 

"56 Savoy (6) 2-dr., $690°; Belvedere 
(6) 2-dr., $650. 

‘SS Belvedere (6) 2-dr., $575°; Savoy 
(6) 2-dr., $390. 

"54 Belvedere (6) 2-dr., $350. 

PONTIAC — '55 Chieftain Catalina 2-dr., 


$850°. 
RAMBLER—'58 Custom (8) 4-dr., $1,- 
750°. 


NEW YORK CITY 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec. 16. Mar- 
ket off here this week as 71 percent of 
all entries changed hands, Good consign- 
ment ptus hot bidding made for fast action 
sale. Sold 98 cars out of 138 consignments. 
BUICK—'57 RM Hardtop, $1,600* (ps); 

Super Hardtop, $1,410* (ps). 

"56 RM 4-dr., $1,135° (ps); Special 
Hardtop, $950° (ps); 2-dr., $800; 
Super Hardtop, $950* (ps). 

"55 Special Hardtop, $900*°; Super Hard- 
top. $725* (ps). 

"54 Special 2-dr., $585* (ps). 

CADILLAC—'56 (62) conv., $2,150° (ps). 

"55 (62) Hardtop, $1,760* (ps). 

"54 (60) 4-dr., $1,290° (ps). 

"53 coupe de Ville, $725* (ps); (62) 4- 
dr., $705* (ps). 

CHEVROLET—’58 Biscayne (8) 4-dr., $1,- 
620; 2-dr., $1,450. 

'ST Two-ten (8) 4-dr., $1,260, $1,250*, 
$1,230, $1,175; 2-dr., $1,185, $1,080, 
$1,075, $1,030; Two-ten (6) station 
wagon, $580. 

"56 Bel Air (8) 2-dr., $980*; 4-dr., 
$975*, $875 (ps); Two.ten (8) 4-dr., 
$905; Two-ten (6) station wagon, 
$715; One-fifty (8) 4-dr., $800; One- 
fifty (6) utility sedan, $375. 

'55 Two-ten (8) 4-dr., $610; Nomad (6) 
station wagon, $595. 

’54 Two-ten station wagon, $710; Bel 
Air Hardtop, $600*. 

53 Bel Air 4-dr., $335. 

CHRYSLER —'55 Windsor 4- dr., $710*° 
(ps). 

"53 Windsor 4-dr., $235*. 

DeSOTO—'54 Powermaster 2-dr., $410*. 

’52 Firedome 4-dr., $165*. 

DODGE—’57 Sierra station wagon, $1,060; 
Meadowbrook 2-dr., $135. 

FORD — ‘57 Country Sedan (8) station 
wagon, $1,405* (ps); Fairlane (8) 
Hardtop, $1,225*; Custom (8) 4-dr., 
$1,165". 

"56 Fairlane (8) 4-dr., $940* (ps), 
$820*; Main (6) 4-dr., $630*. 

"55 Country Sedan (6) station wagon, 
$650; Fairlane (8) Hardtop, $650; 
Fairlane (6) club sedan, $450*. 

"54 Fairlane Hardtop, $490*; Custom 
conv., $425*. 

LINCOLN—’57 Premiere Hardtop, $2,000* 


(ps). 
*64 Capri 4-dr., $400* (ps). 
MERCURY—'57 Montclair Hardtop, $1,- 
445*; Monterey Hardtop, $1,300* (ps). 











’56 Montclair conv., $900*; Custom sta- 
tion wagon, $875*. 

"55 Montclair Hardtop, $765* (ps); Cus. 
tom 2-dr., $490*. 

’54 Monterey 2-dr., $415*; 4-dr., $400*. 

*53 Monterey 4-dr., $250*. 

OLDSMOBILE — '56 (98) Holiday sedan, 
$1,200* (ps); Hardtop, $1,065* (ps); 
(88) Holiday Hardtop, $1,200* (ps). 

"55 (88) Hardtop, $980* (ps). 
"54 (88) 4-dr., $490; (98) Hardtop, 
$470* (ps); 2-dr., $400*. 
“he So 4-dr., $475* (ps); (88) Hard- 
$315*; 4-dr., $285°. 

PLYMOUTH 87 Savoy 4-dr., $1,160*, $1,- 
140*, $1,120*, $1,050; 2-dr., $1,110*; 
Plaza 2-dr., $800, $475. 

56 Belvedere 4-dr., $750*; Plaza 2-dr., 
$475. 
"55 Savoy 4-dr., $500*. 

PONTIAC—'58 Catalina Hardtop, $1,980* 

(ps). 

’57 Super Chief 4-dr., $1,350. 

"56 Chieftain Hardtop, $975* (ps), 
$745*; 2-dr., $700*. 

"55S Chieftain 4-dr., $800 (ps); Star 
Chief conv., $750* (ps). 

"53 Chieftain 4.dr.. $140*, $115*. 


STUDEBAKER — '56 Commander station 


wagon, $875 (ps). 


CHICAGO 


Greater Chicago Auto Auction, Sale 
every Thursday. Prices are for sale of 
Dec. 18, Sold 274 cars out of 517 con- 
signments. 

BUICK—’57 Century conv., $1,.725* (ps); 
4-dr., $1,430° (ps); Century Riviera 
4-dr.. $1,385*; Special Riviera 2-dr., 
$1,500*, $1,350°. 

"56 Century Riviera 4-dr.. $1,250* (ps); 
Special Riviera 2-dr., $1,120*; Special 
2-dr., $870°*. 

’55 Super 4-dr., $860°, $825°, §$775°*, 
$750* (ps). 

"54 Super 4-dr., $575*; Special 4-dr., 
$485*: Special Riviera 2-dr., $425*. 

CADILLAC—’58 (62) coupe, $4,025* (ps), 
$3,850° (ps); 4-dr., $3,900° (ps); 
sedan de Ville, $3,950*° (ps). 

"57 coupe de Ville, $3,090* (ps); (62) 
conv., $2,960° (ps); coupe, $2,850* 
(ps), $2,750° (ps). 

"56 sedan de Ville, $2,080*° (ps); (60) 
Special 4-dr., $2,055* (ps); (62) 4-dr., 
$1,785* (ps). 

"55 coupe de Ville, $1,990* (ps); (62) 
coupe, $1,775* (ps); 4-dr., $1,445*° 
(ps). $1,390° (ps); Eldorado conv., 
$1,775° (ps). 

"54 (62) coupe, $1,500* (ps); 4-dr., $1,- 
175° (ps). 


| CHEVROLET—’'59 Impala (8) coupe, $2,. 


800° (ps). 

"58 Impala (8) coupe, $2,100° (ps), $2,- 
050; Bel Air (8) 4-dr., $1,895°; sport 
sedan, 2 at $1,800*° (ps), $1,765° (pe). 

"S7 Bel Air (8) station wagon, $1,660*; 
Sport Sedan, $1,635*, $1,505°; 2-dr., 
$1,530° (ps), $1,470°, $1,300; 4-dr., 
$1,465, $1,375*; sport coupe, $1,.445*, 
$1,400; Two-ten (8) 4-dr., $1,295*, 
$1,275*; 2-dr., $1,280 (ps); Two-ten 
(6) 4-dr., $1,275°; 2-dr., $1,275*. 

"56 Bel Air (8) sport coupe, $1,225*; 
conv., $1,000; 4-dr.. $975; Two-ten 
(8) 4-dr.. $1,020*; Two-ten (6) sta- 
tion wagon, $850. 

"55 Two-ten (8) station wagon, $900; 
4-dr., $870° (ps); 2-dr.. $730°; Bel 
Air (8) 4-dr.. $850°; 2-dr., $800. 

"54 Bel Air sport coupe, $500; Two-ten 
2-dr., $485. 

"52 Styleline 2-dr., $205*. 

CHRYSLER — ‘57 NY Hardtop, $1,990*° 
(ps), $1,975* (ps); 4-dr., $1,950* (ps); 
Saratoga Hardtop, $1,850° (ps). 

"56 NY sedan, $1,460° (ps). 

"55 NY 4-dr., $810° (ps). 

"53 station wagon, $520*. 

DeSOTO — ‘57 Fireflite Hardtop. $1,710* 
(ps); Firesweep 4-dr., $1,320*. 

"56 Firedome sport coupe, $1, og5s* (ps); 
4-dr., $900°. 

'S3 Powermaster 4-dr., $210°. 

DODGE—'57 Royal (8) 2-dr.. $1,415* 
(ps); Coronet (8) conv. $1,285° (ps); 
4-dr., $1,230°. 

"56 Coronet (8) 4-dr., $1,075*. 

"55 Coronet (8) 4-dr. $980°; Sierra (8) 
station wagon, $900*. 

"54 Royal (8) 2-dr., $435°*. 

"53 Coronet (8) station wagon, $360; 
Meadowbrook (6) 2-dr., $260. 

EDSEL—'58 Citation 4-dr., $1,825* (ps). 
FORD—'59 Custom (6) 2-dr., $1,860. 

"58 Thunderbird Hardtop, $3,325* (ps); 
Country Sedan (8) station wagon, $1,- 
915° (ps). 

"S7 Skyline (8) conv., $1,875* (ps); 
Country Sedan (8) station wagon, $1,- 
605* (ps), $1,555* (ps), $1,550°; 
Fairlane (8) Hardtop, $1,545*, $1,530* 
(ps), 2 at $1,520* $1,500° $1,485*, 
$1,385*, $1,380*, $1, ‘375°, $1. 300°, $1,. 
155°; 4-dr., $1,275*, $1, 170; conv., 
$1,210* (ps); Custom (8) 4-dr., $1,- 
280°, $1,275* $1,260*, $985; 2-dr., 
$1. 205°, $1,060, $1,015, $910; Ranch 
Wagon (6) station wagon, $1,120. 

"56 Custom (8) 4-dr., $980*, $885* (ps); 
2-dr., $975, $930; Fairlane (8) 4-dr., 
$750°. 

*55 Country Squire (8) station wagon, 
$1,035* (ps); Country Sedan (6) sta- 
tion wagon, $950; Fairlane (8) 4-dr., 
$860*°, $825°, $675*; 2-dr.. $805*; Cus- 
tom (8) 4-dr.. $795*, $630°, '$670*, 


$505. 

"54 Crest (8) Hardtop, $615; Custom 
(8) 4-dr., $425, $420; Ranch Wagon 
(6) station wagon, $355. 

*53 Crest (8) Hardtop, $375, $305; Cus- 
tom (8) 4-dr., $305*. 

"52 Crest (8) conv., $280. 

HUDSON—'55 Hornet (8) 4-dr., $415*. 

‘53 Wasp (6) 4-dr., $205*. 

IMPERIAL—’ 57 2-dr., $2,650° (ps); 4- 
dr., $2,410* (ps); Crown 4-dr., $2,- 
630* (ps), $2,500* (ps). 

LINCOLN—’58 Premiere Hardtop, $3,475* 


(ps). 

’57 Premiere sedan, $2,475* (ps), $2,- 
325° (ps). 

’56 Premiere coupe, $1.785* (ps), 

"55 Capri coupe, $1,030* (ps), $925* 
(ps). 

"64 Capri 4-dr., $455* (ps). 

MERCURY—'57 Voyager station wagon, 

$1,750* (ps); Montclair Hardtop, §1,- 
600* (ps); Monterey Hardtop, $1,525* 
(ps); 2-dr., $1,395". 

*56 Monterey coupe, $1,100*, $840* (ps); 
4-dr., §950*; Montclair conv., $850*. 
"55 Monterey 4-dr., $750*, $600"; coupe, 

$450*; Custom 2-dr., $725. 
"54 Monterey coupe, $540*. 
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STU DEBAKER—’'57 





’53 Monterey coupe, Silver Hawk 
NASH—’56 Statesman 4-dr., 
"54 Ambassador 4-dr., 
’53 Statesman 4-dr., $200°. 


ae in. 59 Super (88) 2-dr., 


WILLYS—’50 Jeep station wagon, $115. 
MISCELLANEOUS — '56 Chevrolet 
Pickup, $735. 
‘64 Chevrolet truck, $655. 
"53 Chevrolet truck, $330. 
* 


‘otlday 4-dr. 
$2,540* (ps). 
Holiday 2-dr., 
— Auctions in Brief — 
ATLANTA, GA. 


Dixie Auto Auctions, 


, $1,840* (ps); (88) Holiday 
$1,485* (ps); 


56 (98) 4-dr., 
(88) Holiday 


Sale every Tues- 
The sale today was red | 
Plenty of cars of all 


models showed a decrease with the 
ception of the real sharp units, Percentage 
selling was a 


BIRMINGHAM, ALA, 
Dixie Auto Auctions, Sale every Monday 
Cars seem a little on the soft) 
but that has been 


55 (88) 4-dr., 
Holiday 2-dr., 


(98) Holiday 2- dr., 


$610¢ (ps), $545*. 
"53 (88) Holiday 2-dr., 
aa _’ 


side pricewise, 





tions held consignment down somewhat, 
but as always the real cream of the crop 
bringing the asking price. 

* * * 


BORDENTOWN, N. J. 

Auto Dealers Exchange. Sale 
every Wednesday 
mains exceptionally high, 
sales extremely good 
Prices took their usual seasonal dip 


Thanks to 


PLYMOUTH — °57 Belvedere 
wagon, $1,580* 
sedan, $1,370* 


, $1,360; Fury (8) 


56 Plaza (6) 2-dr., 


. Percentage of 
*53 Cranbrook 4.dr., . 
—57 Star Chief 2-dr., 


‘56 Star Chief Hardtop, $1,000* 
Chieftain Hardtop, $935; 


RAMBLER—'59 Super 


'57 Super (8) 4-dr., 
"56 Super (6) 4-dr., 
station wagon, 


$680. 
STU DEBAKER—'57 Silver Hawk 


MISCELLANEOUS—'57 Ford %-ton pick- 


FARGO, N. D. 


Tri-State Auction Co, Sale every Thurs- | 
day. Prices are for sale of Dec. 18 
; extremely cold 
Sold 66 cars from 98 consignments. 
BUICK—’58 Special Riviera 2-dr., 
Riviera 4-dr., 
Riviera 2-dr., 

$300; RM 4-dr., ; 
"52 Super Riviera 2-dr., 


CADILLAC—’58 sedan de Ville, 


(62) sedan de Ville, $3.150° 
sedan de Ville, $2,100*° . 
CHEVROLET—'58 Bel Air (8) Hardtop 2- 





Hardtop 2-dr., 





55 Two-ten (8) 2-dr., 
"54 Two-ten 4-dr_ . 
‘53 Two-ten Hardtop, $310*; 


CHRYSLER—'53 New Yorker Deluxe 2- 


Country sedan 


"57 Customs 
$1,065; Custom ° 

$1,215; 2-dr., 
"56 Fairlane 

Custom (8) 2.dr., 
"55 Custom (8) 2-dr., : 
club coupe, $300. 


Victoria 2-dr., 


MERCURY—'55 Monterey station wagon, 
NASH—'58 Custom . . . 
OLDSMOBILE—'SS (88) Super Holiday 2- 


‘57 (88) 4-dr, $1,525. 
Super Holiday 4-dr., 


"52 (88) 2-dr., 
"51 (98) 4-dr.. b 
PLYMOUTH—'53 Cranbrook 4-dr.. 
, Cranbrook 4-dr., 





‘51 Cranbrook 4-dr., 
| PONTIAC—' 56 
"55 Star Chief 4-dr., 
"52 Chieftain (6) 4-dr., ° 
RAMBLER—'58 Custom (8) 4-dr., 


Chieftain 4-dr., 





Deluxe (6) 4.dr., 
WILLYS—'53 Jeep, $455. 
MISCELLANEOUS—'5S4 GMC i-ton, $615. 


EBENSBURG, PA. 


Ebensburg Auto Auction. 
Thursday. Prices are for sale of Dec. 
Prices remaining steady and unchanging 
Sold 56 cars out of 


Sale every 





on good clean cars. 

71 consignments. 

BUICK—'57 Special 2-dr., 
"56 Special Hardtop, $960°; 
"53 Super 4-dr., 


Effective January 1, 
AUTOMOTIVE NEWS will be: 


$265. 
CHEVROLET—'58 Brookwood (8) station 
wagon, $1,810*. 
'56 Two-ten 
(6) 4-dr., $490". 
"SS Two-ten (8) 2-dr., 


$ 9.00 one year 
16.00 two years 


$660; Bel Air (6) 
54 Bel Air 4-dr., 


"53 Two.ten 4-dr., 
"52 Dotune 4-dr., 


$13.00 one year 
22.00 two years 


CHRYSLER — '52 Saratoga 4-dr., 


DODGE—'55 Coronet Hardtop, $775. 
FORD—'58 Fairlane (8) 


‘57 Fairlane (8) 2-dr., $1,510; Country 


56 Fairlane (8) Hardtop, 
10° 


55 Fairlane (8) Hardtop, $545*. 


"53 Ranch Wagon (8) station wagon, 


52 Main (8) 
MERCURY—’'53 4-dr., 


OLDSMOBILE—'55 
PLYMOUTH — 


Holiday sedan, 


‘57 Suburban (8) station 
wagon, $1,495*; Savoy (8) 4-dr., §1,- 
190°. 


’56 Belvedere 
2 at $825; 


55 Belvedere (6) Hardtop, $8765*; 
burban (6) station wagon, $670. 
'51 Cambridge 4-dr., 
station wagon, $125. 


PONTIAC—'57 Super (6) 4-dr., 


23 


but are expected to firm up the early part 
of January. Sold 70 percent of 404 cars 


consigned, 
* * 


DANVILLE, VA. 

Danville Auto Auction, Sale every Wed- 
nesday (Dec, 17). Snow and ice reduced 
this week entry by 50 percent. However, 
we still had ~~ 80 ea sale. 


DYER, IND. 
Len Pollak’s Dyer Auto Auction, Sale 


every Friday (Dec, 19), Sold 145 cars 
| from 231 consigned. 
* 


FLINT 


Flint Auto Auction, Inc. Sale every 
Wednesday (Dec. 17). Market did not 


|seem to show any strength over last 


week. However, cars were selling much 
better, Sold 176 cars from 279 cars con- 


signed. 
* * * 


WAREHOUSE POINT, CONN. 

Southern Auto Sales, Inc, Sale every 
Wednesday (Dec. 17). Storm warnings cut 
down the consignment of cars. Dealers 


| report that business is still very spotty. 
| * 


” cal 


MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 
day (Dec. 19). Sold 76 percent of 504 


cars registered. 








your Heart Fund 


is saving Lives 


NOTICE TO 
AUTOMOTIVE NEWS 
SUBSCRIBERS 


1959 subscription prices for 


U. S. and Canada and 
U. S. Possessions 


All other countries 


New prices apply to all new and renewal subscrip- 
tions which take effect on or after January 1, 1959. 


This modest increase is due to higher postage rates. 


Automottue News 


965 East Jefferson Avenue, Detroit 7, Michigan 








DOG LEG—A replacement dog leg for 
1953-1954 Pontiac four-door models is the 
latest avtobody repair panel made avail- 
able by the Schofield Mfg. Co., 1140 East 
222nd St., Cleveland 17, O. Available in 
both left and right hand units, the Pontiac 
dog leg is engineered to match the ori- 
ginal body shapes and contours. Use of 
the Schofield dog leg eliminates the need 
for reshaping leading-in and laboriously 
patching domaged door frome sections, it 
is said. 


FRAME LIF T—The Space-Miser auto 
frome lift, a lift that is said to combine 
extremes of strength, sturdiness and safety 
in holf less spoce than conventional mod- 
els, hos been developed by Avitoquip 
Corp., 1140 S. Washtenaw, Chicago, Ill. 
The four supporting members of the Space- 
Miser measure one-half smaller in all di- 
mensions thereby providing far greater 
working area and accessability for under- 
cor servicing and repair operations, it is 


i 


BIB — An inexpensive device 
automotive storage batteries 
loss of power and premature fail- 
been announced by R. E. Dietz 
Bidb., Syracuse 1, N. Y. Called 
. the item is a special poly- 
sheet, perforated to fit snugly 
the filler plugs and contact posts of 
automobile batteries. When 
Bottery Bib covers the top sur- 
the storage battery, protecting it 
oil, water, grease and the cor- 
action of acid fumes. 


+ > * 


ieee 


; 
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ENGINE CLEANER—The Jet-Off engine 
cleaning gun has been introduced by 
Dealers Reconditioning Supplies, 9500 W. 
Ogden Ave., Brookfield, Ill. The unit is 
said to be a triple pressure gun that 
applies degreasing solution, pressure 
rinses it off, and dries off moisture. The 
unit is said to clean without fogging. 

oe € =s8 


Acrylic Mixing Colors 
Introduced by Ditsler 
The Ditzler Color Division, Pitts- 
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NEW 


burgh Plate Glass Co., 8000 W. Chi- 
cago Ave., Detroit 4, Mich., has an- 
nounced the development of a line 
of Duracryl acrylic mixing colors 
for refinish work on “super” auto- 
motive coatings. These colors are 
available in a series of bases with 
which a paint shop can duplicate 
any acrylic colors with the same 
speed and ease required to match 
conventional lacquer materials, the 
firm said. 


—— 


HEATED MIRROR—An outside rear view 
mirror which melts away ice and snow 
has been developed for trucks, tractor- 
trailers, buses and cors through use of 
on electrically-heated glass developed by 
Corning Glass Works, Corning, N. Y. The 
mirrors will de-ice at zero temperature in 
three minutes and will remain clear at 
temperatures as low as 60 degrees below 
zero, it is claimed. The versatile units 
will remove and prevent frost and conden- 
sation from fog and drizzle. Heating 
element is an electrically-conductive coat- 
ing permanently fired onto the back of 
the glass panel. Electrical power is pro- 
vided by the vehicle's battery. 

eos 


Cotter Pin Improved 
An improved cotter pin, designed | 
for use with castellated nuts in the| 
aviation and automotive industries 
to speed assembly and prevent ham- 
mer damage to valuable fittings has 
been announced by Western Wire 
Products Co., 1415 S. Eighteenth St., 
St. Louis 4, Mo. It is called the 
“Castle Cotter” pin. 


U-M-S to Offer Solvent 


For Windshield Washer 


GM’s United Motors Service divi- 
sion, 8097 Decatur, Detroit 2, Mich., 
has announced plans to market a 
“non-foaming” windshield washer | 
solvent. | 

The product is Delco Solvent, 
which, when added to water, is said | 
to create a solution that will not 
stain car finishes, help dissolve and | 
remove road films, bugs and grime, 
leave windshields clear and assure 
anti-freeze protection in the washer 
jar. 





Bug Remover 


Knicks Mend-Rite & Co., North 
Kansas City, Mo., has marketed a 
liquid product called Bug-Ez. The 
firm says that when Bug-Ez is ap- 
plied to clean surfaces and allowed 
to dry, it forms an invisible coat- 
ing which makes bug splatter easy 
to wash off with normal hose pres- 
sure. 


TACHOMETER—Thomas G. Faria Co., 
13 Joyce Ct., Niantic, Conn., has an- 
nounced its economical electric tachometer. 
The tachometer is an attractive unit with 
a chromium plated brass flange 3-5/16 
inch in diameter and a waterproof, sil- 
vered anodized aluminum case. Its dial is 
translucent with a red pointer and built 
in lamp. It is a self contained unit and can 
be connected quickly (in less than 3 
minutes) by connecting two wires to the 
ignition switch, it is said. 


PRODUCTS 


Co., 8000 W. Chicago Bivd., Detroit, 
Mich. 


The new product, known as Ditz- 
ler Fisheye Preventer, neutralizes 
the silicone, which prevents crater- 
ing or fisheyeing of the finish and 
provides a smooth paint film, Ditz- 
ler said. 


ADDRESSING MACHINE—Better prints 
from paper address slips, higher oddreee- | 
ing speeds, and simpler operation are said 
to be features of the model 99 Master | 
Addresser announced by the Master Ad- | 
dresser Co., 6500 W. Lake St., Minne-| 


7 man rem 
apolis 26, Minn. The machine has on! suow pLOWS—Reversible blade snow 
automatic drive on the moistening roll | 


whids ist 4 wer the eaves | plows for Ford half, three-quarter and one- 
Se eee ee eee ee Pe | ton trucks have been announced by West- 
—. je on evtomaticutty with | orn Snowplow Division, Douglas Motors 
each pull of the handle. Approximately | co-5, Milwaukee Wis, The plows are 
—— ype ep el leer address | cvailable in the seven-inch service model 
cards are placed in the machine at S\ or the eight-inch heavy-duty model. The 
we. | units feature a hydraulic system controlled 


°- Bina 
7 . | from the truck cab. Dual trip springs are 
Surefire Rust-Kon-Trol said to protect truck and blade from dam- 


Surefire Rust-Ko n-T rol offers) age from hidden obstructions. 
lasting protection against rust on| 
any type of metal, according to| 
| Wilco Co., Industrial Division, 4425 | Biofen Offers 2 Products 


|Bandini Blvd, Los Angeles 23, ° ° 
|Calif, In tests Rust-Kon-Trol has 10 Fight Rust, Corrosion 
Introduction of Rustend and! 


proven one application will give} 
| permanent rust protection indoors | Metclene to fight rust and corrosion 
| has been announced by Biofen! 


|} and an entire year of complete pro- 
tection outdoors, the firm said. | Laboratories, 14 Sixth St., Bridge- | 
o--6 © | port, Conn. 


ree es 


* ® * 





LIGHTING FIXTURES—A line of vapor- 
tight lighting fixtures, announced by 
Stonco Electric Products Co., 333 Monroe 
Ave., Kenilworth, N. J., is designed to 
protect lamps and lighting installations 
from premature failures caused by seeping 
moisture, rain, ice, sleet, corrosive fumes 
or non-explosive vapors and gases. Pend- 
ant, ceiling and wall types in sizes up 
to 200 watts are available, ali fully UL 
approved and CSA approved for vapor- 
| tight service, it is said. Components ore 
heavy-duty, rustproof, corrosion resistant, 
high-purity aluminum, precision die cast 
for uniformity and _ interchangeability 
throughout the entire line, it is claimed. 


Amalie in 5-Quart Cans_ | 
Amalie 1-2-3 multigrade Pennsyl- 


quart cans, according to the Ama- 
lie Division, L. Sonneborn Sons, 
Inc., Franklin, Pa. 
” + * 
Heavy-Duty Cleaner 
Aeroil Products Co., 7 Wesley, | 


The firm said Rustend is a petrol- 


| vania oil now is available in five-|2"4 moisture repellents. Metclene 
“ | is a perfect prepaint conditioner for | by Ashton Sales, Inc., 1701 W. Lafayette, 
| all types of iron and steel products, | Detroit 16, Mich. The model 19-51 EXB 


it said. 
* 
Degreasing Concentrate 
A degreasing concentrate which 


| South Hackensack, N. J., has de-/is said to be selfemulsifying and 
| veloped a Heavy-Duty Cleaner with | selfscouring has been introduced by | 
a capacity of 400 gal./hour at 150' Rust Master Chemical Corp., 56 
p.s.i. It has a positive displacement | Creighton St., Cambridge, Mass. | 
pump, a downdraft burner and a| ‘ 
low water cutoff that shuts down 

the cleaner automatically in the 


Tuneup Charts 


POWER WRECKER—A semi-heavy duty 


|eum oil containing rust inhibitors| wrecker designed especially for today’s 


| styled cars and trucks, has been designed 


jis designed for mounting on any 1'- 
— cab and chassis with heavy-duty 
| springs and four-speed axle. It is designed 
| to handle all cars and most medium truck 
recovery and towing. The boom hos been 
designed to telescope to any length up 
to 169", making it possible to reach 
over the damaged vehicle and lift it 
from its position, it is said, National 
sales representative is Collins and As- 
sociates, 4902 Heuwerth Ave., Cincinnati 
38, O. 


event of a water supply failure. 
” ° * 


| 
| 
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SPRAY GUN—An innovation in spray! 
gun design, utilizing highly durable! 
tungsten-carbide pump components and a 
special internal hydraulic mechanism elim- 
inating the need for any air compressors, 
is now available from the Lorraine Mfg. 
Division, National Phoenix industries, 50 
W. Hunter Ave., Maywood, N. J. Made) 
of light weight metals, including an alv-| 
minum liquid container, the unit, termed | 
Electro-Jet, is capable of not only spray- 
ing but also “fogging” liquids as viscous 
as oils at SAE 30 designation with no 
special preparation, it is claimed. Any | 
standard AC electrical outlet supplies the | 
power necessary to operate the unit. 


New Las-Stik Package 
Las-Stik Mfg. Co., Hamilton, O., 
is now marketing Las-Stik White 
Tire Cleaner in a 16-ounce Aerosol 
can. 
+” * 


+ 
Pocket-Sized Battery Tool 


A pocket-sized long-wearing bat- 
tery terminal clamp and post clean- 
ing tool has been added to the Blue 
Bird line of battery tools manufac- 
tured by Bergman Tool Mfg. Co., 
Inc., 1573 Niagara, Buffalo 13, N. Y. 

* om * 


‘Fisheye’ Preventer 


Introduced by Ditzler 


A substance that can be added to 
automotive enamels, lacquers and 
acrylic finishes to prevent fisheyes 
due to silicone contamination has 
been developed by Ditzler Color 
division of Pittsburgh Plate Glass 


| Automotive Electric Assn., 16223) e . 
| Meyers, Detroit 35, Mich., has an-| TrafficMarking Paint 


nounced a series of tuneup charts 
with the latest engineering changes 
and specifications covering all 1958 
models of cars. 


+ * + 


Powder Degreaser 


Pow-A-Kit, called a revolutionary 
concept of decarbonizing and de- 
greasing, has been introduced by 
Stewart-Hall Chemical Corp., P. O. 
Box 66, Mt. Vernon, N. Y. It is a 
concentrated powder degreaser de- 


|signed to take the place of con- 
| ventional solvent and acid-type 


liquids, the firm said. 


* * * 


DISC BRAKE—A disc brake designed for 
use on heavy-duty trucks has been de- 
veloped by Wagner Electric Corp., 6400 
Plymouth Ave., St. Lovis 14, Mo. This disc 
brake has been designed to dissipate heat 
generated when stopping or slowing a 
vehicle through the use of a liquid cool- 
ant. If incorporates a disc with two fric- 
tion surfaces that turns with the wheel. 
When the brakes are applied, two liquid 
cooled pressure discs are moved into 
contact with the turning friction disc to 
stop or slow the vehicle. The liquid cool- 
ant in the pressure discs is circulated by 
a pump, through the brake to the radi- 
ator cooling system where the heat, gen- 
erated while stopping or slowing, is 
dissipated. The brake, itself, remains 
sufficiently cool to stop the vehicle, it is 
said. 


‘Offered by Consolidated 


| A new “Jet-Dri” paint for traffic 
markings has been introduced by 
Consolidated Chemical & Paint Mfg. 

|Co., 444 Lafayette St, New York, 
x. .¥. 

The firm said the paint dries “in 
minutes” and can be applied to 
asphalt, macadam, concrete, cob- 

| blestone or tarred surfaces. 

| > * - 


SureFire Plastic Cleaner 


SureFire plastic cleaner, de- 
scribed as an antistatic cleaner for 
all types of plastic, has been an- 
nounced by Wilco Co., 4425 Bandini 
Bivd., Los Angeles 23, Calif. It con- 
| tains a fine abrasive and protective 
wax that leaves a microscopically- 
thin, clear film that retards the de- 
velopment of scratches, fog and 
static electricity, the firm said. 


MAGNETIC PLATE HOLDERS—A set of 
rubber-covered heavy duty permanent mag- 
nets that are used to change dealer |i- 
cense plates with the minimum of effort 
and time has been announced by Cleve- 
land Products Co., Cleveland Bidg., Rock 
Island, lil. The holder, called Magnet-Tite, 
makes it unnecessary to use screwdrive's, 
pliers to place and remove dealer piates 
because there are no springs, bolts or 
nuts required. The salesman simply pvts 
on the plate with two of the magnetic de 
vices on the car. 
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for Future Peace? . 





Job Standards Pact 
Ends Chrysler Row 


(Continued 


questions on a factual basis, 
thereby narrowing the area of dis- 
agreement. 

In addition to the general 
agreement establishing new 
guides for prompt settlement of 
future disputes, the UAW and 
Chrysler compromised on the dis- 
putes involved in the Dodge 
strike. 

The strike over relief time and 
work standards directly involved 
7100 at the Dodge Hamtramck 
(Mich.) assembly plant and three 
adjacent parts plants. However, 
some 35,000 other workers in 25 


Chrysler plants were laid off be-| 


cause of parts shortages. 

The union sought return of 
hourly five-minute rest periods for 
about 400 workers which the com- 
pany had eliminated. The compro- 
mise was for four such rest periods, 
instead of eight. In addition, the 
workers will continue to receive the 
standard 24 minutes a day relief 
time. 

However, the five-minute breaks 
in production will continue through 
the 1959 model run. At that time, it 
will be cancelled. 

On the technical problems of 
work standards and manpower as- 
signments, Chrysler and the UAW 
agreed to “redistribute the work 
among the employes in seven de- 
partments, with the addition of 
some 16 men in four departments 
presently employing approximately 
2,200 people.” 

>= 


Auto Output Threatened 


ESPITE the settlement, Chrys- 
ler production is being threat- 
ened by a strike at Pittsburgh Plate 
Glass Co., the principal supplier of 
glass to the auto maker. Chrysler 
says it can get through to mid- 
January without trouble, but this 
is only three weeks away and it 
appears the strike may last longer. 
Pittsburgh Plate also supplies 
Ford Motor Co. and Studebaker- 
Packard Corp., both of which re- 
ported they were in no immediate 
trouble, S-P says it has found 
other sources of supply. 
Ford formerly bought half of its 
needs from Pittsburgh Plate, but 


a@ year ago reportedly cut that in| 


half. 

Ford recently got a court order 
enabling it to remove some tools 
used in windshield manufacture 
from the glass company’s strike- 
bound Ford City (Pa.) plant for 
use in its own glass plant in Nash- 
ville. 

Ford has ordered the renovation 
of a glass furnace at its Twin Cities 
assembly plant, presumably in ex- 
pectation the strike will continue. 

American Motors Corp., another 
purchaser of glass from Pittsburgh 
Plate, indicated it is “feeling the 
pinch now,” although it is getting 
glass from other sources. 


The strike, which involves some} 


13,000 workers at eight Pittsburgh 
Plate plants, began Oct. 13. Libbey- 
Owens-Ford Glass Co., a supplier 
of glass to General Motors Corp., 
was struck at the same time, but 
this dispute was settled in two 
weeks. 

Negotiations between Pittsburgh 
Plate and the United Glass & Cer- 
amic Workers have been stalled 
over non-wage issues—most of 
them centering around company 
charges of “featherbedding.” 


* * aa 


NLRB Ends Hearing 


ITTSBURGH PLATE has stated 

that a new contract with the 
glass workers must provide for “a 
fair day’s work for a fair day’s 
pay,” while the union has termed 
its position as a “holding action” 
in which it seeks to retain existing 
gains. 

On the dealership front, six 
Galesburg (Ill.) dealers and the 
Teamsters and Machinists Unions 
announced, following a National 
Labor Relations Board hearing, 
that they would file post-hearing 
briefs by Jan. 8. 

The hearing was held on an 





from Page 2) 


election petition submitted by the 
dealers to end 2% years of picket- 
ing by the unions, The dealers have 
been picketed since April, 1956, 
when the unions launched their 
campaign to organize shop em- 
| ployes. 

At the conclusion of the hearing, 

Examiner Robert G. Mayberry, 
| Chicago, said a decision on holding 
|the elections is expected from 
Washington in about two months. 

Permission to present oral agru- 
ments before the NLRB in Wash-| 
ington will be sought by the unions, 
according to Jack Denny, the 
unions’ representative at the hear-| 
ing. 

“We feel the issues are very 
serious ones,” Denny said. “If 
every employer is permitted to hold 
an election while organization is 
going on, it could be very detri- 
mental to the country as a whole.” 

Throughout the testimony, the 
dealers have sought to prove that 
the unions demanded recognition 
in 1956 and have continued that 
demand since, enforcing it with 
picketing and strike signs as well 
as economic sanctions. 

The unions contend the recogni- 
tion demand was dropped after an 
NLRB ruling in 1957, and picketing 


has been for organizational pur- 
poses. 
The petitioning dealers include 


Galesburg Lincoln-Mercury Co. 
Puckett Buick Co., Inman-Swanson 
Motors, Inc. (Cadillac-Pontiac), 
Crown Motors, Inc. (Oldsmobile), 
McCreery Motor Sales (Ford) and 
Weaver Motors (DeSoto-Plymouth). 


AMA Names Roe 
Chief Statistician 


DETROIT. — Stanley S. Roe has 
been appointed manager of the 
statistical department, Automobile 
Manufacturers Assn., succeeding 
Oscar P. Pearson, 
who has retired. 

Roe joined the 
AMA staff in 1936, 
shortly after his 
graduation from 
the University of 
Detroit, and since 
1940 has been as- 
sistant to the 
manager of the 
statistical depart- 
ment. 

Roe's duties 
have included economic research, 
compilation and analysis of statis-| 
tical data, supervision and surveys} 
and production of statistical reports | 
and publications. 








Stanicy 8. Roe 
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30th Year With DeSoto— 


City Motor Co. (DeSoto-Plymouth), Poca- 
tello, Id., has received special recognition 
as a charter DeSoto dealer. Happily dis- 
cussing the. presentation of an engraved 
30th anniversary plaque are G. H. Greg- 
oire, left, and E. C. Dissault, owners of 
the dealership. 
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Salesman at Work— 


The fellow with the camera looks for all the world like a photographer but actually 


| he's an automobile salesman using an unusual sales approach. He's Morris Benator, 
la salesman for Westbrook Motors (Dodge-Plymovuth), Atlanta, taking a picture of a 


1959 Plymouth Sport Fury convertible in front of the home of a potential prospect. 
The picture will be offered to the dweller as an opening for a sales presentation. 


Benator uses the approach both 
who have visited the showroom. 


“cold” and as a followup technique on the prospects 


Common Market to Reform 
European Auto Industry 


By John Ashton 
Special Correspondent 

BRUSSELS, Belgium. 
pact of the European Common 
Market, which begins operations 
Thursday (Jan. 1), already is 
clearly visible in the European 
automotive industry. 

The common market is an 
agreement among France, West 
Germany, Italy, Belgium, The 
Netherlands and Luxembourg to 
eliminate all tariffs and trade 
barriers among the participating 
nations over a 10-year period. 
The prospects of an automotive 
market comparable in many aspects 
to that of the U. S. is considered 
likely to lead to equalization of 
prices, concentration of production 

and specialization. 


Heavy capital investment will 
extend sales networks and repair 
facilities and will permit reciprocal 
use of distribution networks on a 
basis never hitherto experienced on 
the Continent. 


Authorized European automotive 
opinion foresees only five or six 
giants surviving the struggle that 
is expected to rage through the 
industry in the next 10 years of 
increasing free competition. 

Manufacturers already. have 
taken significant action. Renault 
of France and Alfa Romeo of 
Italy have signed an agreement 
to assemble each other's prod- 
ucts. Fiat, in the face of probable 
competition from Renault in the 
small-car field, has cut $100 off 
the price of the Fiat 500. 

Innocenti Co. is to produce the 
German Goggomobil in Italy. Volks- 
wagen stands on its own, but it is 
strengthening its dealerships in 
France and Italy and is cutting 
prices more than 10 percent. 


France today imports fewer than 


Service Bulletin 





| Designed to Keep 


Shops Up to Date 


DETROIT. — Paul-Marsh Co. has 
announced its new Automotive 
Technical Information Service. The 
service is a monthly technical bulle- 
tin containing technical informa- 
tion, new specifications, new diag- 
nosis procedures, service correc- 
tions or changes, service short-cuts 
and time-saving methods for all 
cars as released by manufacturers. 

It will also contain information 
on new equipment releases and 
new or special tool requirements. 

A foreign car section is included 


J with basic information on specifica- 


tions, tuneup procedures and minor 
service information. 

All articles will be illustrated 
with step-by-step pictures of how 
to do it. All technical articles will 
be written in mechanic’s terms. 

The service will be marketed 
through selected automotive whole- 
oo on an annual subscription 

is. 


-The im-| 


20,000 cars a year; less than 
5,000. 


The common-market treaty pro- 


Italy, 


vides for the elimination of bilat-/| 


eral quotas in favor of one overall 
quota for all six countries, 


In 1959, the quota for the Euro- 


pean automobile market will be| 


only 3 percent of home production. 
By the third year, it is to be 5 
percent; by the 10th year, at least 


| 20 percent. 


The French market is expected 
to take 40,000 cars from other 
common market members in 1961, 


nearly 70,000 in 1965 and 90,000 | 


in 1967. Eventually France will 
take 176,000. 

The Italian market in 1970 should 
absorb 60,000 cars from other Euro- 
pean markets. 

Markets may expand even more 
rapidly since demand is strong. 
This will be of particular interest 
to European manufacturers since 
foreign industries (such as Ameri- 


can and British) will be virtually | 


cut off from the European market 


in the near future unless a wider | 


free-trade area than hitherto antic- 
ipated comes into being. 


Mancuso Elected to Head 


Chicago-Area Chevy Club 
CHICAGO.—_James V. Mancuso 


Mancuso Chevrolet, Skokie, has| 
been elected president of the Chi-| 


cago Metropolitan Dealers Chevro- 
let Club. 

Tom Todd, Yarnall Chevrolet, 
Inc., was named vice-president, and 
James R. Kozel, Dunaway Chevro- 
let Co., Maywood, secretary-treas- 
urer. 























































Dealers, Buyers 
Laud ‘Wide Track,’ 
Pontiac Reports 


PONTIAC.—Public acceptance of 
Pontiac’s new “wide track” feature 
on ’59 models “approaches the 
initial popularity of the panoramic 
windshield,” according to F. V. 
Bridge, Pontiac general sales man- 
ager. 

“This engineering innovation has 
been greeted by a barrage of favor- 
able reports and comments from 
our dealers, customers and auto 
show visitors across the nation,” 
he said. 

Pontiac’s wide track is a five- 
inch extension of the width be- 
tween left and right wheel center 
lines. It measures 63.7 inches in 
front and 64 inches in the rear. 

“In addition to enhancing the 
overall low appearance of the auto- 
mobile, the greater tread also pro- 
vides significant performance im- 
provements,” Bridge continued. 

The principal advantage is in- 
creased car stability, resulting in 
improved riding comfort and 
greater safety, especially on curves 
and in crosswinds, Bridge declared. 
He said the wider tread design op- 
erates on the same principle as a 
football player who assumes a 
wide stance for better balance and 
control. 

Another dividend is increased 
underhood space, Bridge said. An 
expanded engine compartment fa- 
cilitates access to engine compo- 
nents. Bridge also explained that 
the five-inch wider track does not 
mean an increase of five inches to 
the overall width of the car. 


‘Dealer Blasted 
By Mobile Paper 


MOBILE, Ala.— Knox McRae, 
| owner of McRae Buick Co., Decatur, 
was assailed by the Mobile Press 
for buying a $4,320 car from his 
| dealership with State Docks funds 
the day after he became director 
of that agency. 


The State-owned car is assigned 
to McRae for his personal and 
business use, it was stated, 


The Press said the purchase order 
| was issued to McRae Buick in 1957 
the day after Gov. James E. Fol- 
som appointed the dealer to the 
$12,000-a-year docks post. 

The newspaper said a 1955 leg- 
islative act provides that the docks 
director: 

“Shall have no financial interest 
|in any harbor facilities or property 
| that the department has acquired 
or may acquire or manage, nor 
| small he have any financial or per- 
sonal interest in any business or 
enterprise of any sort which the 
department deals in the manage- 
ment of the affairs of the facilities 
under the control and jurisdiction 
of the department. e 








Thayer Adds Fiat 
Ralph Thayer Chevrolet, Inc., 
280 S. Main St., Bowling Green, O., 
has been awarded a Fiat franchise 
by Italian Motors, Ine. 








ATTENTION—AMERICA! 


SEE THE REVOLUTIONARY CHEMICAL DISCOVERY 


SYNA-CHROME 


NOW at LAST you can eliminate the 
constant problem of expensive 
RE-CHROME plating. 


Brilliantly Finished 


by Competent Servicemen on Location, 
SAVE 75% OF PRESENT CHROME 
PLATING COST 


“ONE YEAR GUARANTEE™ 


Syna-Chrome Can Be Used on— 


e METALS © WOOD 


© PLASTIC 


Allied Autemotive Distributors Inc. 


BOX ANS, AUTOMOTIVE 































Results, Performed 


e GLASS 
© PAPER 


NEWS, DETROIT 7, MICH. 





26 


AUTOMOTIVE NEWS, DECEMBER 29, 1958 


That’s Year-End Consensus. . . 


5%-Million Year for Cars? 


(Continued from Page 1) 


production to meet the needs of a 
mass market. When consumers 
have confidence, they buy. When 
their confidence falters, they cur- 
tail buying. 

“The automobile industry is al- 
ways severely affected by recession 
because people can postpone new- 
car purchases without seriously 
impairing their ability to have, for 
a time at least, reasonably usable 
transportation. 

“Qn the other hand, when the 
trend is up and the outlook is 
bright, confidence revives and 
sales of automobiles, as well as 
of other durable goods, rise rap- 
idly. This would seem to be the 
situation that exists today. Con- 
fidence is reviving and consumers 
are spending. 

“With a proper selling effort, 1959 
should be a year of substantially 
increased volume in our industry. 
And as reviving confidence produces 
similar effects in other durable 
goods industries, we can anticipate 
further improvement in the level 
of employment and industrial ac- 
tivity generally.” 

+ > 7 
LBERT’S statement 
these observations: 

“As 1958 moves to a close—after 
@ year in which automobile sales 
dropped far below the average of 
recent years—there are many indi- 
cations of a substantial improve- 
ment in the market for cars during 
the coming months. 

“Although it is always hazard- 
ous to make predictions about 
the size of markets, and especi- 
ally about the automobile mar- 
ket, present signs indicate that 
next year the industry could sell 
about a million more cars at 
retail in this country than in 

1958, The estimated number of 
retail sales of passenger cars in 
1958 is approximately 4.6 million, 
including imported cars. 

“We at Chrysler Corp. believe 
that in 1959 the total will be in the 
neighborhood of 5.5 million, And 
with the right combination of mar- 
ket factors, it could go as high as 
6 million, including about 400,000 
imported cars. 

* 


included 


Keasons for Cheer 

“HEF are some of the reasons 
for anticipating a good mar- 

ket for automobiles next year: 

“1. The °59 models have been 
well received by the public. Help- 
ing to excite the consumer’s inter- 
est are many new and attractive 
features, including basic restyling 
and numerous engineering ad- 
vances. 

“The new-model changes are 
sweeping and more impor- 
than in any model year in 
history of the automobile 

with the single excep- 

f 1955, and they should con- 
to be an important market 


t. 

“2 Hundreds of thousands of 
prospective buyers postponed their 
new-car purchases during the 
months of economic uncertainty in 
1958, and we believe a sizable per- 
centage of these people will be in 
the market for new cars in 1959. 

“Retail sales over the past six 
years have averaged nearly 6 mil- 
lion a year, but the widespread 
postponement of car buying pulled 
1958 sales well below this average. 
It is reasonable to expect that, with 
improved economic conditions, 1959 
will come closer to being an aver- 
age year for the automobile in- 


dustry. Seer 


THROUGHOUT 1958 there 
* has been a strong and steady 
demand for used cars, and used-car 
have remained firm. We be- 
this is clear evidence of a 
strong, continuing demand for au- 
tomobile 
could express itself in new-car 
sales in 1959. Higher used-car 
prices will also mean better 
trade-in values for the new-car 
buyer. 
“4. A great many consumers 


mobile installment debts have been 
paid off faster than new debts were 
assumed. From October, 1957, to 
October, 1958, there was a faster 
and steadier decline in automobile 
installment debt than in any 12- 
month period since the end of 
World War II. 

* 


Good Year Generally 


¢ THERE is evidence that 1959 

* will be a very good year for 
business generally. The national 
economy is showing many indica- 
tions that it will continue its recov- 
ery from the recession and expand 
steadily, though perhaps only grad- 
ually, in the year ahead. 

“Surveys indicate growing confi- 
dence among both consumers and 
businessmen, And improvement in 
confidence could mean a real lift 
for business in general and for 
the automobile industry in particu- 
lar.” 

Year-end statements from 
other auto producers were not 
available at press time. Their 
comments are expected to be 
available by next week, 


The truck industry generally is 
reluctant to speak on prospects for 
1959 after suffering from a sharp 
drop in sales in 1958. However, 
many observers who are not di- 
rectly connected with truck pro- 
duction are predicting sale of just 
under a million trucks in the new 
year. 

” * * 

OHN N. BAUMAN, president of 

White Motor Co., is one truck 
executive who is willing to make 
= estimate of the 1959 truck mar- 
et. 


He sees the year as “good, but 
not outstanding” with sales 
climbing 10 percent above the 
total for 1958, He said the heavy- 
truck field in which his firm spe- 
cializes may show a better in- 
crease than the total truck field, 
with rising sales to the construc- 
tion industry and to the heavy 
freight haulers leading the way. 
The Willys organization reported 
that 1958 was not a bad year for 
the company with export sales 
strong. The company has “no rea- 
son to expect that 1959 will not be 
a good year, too,” a spokesman 


said. 
> a * 


Others Are Optimistic 


Aw industry officials are not 
the only businessmen who can 
see a good year ahead in 1959. 
Many industries which sell much of 
what they produce to auto makers 
expect to go up along with car 
sales. 

In addition, those who look at 
the economy as a whole can see a 
better year ahead. 

Bernard T. Frevert, of the in- 
vestment advice firm of Standard 
& Poor’s, said there are indica- 
tions that the nation will com- 
plete its recovery from the recent 


transportation which}, 


A Gift from Chevrolet— 


The value of Chevrolet cutaways exhibited in automotive displays does not end 
with the public show schedules. Larger units, such as the above truck power train, 
ore turned over to schools for shop training courses. Above, Ted Leisenring and 
Howard Johnson, faculty member, look over their Chevrolet gift with Bill Stacy, 
Chevrolet Denver city manager, left, after its presentation to Opportunity School, 


“And throughout the year auto-/| Denver. 





recession in 1959 and take off for 
new record highs. 

He looks for businessmen to 
switch from the inventory liquida- 
tion of 1958 to inventory building 
in 1959. He also expects to see 
Government spending to remain 
high, personal income to increase 
and the overall rate of industrial 
production go above the previous 
record. 

“There would appear to be a 
market for at least the 5.5-million- 
car target on which the industry 
has set its sights,” Frevert said. 

+ * * 
NOTHER observer who sees “a 
minimum sale of 5.5 million 
new cars” is Irving Schweiger, Uni- 
versity of Chicago marketing pro- 
fessor in a statement prepared for 
the American Marketing Assn. 

Schweiger sees the present re- 
covery capable of developing into 
a consumer durable goods boom, 
although he does not expect auto 
sales to “share in this boom to 
the extent they have in other 
good years.” 

He finds new-car prices out of 
line with current income and sees 
little hope for improvement in this 
relationship in the year ahead. 

On the other hand, there are a 
number of factors which tend to 
push up sales, including the in- 
creasing age of large numbers of 
cars in use and the fact that con- 
sumers have greatly reduced their 
auto debts. 

> * 


13-Pct. Boost Seen 


— prospect of a 13-percent in- 
crease in rubber consumption 


Electric Auto 
Unveiled After 


Tests on Coast 


SPOKANE —The Washington 
Water Power Co. is near the end 
of its experimentation for a suc- 
cessful electric automobile, and 
believes it is possible to develop a 
practical model for everyday use. 

The goal is an electric car that 
can be used around town all day 
long and then plugged into any 
conventional outlet in the family 
garage at night so that it will be 
completely recharged and ready to 
go in the next morning. 

Officials of the company believe 
it is possible to develop a practical 
all-electric car. 

The firm unveiled its experi- 
mental car this week. It is a 
converted Crosley sedan built by 
Robert Sewell, a WWP electrical 
engineer. It uses standard or con- 
ventional type storage batteries and 
one motor. It can attain speeds of 
25 to 30 miles an hour. Tests in- 
dicate that with two motors, a spe- 
cially designed drive and specially 
designed batteries, speeds of almost 
60 miles an hour are possible, the 
firm said. 


in 1959 was held out by Ross R. 
Ormsby, president of the Rubber 
Manufacturers Assn. 

In 1958, shipments of replace- 
ment tires increased while sales of 
original equipment tires fell off 
sharply. The result was consump- 
tion of about 1,330,000 tons of new 
rubber in 1958, compared to 1,465,- 
000 tons in 1957. 

The economic recovery in 1959 
should lead to the consumption 
of 1,500,000 tons, Ormsby said. 

“The highest dollar volume in the 
history of tire, battery and acces- 
sory sales” was predicted for the 
new year by Victor J. Holt jr., 
executive vice-president of Good- 
year Tire & Rubber Co. 

His view of 1959 includes “an- 
other record-breaking tire replace- 
ment sales year” and “record high” 
sales of replacement batteries. 

J. W. Keener, president of B. F. 
Goodrich Co., is another rubber 
executive who puts rubber con- 
sumption at 1,500,000 tons in the 
new year. He said that favorable 
demand factors may enable the 
rubber industry to “run a little 
ahead” of the rest of the economy 
in 1959. 

* = = 

OHN C. VIRDEN, chairman and 

president of Eaton Mfg. Co., 
Cleveland, predicted “very satisfac- 
tory profits” for his company in 
1959, if 5.5 million cars and one 
million trucks are produced. 

He said the company is aiming 
at doubling its sales to more than 
$400 million by the end of 1963. 

A 50 percent increase in the sales 
of the auto parts industry was pre- 
dicted for 1959 by Harry Hirsch, 
president of C. M. Hall Lamp Co. 

He said sales of the industry this 
year would amount to about $2.2 


billion, compared to $2.7 billion in| 


1957. The new year’s upswing in 
auto production should push sales 
of parts makers to about $33 
billion, he said. 

The aluminum industry is look- 
ing to 1959 for increased sales, 
expansion of primary capacity 
and “more intensive marketing 
efforts,” according to R. S. Rey- 
nolds jr., president of Reynolds 
Metals Co. 

New and expanded uses of alu- 
minum were highlighted in Rey- 
nold’s statement. He noted that the 
use of the metal in autos was on 
the upswing, that it is being pro- 


moted for use in home construc-| 


tion and that the metal is gaining 
in heavy-duty construction. 
> > > 


More Plant Capacity 


wr current U. S. capacity for 
primary aluminum production 
at 2.15 million tons a year, Reynolds 
said the total would be 2.45 million 
tons by the end of 1959. 

The rise in steel production 
which began last April will con- 
tinue during the first half of the 
new year “and most likely through- 
out 1959,” said Joseph L. Block, 
president of Inland Steel Co. 


The auto industry “will show 
marked improvement,” Govern- 
ment spending for capital equip- 
ment will increase and private 
construction “should show some 
improvement,” he said. 

Block predicted the steel industry 
would produce between 110 and 116 
million ingot tons in 1959, com- 
pared to 85 million tons this year. 


NOTHER steel executive, H. 

Thomas Hallowell jr., president 
of Standard Pressed Steel, Jenkin- 
town, Pa., forecast that capital ex- 
penditures in 1959 will be greater 
“than generally predicted.” 

He said this will aid the gen- 
eral economy and the steel in- 


added. 
Hallowell said businesses must take 
a new look at their inventory 
plans, “It’s just not possible to take 
care of mounting customer require- 
ments from empty shelves,” he 
said. - 
> 


* 
Appropriations Hiked 
To lead industry’s appropria- 
tions for research and market 
development in 1959 will be almost 
twice the size of those for 1958, 
according to Robert L. Ziegfeld, 
secretary-treasurer of the lead In- 
dustries Assn. 
“The lead industry is extremely 
enthusiastic about the future of 
lead, this enthusiasm being kindled 








Blaushild Sees ’59 
No Better than 58 


CLEVELAND. — New-car sales 
in 1959 will about equal those in 
1958, with a pickup in the fourth 
quarter when 1960 models are in- 
troduced, says David Biaushild, 
retiring president of the Cleve- 
land Auto Dealers Assn. and a 
Chrysler-Plymouth dealer, 

Blaushild attributed his fore- 
cast to a poor start on the ’59 
models and the fact that the U. S, 
auto industry is “beset with for- 
eign competition.” 


by the many new applications that 
lead is finding in such rapidly ex- 
panding fields as electronics, atom- 
ics, missiles, thermoelectrics and 
the like,” Ziegfeld said. 

The truck-freight industry ex- 
pects to profit from the general 
economic recovery in 1959, ac- 
cording to J. Robert Cooper, 
president of the American Truck- 
ing Assns. and head of Red Star 
Transit Co., Detroit. 


Truck-freight volume for 1959 is 
expected to be about the same as 
that of 1958, despite a dip in the 
early part of this year. 


Despite the upswing in volume 
of business, a number of clouds 
hang over the trucking industry, 
Cooper said. He listed mounting 
expenses and the proposal that fuel 
taxes be increased. 

> > . 


pPCRBAseD application of auto- 
mation is expected to boost 
conveyor sales above the overall 
rate of capital spending in 1959, 
said J. B. Nordholt jr., president of 
Webster Mfg., Tiffin, O. 

Arthur W. Steudel, president of 
Sherwin-Williams Co., said that 
sales of his company are already 
on the upswing and predicted that 
the paint industry would have a 
good year in 1959. 

Sales are increasing “in every 
Phase of our business,” Steudel 
said. He added that the company 
has reason to believe that 1959 
“will be the greatest year in 
sherwin-Williams’ 93-year his- 
tory.” 

The Commerce Department’s re- 
views of individual industries gen- 
erally hit an optimistic note 

> > © 


Auto Sales Supports 


yw department listed these 
factors are tending to boost 
auto sales in 1959: Increased con- 
sumer confidence, the move to the 
suburbs, improvement in the na- 
tion’s roads, increased industrial 
production, the high rate of scrap- 
page, labor peace in the auto in- 
dustry and increased personal in- 
come. 


The possibility that credit will be 
tightened may restrict sales, the 
department said. 


The department's prediction: 
Auto production in 1959 will total 
5.5 million units, a gain of “at 
least 30 percent over 1958.” 

For the truck industry, the de- 
partment said favorable factors 
include a backlog of demand for 
replacement of equipment, the Fed- 
eral highway program, low inven- 
tories in the field and the fourth 
quarter increase in truck freight 
hauled. 

> > > 

Dr. Gerhard Colm, chief econo- 
mist for the National Planning 
Assn., has indicated that the fourth 
quarter of 1959 will see the nation’s 
economy running more briskly 
than it did in the third quarter of 
1958. The possibility remains that 
the pace will fall somewhat short 
of the full-employment rate. 


* > * 


Projection for 1959 


ASSUMING the present state of 
consumer and business opti- 
mism and some increase in that 
optimism as the recovery continues 
into 1959, Colm offered this projec- 
tion of the changes in store by the 
fourth quarter of next year: 

Inventory liquidation will swing 
over to considerable inventory 
accumulation, there will be a 
good increase in other business 
capital spending and consumer 
buying and other segments of 
the economy will show gains. 

Gross national product will in- 
crease to $488.5 billion, but fall 
short of the $505 billion needed for 
full employment. 








Saturates 15% ot 
your sales potential 


Family Weekly 


is pleased to announce the addition of these four newspapers: 


J \7 The GARY Post-Tribune BRA The DECATUR Herald -Review 


7 \ Long one of Indiana’s outstanding newspapers, the /—~ The nine-county coverage area of the Herald -Review 


= \ 
/ fa Gary Post-Tribune covers Indiana’s second largest market—a embraces the center of Illinois’ oil production and 

VY market with more than a billion dollars in retail sales. It is widely diversified industrial operations. Its retail sales 
the local newspaper for over 96% of all families in the exceed $407 million. The Decatur Herald —Review is 
Gary city zone where 211,357 people live. The Post-Tribune read by practically every family in its home country 
with its circulation of 52,414 will begin distributing and by upwards from 41% in each of the six adjoining counties. 
FAMILY WEEKLY on January 4th. The Decatur Herald—Review, with its 56,370 circulation, 

begins distribution of FAMILY WEEKLY on January 4th. 


7 New 
__\The CLEARWATER Sun < ( The EAU CLAIRE Leader & Telegram 
4 s—~\ 


Bright spot on Florida’s golden Gulf Coast, Clearwater is / / With more than 181,000 people in its six-county coverage area, 
one of the state’s fastest growing cities with an the Eau Claire Leader & Telegram is an influential factor 


increase in population of over 143% since 1950. The Sun is in the area’s $193 million in retail sales. The 

the local newspaper for 37,900 residents of the Leader & Telegram’s weekend edition with 26,166 circulation 
Clearwater city zone, and an important influence on the sales reaches 91% of all families in its home country. Eau Claire 

in giant Pinellas County. With its weekend circulation is one of Wisconsin’s outstanding buying centers. The Leader 

of 17,836, the Clearwater Sun will begin distributing & Telegram begin distributing FAMILY WEEKLY on January 4th. 


FAMILY WEEKLY on January 1ith. 


Now ONE out of every 6% U.S. families 
lives in a market saturated by Fazmily Weekly 


This is the giant market you saturate when your advertising is in FAMILY WEEKLY: 


live in the 548 county coverage area where 


2 6 x’ 5 9, 10 O people FAMILY WEEKLY reaches an average of over 


six out of ten families 
ONE dollar out of every $6.67 spent at retail 


$30,021,545,000 in sales in the entire U-8. is spent in a market satu- 
° ° In FAMILY WEEKLY, h 
4,406,148 circulation of over NINE out of van ‘ian in 175 cities 


FAMILY WEEKLY’s unique pattern of markets and 

depth coverage offers advertisers economical and 

effective penetration of 175 strategically-located 

markets where customers live within easy shopping distance 
of your dealers, and where they spend more for products 
used in the home. Ask your FAMILY WEEKLY 
representative why more and more advertisers are using 
FAMILY WEEKLY to fill out and complete their national 
coverage picture. Call him today. 


Family fmmily | 
ec r Seri 
Weekly J DEMOCRAT} TIMES 


*There are 26,459,100 people in the 548 counties 
where FAMILY WEEKLY offers 20% or more LEONARD S. DAVIDOW ; 
PUBLISHER 


coverage, and where it reaches an average of 3-223 General Motors Building 

over 62% of all families. Detroit 2, Michgan 
CHICAGO 1: 153 North Michigan Ave. 
NEW YORK 22: 405 Park Avenue 
CLEVELAND 15: 604 Hanna Building 


MIAMI 32: Bernard Cashion, Chamber of 
Commerce Building 


SAN FRANCISCO 4: Blanchard- 
Nichols, Assoc., 33 Post Street 


LOS ANGELES 5: Blanchard-Nichols, 
Assoc., 633 South Westmoreland Avenue 














World’s largest retail market that can be reached in such depth with a single medium 
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Durham-Area Dealers 


Name Tiller President 
DURHAM, N. C.—John M. Tiller, 
Johnson Motor Co. (Buick), has 
been elected president of the Dur- 
ham Area Automotive Dealers Assn. 
He succeeds John Emory, Durham. 


Chapel Hill, vice-president. 
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HM-1001 Covers all Dual- 
Range Hydra-Matic Trans- 
missions thru 1958. Over 
250 pages, 500 pictures. 
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FM-1002 Covers all Fordo- 
matic, Mere-O-Matic and 
Turbo-Drive Transmissions 
thru 1958. Over 200 
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in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your 


COMPANY PRESENTS A 


NEW PICTURE-STORY 


MANUAL WHICH COVERS ... 
On-the-Car Adjustments for 
Automatic Transmissions 


CEIM-1004) SEVEN BOOKS IN ONE 


This picture-story manual covers 
these seven transmissions: 


1. Standard and Dual Range 


satisfaction. 


Flashaway 
3. Fordomatic, Merc-O-Matic, 
Turbo-Drive 
4. Powerglide 6. PowerfFlite 
5. Dynafiow 7. TorqueFlite 






HM-1003 Covers all Con- 
trolled Coupling Hydra- 
Matic Transmissions (Jet- 
away, Strato-Flight, Flash- 
away) 1956-1958. Over 


\In Credit Volume This Year 


| “reasonable optimism” about an in- 


Stromberg Offers 
Hi-Fi Auto Radio 


Front 





re-| like period of last year. Receivables 

Coolidge Elkins, Elkins Motor| ported its consolidated net earnings outstanding on Sept. 30 amounted 
Co. (DeSoto-Plymouth), was elected|in the first nine months of 1958| to $824,300,632, compared to $941,- 
secretary-treasurer, and Pat Pope,| totalled $14,837,251, down 1.7 per- | 566,497 a year earlier. Purchases of 
cent from the $15,100,073 for the 


retail auto paper in the first three 
quarters totalled $401,738,830, down 
from the $548,107,327 for the like 
period of 1957. 

Chairman Robert L. Oare traced 
the 1958 declines to lower auto sales 
and said “a general resurgence of 
public interest in the automobile 
market” should reverse the trend 
in the months ahead. 

: k 


McLouth Reports Drop 


In 9-Month Sales, Profit 


McLouth Steel Corp., Detroit, 
reported a profit of $5.1 million 
on sales of $112.4 million in the 
first nine months of 1958. In the 
like period of last year, profits 
were $7.5 million on sales of $136.9 
million. 

In the third quarter of this 
year, the company earned $2.8 
million on sales of $47.9 million, 
compared to earnings of $2.2 mil- 
lion on sales of $46 million in the 
like quarter of last year. 

* _ * 





Auto Finance Sees Gain 





A below-average decline in vol- 
ume in the last fiscal year and| 


crease in volume in the year ahead | 
was reported to stockholders of 
Auto Finance Co., Charlotte, N. C., 
by President E. P. Latimer. 

He said that while new-car sales 
were off 28 percent, retail financing 
volume of American Discount Co., 
principal operating subsidiary of 
Auto Finance, was off by less than | 
8 percent in the year ended Aug. 





ROCHESTER, N. Y.—Stromberg- 
Carlson is manufacturing and mar- 
keting high-fidelity auto radios for 
the new-car market, according to 
A. G. Shifino, general manager of 
|the company’s special products di- 
| vision. Stromberg-Carlson is a divi- 
|sion of General Dynamics Corp. 
| The new radios will be marketed | 
through automotive radio and spe- 
cialty distributors on a national 
basis, according to Robert E. 
O’Brien, general sales manager of 
the special products division. Many 


i 








250 pages, 600 pictures. 





distributors already have been ap- 
|pointed in the East, he said. 

| The initial sets have been de- 
signed for the '59 Ford, Plymouth 
and Chevrolet, and additional mod- 
els for other makes will be supplied 
soon. Stromberg-Carlson has been 
making auto radios since 1933. 


M-E-L Promotes 
Moriarty, Ratliff 


DEARBORN. — M-E-L division 
last week appointed W. J. Moriarty 
assistant to the general sales man- 
ager and E. E. Ratliff staff assist- 
ant to the general manager and 
the assistant general manager. 
Both are newly established posi- 
tions. 

Moriarty joined Ford in 1947 as 
a finance staff analyst and most 
recently was administration man- 
ager for M-E-L. In his new post, 
he will devote primary attention to 
the coordination of marketing pro- 
grams for the division’s car lines. 

Ratliff joined the corporation's 
product planning office in 1953. 
Since last June, he had been staff 
assistant for operating plans in the 
M-E-L general manager’s office. As 
part of his new post, Ratliff be- 
comes secretary of M-E-L’s operat- 
ing committee. 


Dealer’s Ex-Wife Asks 


$1.5 Million for Stock 


LOS ANGELES.—Under terms 
of a property settlement in a 
divorce case, Eleanor Von Neu- 
mann was awarded half the stock 
owned by John Von Neumann in 
Competition Motors Distributors, 
Inc., Southern California Volks- 
wagen distributorship. 

Von Neumann’s attorney said 
Mrs. Von Neumann had agreed 
to sell the stock back to the auto 
dealer for $1.5 million. 





| 081, compared with $63,087 a year 


| period a year ago, according to G. 
|P. MacNichol jr. presidént of 
| Libbey-Owens-Ford Glass Co. 


|to Robert D. Black, chairman. 


31. Consolidated earnings for the 
year were $1,297,000, compared to 
$1,454,000 in the previous year. 

* * * 


Motor Wheel Reports Loss 


Of $224,431 in Nine Months 


’ Motor Wheel Corp. reported net 
sales in the first nine months were 
$35,248,341, compared with $50,004, 
815 for the similar 1957 period. 
Reduced sales resulted in a net 
loss of $224,431, compared with a 
net profit of $537,087 for the similar 
months a year ago, the firm said. 
* cad * 


Leece-Neville Reports 
Decline in Sales, Profits 


Leece-Neville Co., Cleveland, re- 
ported sales for the fiscal year 
ended July 31 were $10,337,021, 
compared with $12,069,239 in 1957, 
a reduction of approximately 14 
percent. 

Net profits after taxes were $43,- 


ago, according to P. H. Neville, 
president. 


9-Month Profits | 
Of L-O-F Tumble | 


Net earnings for the first nine 
months of 1958 dropped more than 
$7 million from the comparable 





The nine-month net totalled $11,- 
091,809, compared with $18,206,434} 
in 1957. 

MacNichol said sales and earn-| 
ings jumped substantially in the} 
third quarter as a result of greater | 
building activity and larger use of 
safety plate glass in most 1959 


autos. 
* = 


Sales and Earnings Drop 
At American Metal Products | 


Net sales of American Metal! 
Products Co. during the nine 
months ended September 30 


| 





|} amounted to $33,675,008, compared 


with $56,461,633 in the correspond- 
ing period of 1957. 

Net earnings amounted to $1,064,- | 
702, compared with $3,888,051 in the | 
1957 period. 


Black & Decker Reports 
Profits Off by $2 Million | 


Consolidated net sales of Black &| 
Decker Mfg. Co. for the fiscal year| 
ended Sept. 30, were $43,527,022, | 
down 16.9 percent from the record 
$52,398,544 for fiscal 1957, according 


Consolidated net earnings also 
were down, totalling $3,262,134. This 
compares with a consolidated net 
of $5,551,719.in the previous year. 

> > 


CCC Reports Dip 


In Net Income 


Commercial Credit Co. reported 
net income for the nine months 
ended Sept. 30, was $19,996,790, com- 
pared with $20,532,687 for the rela-| 
tive period of 1957. 

The combined net earnings of the 
finance and insurance subsidiaries 
for the nine months showed an in- 
crease of $962,701 over the cor- 
responding period of 1957, there- 
fore, the decline of $535,897 in 
overall earnings is accounted for 
entirely in the drop in earnings of 
the manufacturing companies, CCC 
said. 

These companies had earnings of 
$1,265,230 for the nine months, com- 
pared with $2,763,828 for a like pe- 
riod in 1957, or a decline of $1,- 
498,598. 

Consolidated net income for the 
third quarter was $6,645,781, com- 
pared with $7,113,655 for the third 
quarter of 1957. 

Consolidated gross income for the 
nine months was $125,678,430, com- 
pared with $128,818,440 for the cor- 
responding period of 1957. 

Consolidated net income before 
interest and discount charges and 
before taxes for the nine months 
was $70,103,964, compared with $73,- 
011,051 for the like period of 1957. 

* 


Mohawk Rubber 


Mohawk Rubber Co., Akron, nine- 
month report, 1958 vs. 1957: Net 
profit after tax, $790,000 and $372,- 
000; sales, $18,194,000 and $15,126,000. 

* * 7 





Hastings Net Soars 
Hastings Mfg. Co. reported net 
earnings of $397,311 after taxes in 
the nine months ended Sept. 30, 
compared with $74,062 in the corres- 
ponding period a year ago. 


New Bearings 
Said to Eliminate 


Grease Fittings 


DETROIT.—American Metal 
Products Co. has announced devel- 
opment of Fiberglide nonlubricated 
lifetime fabric bearings. The com- 
pany said the bearings are sched- 


uled to be produced for use on at AME! 
least one 1960 automobile. Rar 

“Complete elimination of grease CHR 
fittings will be made possible by Chr 


these bearings which make possible lr 
maintenance-free automotive steer- 











ing and suspension,” said Frederick Def 
C. Matthaei jr. AMP engineering Doc 
and research vice-president. Ply 
Mass production techniques using FORI 
special equipment developed by Eds 
AMP have brought the cost of the F 
new bearing down to that of pres- oF 
ent conventional bearings, the com- Lin 
pany said. Me! 
AMP said the manufacture of GEN] 
Fiberglide bearings was made pos- Bui 
sible by the development of Teflon - 
fiber by duPont. This fiber is one C 
of the slipperiest materials known Che 
and has the lowest coefficient of Old 
friction of any fiber. Por 
In its automotive application the S-P ¢ 
Fiberglide bearing consists of a 
spherical ball stud around which a Pac 
woven Tefion fiber socket is molded Stu 
on assembly into a metal housing. 
The high-load carrying ability of Tot 
Tefion fibers, plus the perfect con- aS 
firmation obtained through molding *Revin 
on assembly, gives long, trouble- **Ame! 
free life to this bearing, according °e*For 
to AMP. 
cimegnenmnain & 
Auto Boats Hibernate i 
BUFFALO.—Water shipment of 
automobiles from Detroit to Buffalo 
has come to a close with the arrival 
of the freighter T. J. McCarthy with 1 
the season's final cargo of new cars. CHE 
Weather conditions will prevent DIAM 
further lake shipping until spring. DIVC 
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January Rate Hiked 10% ... 


Output of °59 Models 


m: mm: |xceeds 1% Million 


(Continued from Page 1) 


with current estimates for the year 
| set at 1,075,000 units. This year the 


868,451 units. 

Truck output for the first quar- 
ter of 1959 is estimated at 265,000 
units, and will be increased to 
an estimated 295,000 units in the 
second quarter. That would give 
the truck manufacturers 560,000 
assemblies for the first half of 





New-Model Output 
At Year’s End 


Eprror’s Note: Production of 
59 cars in 1958 vs. output of 58s 


in 1957. 
| *°SO "68 
| Models Make Models 
1— 386475 Ford 356,786— 2 
2— 369,754 Chev. 398,152— 1 | 
3— 123,916 Buick 108,797— 4 
4— 110,973 Plym. 143,961— 3 
5— 107,870 Olds. 93,229— 5 
6— 107,146 Rambler 51,332— 9 
7— 83,261 Pontiac 80,628— 6 
8— 47,415 Dodge 72,607— 7 
| 9 43,203 Mercury 48,322—10 
10— 35.853 Cadillac 32,276—11 
| 1l— 32,264 Stude. 27,619—13 
12— 18,129 Edsel 54,607— 8 
13— 14,541 DeSoto 28,510—12 
14— 13,032 Chrysler 25,244—14 
|} 15— 8,211 Lincoln 11,970—15 | 
| 16— 5,460 Imperial 7,775—16 | 
| Packard 877—17 
Total 
| 1,507,503 1,542,692 
720,654 GM 713,082 
456,018 Ford 471,685 
191,421 Chrysler 287,097 
| 107,146 AMC 51,332 
32,264 S-P 28,496 
1,507,503 1,542,692 





Bill Would Require 


Calif. Cars to Have 


Antismog Devices 


SACRAMENTO, Calif—aA bill to 
require that every motor vehicle .in 


California must be equipped with |‘ 
a catalytic afterburner or any other | 


approved device to eliminate ex- 
|haust fumes will be introduced in 


Week Week 
Ended Same Ended Output, 
Dec. 27, Week, Dec. 20, December, 2 88, ens “21, 
1958 1957* 1958* To Date Miset* 1958 
AMER. MOTORS** 5,900 2,698 7,797 =628,048 9=113,277 213,796) 
SITE * scepscuricitsszescosecte 5,900 2,698 7,797 28,048 108,371 213,796) 
CHRYSLER CORP. .... 11,050 6,644 680 31,973 1,221,451 
EID ~ cissivebeoresosmneseeve 1,200 Cae - anne 3,213 118,626 48,753 | 
SEE. socieviaiersrorniies 450 133 482 1,889 37,963 13,540 | 
IID » coeesesstapsvocssionetiiies 800 67 32 1,984 117,727 35,817 
II. -secscondivindinventocatieecte 2,600 606 60 5,159 292,537 112,245 
SEED essincesiseniecnes 6,000 5,383 106 19,728 654,598 361,961 
FORD MOTOR*** -. 29,327 23,931 43,127 155,589 1,877,042 1,201,358 
SITE. cilncaneciiunsinceenaientini 1,385 395 1,925 7,052 54,412 25,802 
Ford 23,770 22,988 35,229 125,760 1,511,684 1,024,194 | 
Lincoln 640 548 856 3,261 37,399 25,522 
Mercury a ; 3,532 sii 5,117 19,516 273,103 125,840 
GENERAL MOTORS .. 58,228 46,097 81,023 300,101 2,800,033 2,135,343 
Buick 7,084 6,905 10,616 39,878 405,873 253,215 
Cadillac 2,856 2,025 3,778 15449 152,551 123,683 
Chevrolet .... . 84,000 24,583 45,866 169,057 1,512,355 1,236,583 
Oldsmobile 7,588 6,532 11,024 40,838 388,088 306,016 
Pontiac 6,700 6,052 9,739 34,879 341,166 215,846 
S-P CORP. 2,216 575 3,334 12,214 73,202 55,186 
Packard 153 . ; : ‘ 5,494 1,745 | 
Studebaker 2,216 422 3,334 12,214 67,708 53,441 | 
Total Cars, U. 106, 721 _ 79,945 135,961 527,925 6,085,005 4,177,999 | 
*Revised 
**American Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Dec. 27, Week, Dee. 20, December, Dec. 28, Dec. 27, 
1958 1957* 1958* ToDate 1957* 1958 
CHEVROLET 6,400 4,141 10,141 33,972 350,143 274,285 
DIAMOND T ........ 150 76 153 598 5,786 5,878 | 
DIVCO 36 57 174 2,767 2,759 
DODGE 6380 : 1,887 6,241 76,601 57,822 
FORD 4,330 3,961 5,590 23,420 335,299 239,711 
GMC 1,100 1,030 1,600 6,094 68,302 60,494 
INTERNATIONAL 1,485 : . 120,815 79,604 
MACK*** 300 279 298 1,140 17,525 14,028 
STUDEBAKER 250 70 450 1,345 9,338 10,346 
WHITE*** 275 252 428 1,544 18,767 17,233 
WILLYS . 1,100 930 2,714 8,652 60,679 90,207 
MISCELLANEOUS** 52 47 77 283 4,364 4,387 
Total Trucks, U. S. .. 14,637 12,307 23,395 83,463 1,070,886 856,754 
Total Cars, Trucks, 
Uv. 8. 121,358 92,252 159,356 611,388 7,155,891 5,034,753 
Total Cars, Trucks, 
Canada 6,495 5,912 9, es7 4,127 411,059 350,533 | 
Grand Total, 


Cars and Trucks, 
U. S. and Canada 





*Revised. 


*®*Miscelianeous includes Corbitt, Marmon-Herrington, 


127,853 96,164 


168,393 _ 005,515 1,566,950 5,385,286 | 


Federal, Four Wheel Drive, etc. 


***Autocar, Freightliner, Reo and Sterling are included in White totais; Brockway in 


Mack totais. 


N.B. All U. 8. totals include cars and trucks for military orders. 





Two Seiad States it 
Opposite Tax Stands 


MANCHESTER, N. H.—Two 
directly opposite developments have 
been reported in New Hampshire 
and Vermont with respect to stock- 
in-trade taxes on dealers’ auto 
stocks. 

In New Hampshire, Rep. Laur- 
ence M. Pickett, Keene Dem- 


SEC Chairman 
Apologizes to Ford 
On Stock Hassle 


WASHINGTON. — The Securities 
& Exchange Commission chairman 
last week apologized to Ford Motor 
Co. for having implied in a speech 
that Ford illegally publicized its 
offering of common stock in 1956. 

Edward N. Gadsby reportedly 
wired his apology to William T. 
Gossett, Ford general counsel, who 
had protested Gadsby’s remarks. 

Gossett insisted that Ford had 





‘not generated advance publicity for 


its stock offering. Gadsby was not 
with the SEC at the time Ford 
stock was placed on the market. 





ocrat, said he had asked the At- 
torney General's office to draft a 
bill for the 1959 Legislature which 
‘would exempt autos and appliances 
taken in trade on new merchandise 
from the stock-in-trade levy. 

The Pickett proposal would not 
exempt used-car dealers from the 
tax, but would free new-car dealers 
from paying the levy on used cars 
taken in trade. 

In Vermont, James Alexander, 
chairman of the legislative commit- 
tee of the Vermont Assn. of Listers 
and Assessors, said the organiza- 
tion would sponsor a bill in the 
Vermont Legislature to impose a 
stock-in-trade tax on both new and 
used cars. 

He said the VALA favored taxing 
all motor vehicles put up for sale 
by dealers and agencies in the same 


manner that “all other stock in 
trade is taxed.” 


Similar measures have been in- 
troduced —and defeated—four or 
five times at previous sessions of 
the Vermont lawmakers, Alexander 
said, 


| the Legislature next month by As- 


semblyman Thomas M. Rees, of | 
Los Angeles. 

Asked if there is such a device} 
;}now, Rees replied: 


they do.” He expressed hope that 
eventually the auto makers will 
build exhaust killers into new cars. 

Rees said he also would introduce 
a bill to empower the State Depart- 
ment of Public Health to act on a 
statewide basis against air pollu- 
tion. At present, the State leaves 
smog control to local districts. 

Meanwhile, Los Angeles Super- 
visor Kenneth Hahn wrote his sixth 
letter in as many years to the 
presidents of the Big Three asking 
them to install smog-control de- 
vices on all 1960 cars. 

He said such equipment would 
be a safety device and declared: “TI 
have gained the impression that the 
industry considers air-pollution 
control not as important as new 
styling, grille design and more 
horsepower.” 


Dodge and Dybvig 
Named Dana V-Ps 


NEW YORK.—L. L. Dodge has 
been elected administration vice- 
president and C. C. Dybvig sales 
vice-president of Dana Corp. All 
other officers were reelected for 
1959. 

Dodge, a veteran of more than 
30 years in the automotive indus- 
try, had been assistant general 
sales manager. He joined Dana in 
1948 on special assignment to the 
president, after 22 years in various 
financial posts with General Mo- 
tors. 

Dybvig joined the Toledo-based 
firm in 1954 as general sales man- 
ager. 





1959, compared with 443,066 com- 
mercial-car assemblies during the 


572,316 | industry will build an estimated] first half of this year. 


Commercial-car output for De- 
cember is estimated at 95,160 units, 
compared with 86,393 assemblies 
during the same month last year. 

ad aa oe 
PRODUCTION of an estimated 
106,721 cars last week and hopes 
of building another 66,000 cars dur- 
ing the last three days of the month 
will give the industry an estimated 
594,051 car assemblies for Decem- 


ber. 


Original projections for the 
month were 600,000 assemblies, but 
heavy strike activity at Chrysler 
Corp. for an 18-day period erased 
all chance for the industry to attain 


| that goal. 
| Most manufacturers worked 


4%-day schedules last week be- 
cause of the Christmas hiatus. 
Similar schedules are to be in- 
| voked this week. Heavy Saturday 
operations by most makers are 
helping offset losses brought 
| about by both Christmas and 
New Years. 

Last week’s 106,721 car assemblies 


Sponsors Gloomy .. . 








Sioux Falls 


DETROIT.—Add Sioux Falls, 
is. D., to the list of cities in which 
auto shows have fallen below ex- 
pectations this season. The five-day 
affair drew only about 10,000 per- 
sons. 

A spokesman for the sponsoring 
Sioux Falls New Car Dealers’ Assn. 
said: 

“Any show that attracts this 
many people certainly can’t be con- 
sidered a total failure, but those 
associated with the promotion are 
most disturbed about our inability 
to attract people in sufficient num- 
bers to make the event a financial 
success, as well as an artistic suc- 
cess.” 

Earlier this season smaller at- 





tendances were reported for shows | 


in Detroit, St. Paul, St. Louis, 
Houston and Philadelphia. But Los 


$150,000 Fire Hits Deal 





LAKE CITY, 8S. C—A fire did} 


| damage estimated at $150,000 to 


P. C. Brown Motors, Inc. (Chrysler- | 


“Detroit will| Plymouth), on Highway 52, Wilbur 
say they don’t have one. I think/B. Brown is president of the firm. | 








Knows Her Delawareans— 


29 


compared with 135,961 units a week 
earlier, and 79,945 assemblies dur- 
ing the corresponding week a year 
go. 

Truck output last week was 
estimated at 14,637 units, compared 
with 23,395 assemblies a week 
earlier, and 12,307 units during the 
week ended Dec. 28 a year ago. 


* * * 


ANADIAN manufacturers 

turned out an estimated 6,495 
cars and trucks last week, com- 
pared with 9,037 vehicles a week 
earlier and 3,912 car and truck 
assemblies during the week ended 
Dec. 28 last year. 

A breakdown of Canadian opera- 
tions showed the makers producing 
5,610 cars and 885 trucks last week, 
compared with 7,681 cars and 1,356 
trucks a week earlier. 

* * * 


Chevrolet Output Mark 


Topped 2nd Week in Row 


DETROIT.—Chevrolet established 
new output marks in car assem- 
blies and combined car and truck 
output during the week ended 
Dec. 20. 

The 45,866 cars built during the 
week erased the former high of 
45,305 units turned out the previous 
week, and the combined output of 
56,007 cars and trucks during the 
week surpassed the former high of 
54,268 assemblies during the week 
ended Dec. 13. Christmas lowered 
Chevrolet rates last week. 


© 





Show Sags 


Angeles reported a record turnout 
and crowds also were larger at 
shows in Spokane and Phoenix, 
Ariz. 

Meanwhile, the Mansfield (0O.) 
Auto Dealers Assn. announced it 
will stage its second annual show 
Jan. 30-Feb. 1 in the North Lake 
Park Coliseum. Last year’s affair 
drew about 6,000 visitors. 





Maine Clarifies Ban 


On U. C. Warranties 


AUGUSTA, Me.— State Insur- 
ance Commissioner George F. 
Mahoney has clarified his edict 
banning warranties on used cars 
sold by Maine dealers. 

The ban on further issuance of 
warranties applies only to those 
firms which charge a fee in re- 
turn for taking the risk on 
second-hand car sales, he ex- 
plained. Warranties made and 
backed by the dealership itself 
would not be affected, he said. 





Mrs. J. Caleb Boggs, second from right, wife of the Governor of Delaware, takes 
possession of a new Pontiac which she won in a Wilmington (Del.) radio contest to 


correctly identify the broadcast Voices of 20 prominent Delawareans. 


From left are 


David L. Pierce, Pontiac district’ manager; Gov. J. Caleb Boggs; Anthony Ursomarso, 
president, Union Park Pontiac,, |nc., where the car was delivered; Boggs’ daughter, 
Marilou; Mrs. Boggs, and Jackson Lee, manager, Radio Station WILM, sponsor of 


the contest. 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


A central headquarters for basic 
research, consultation and informa- 
tion in the field of color has been 
established by Interchemical Corp., 
a pioneer in the application of 
scientific color principles to the 
field of chemical coatings. 


Director of the center is F. L. 
Wurzburg jr. The center is located 
at Interchemical’s Central Research 
Laboratories at 432 W. Forty-fifth 
St., New York, where existing color 
facilities have been renovated and 
improved for the unit. 


Basic research will be conducted 
on improved techniques for color 
matching and improved methods 
for establishing color standards and 
tolerances. Similar color informa- 
tion and assistance will be available 
to advertising agencies, industry as- 
sociations, and other groups inter- 
ested in the field of color, officials 
said. 

* > > 
Geyer-Morey Merger 

B. B. Geyer, chairman of the 
board of Geyer Advertising, Inc., 
and Sylvester M. Morey, president 
of Morey, Humm & Warwick, Inc., 
have announced the merger of the 
two organizations, effective Jan. 1. 
It will be known as Geyer, Morey, 
Madden & Ballard, Inc., and have 
offices in New York, Detroit and 
Dayton, Ohio. 

At the same time, Edward D. 
Madden, president of Keyes, Mad- 
den & Jones, Inc., announced his 
resignation to join Geyer, Morey, 


Obituaries 


George W. Helmick 

FARMER CITY, Ill.—George 

mick, 99, a former Maxwell 
dealer here, died oe &* 


Alo Casimir Kalk 
SANTE FE, N. M.—aAloysious Casimir 
Kalk, 45, manager of Motorsport, a sports 
car dealership, was killed Dec, 20 when 
his auto overturned and plunged into «a 
ditch. 


W. Hel- 
and Ford 


. * * 
Archer 
CORPUS CHRISTI, Tex.—Harry Archer, 
| ome of the city’s first dealers, died 
Dec. 14 in San Benito. He handled Cadillac, 
Chevrolet and Chrysler Corp. cars at dif- 
ferent periods. 
. * * 
Thad Chase Leach 
ST. ALBANS, Vt.—Thad Chase Leach, 
7i, a former dealer here, died at his home 
in Clearwater, Fia., Dec, 12. 
. * . 
Stanley L. Reed 
DETROIT.—Staniey L. Reed, 65, who 
retired July 1 as an assistant general 
manager of Chevrolet's truck department, 
died of a heart attack Nov. 14. A former 
AMA contest-board member, he joined 
Chevrolet in 1936 and supervised Chevro- 
let's 100,000-mile truck endurance runs 
in the late ‘30s. D. é 
. 


Arthur Kumpf 
DENVER.—Arthur Kumpf, 73, president 
of Kumpf Motor Co., died Dec. 16. A 
native of Buffalo, he joined Pierce-Arrow 
there in 1903 and later drove for the firm 
im racing and endurance tests in the U. 8. 
and Burope. In 1919, Mr. Kumpf opened 
a Pierce-Arrow dealership in Denver. He 
switched to Lincoln in 1936 and added 
Mercury two years later. Mr. Kumpf was 
& past president of the Metropolitan Den- 

ver Automobile Geotees Assn. 

* * 


Charlies B. Robertson Jr. 
RICHMOND, Va.—Charies B. Robert- 
son jr., 63, a former dealer, died Dec. 12. 
He was a former NADA vice-president and 
director. 


* * * 
Charles H. Vick 
SALEM, Ore.—Charies H. Vick, 90, who 
with his three brothers operated the city’s 
first Ford dealership, died of a heart at- 
tack. 


John A. McCall 
ROCHESTER, N. Y.—John A. McCall, 
69. former coproprietor of one of the 
country’s earliest Ford dealerships, died 
Dee. 15. About 1915 he and a brother, 
Harold, took over McCall Ford, which had 
— founded by their father, James Mc- 
The firm closed after the death of 

fraroid McCall = years 260. 


hon D. Beewell 
PARIS, Tex.—Eldon D. Boswell, 68, 


Madden & Ballard and has been 
elected vice-chairman of the board. 


Sam M. Ballard, president of 
Geyer Advertising, Inc., has been 
elected president of the combined 
agency, Morey is chairman of the 
board, and Geyer is chairman of 
the executive committee. The other 
members of this committee are 
Morey, Ballard and Madden. 

Headquarters of Geyer, Morey, 
Madden & Ballard will be in the 
Fuller Building, 595 Madison Ave., 
where Geyer Advertising occupies 
four floors. Present offices of Morey, 
Humm and Warwick are in the 
Empire State Bldg., 350 Fifth Ave. 

Approximately $30 million in bill- 
ings will be represented in the 
Geyer, Morey, Madden & Ballard 


and Morey, Humm & Warwick, 
totalling 300 people, will be retained 


intact. 
* + 


Trucking Magazine Sold 


Western Trucking, pioneer 
Western fleet magazine, has been 
sold to the publishers of Motor 
Transportation magazine. 

Western Trucking, established 
as Western Truck Owner in San 
Francisco in 1922 and later 
known as Western Motor Trans- 
port, is to become a part of Motor 
Transportation, an independently 
owned fleet magazine. 

* * & 


|Mautner Gets AALA Account 


The American Automotive 
Leasing Assn. has named Maut- 
ner Agency, Milwaukee, to handle 
its public relations program. 

The AALA represents leasing 
companies in long-term leasing 
to governmental bodies, financial 
circles, the automotive industry 
and the nation’s transportation 
fleet users. 

* * * 


U. S. News Elects Sweet 


United States News Publishing 
Corp., publisher of U. 8S. News ¢& 
World Report, has elected John H. 
Sweet as president and publishing 
director. Sweet joined the magazine 
in 1946 and has been executive vice- 


New-Car Dealers 
Show Increase 


In Dollar Sales 


WASHINGTON.—Sales of new- 
car dealers in October amounted to 
2,055 million, 7 percent above the 
total for September but 14 percent 
below the figure for October of last 
year, the Commerce Department re- 
ported. 

Sales in the first 10 months 
amounted to $22,550 million, off 16 
percent from last year’s total. 

The sales of all retailers in the 
U. S. totalled $17,360 million in Oc- 
tober, 6 percent above September 
and 2 percent above the October, 
1957, total. 

October volume of tire, battery 
and accessory dealers was $205 
million, 9 percent ahead of the 
September total and 7 percent 
above the October, 1957, total. 

Service station sales amounted to 
$1,384 million in October, 3 percent 
above the September figure and 8 
percent ahead of the October, 1957, 
total. 

Sales of automotive equipment 
and tire-tube wholesalers in Octo- 
ber reached $426 million, up 10 per- 
cent from the previous month and 
5 percent above the total for Octo- 
ber of last year. 


M-E-L Summons 
P & A Council 


DEARBORN.—A clinic on deal- 
ership parts and accessories man- 








~|agement will bring delegates from 


m had operated the dealership since 1919. 
= seven years before that, the company 
sold motorcycles and bicycles. Mr. Dooley 
had been president of the Somerville Area 

Chamber of Cameares four years, 

. . 
Verne E. Minich 

MISHAWAKA, Ind.—Verne E. Minich, 
founder of Wheelabrator Corp. and honor- 
ary chairman of the board, died Dec. 13, 
a New York City hospital following 


in 
an iliness of several months, He was 91. 


Mercury, Edsel and Lincoln deal- 
erships to Detroit Jan. 5 for the 
national parts and accessories man- 
agers council of M-E-L division. 
Subjects for discussion include 
scheduling and distribution, pack- 


aging, ordering, traffic and trans-. 


portation, catalogs and publica- 
tions, product information, training, 
displays and equipment, and mer- 
chandising. 


agency. Complete staffs of Geyer| 





president of the corporation for the 
past seven years. 

David Lawrence, who has been 
president, will continue to serve as 
editor of U. 8. News & World 
Report and chairman of the board. 

Other officers reelected were 
Owen L. Scott, vice-president and 
executive editor; Harold L. Behlke, 
vice-president and advertising di- 
rector; Anthony R. Gould, vice- 
president and business manager; 
Walter L. Brauer, treasurer, and 
Harold M. Wells, secretary. 


Larsen Wins PI Award 


Roy E. Larsen, president of Time, 
Inc., has been selected as the re- 
cipient of the Advertising Award 
for 1958 sponsored by Printers’ Ink. 
This gold medal award is given 
annually to an outstanding member 
of the advertising community for 
lifetime achievement — services 
spent in the highest tradition of the 
advertising business. 

Formal presentation of the 34- 
year-old award to Larsen will be 
made during Advertising Week on 
Feb. 10 at a luncheon-reception at 
the Waldorf-Astoria Hotel, New 
York. 

* * = 
Personnel Changes 


Ralph S. Gallagher from assist- 
ant marketing manager to market- 
ing manager of Life magazine, suc- 
ceeding Charles W. Hanson, who 
was appointed advertising sales 
manager of Life ... Donald Kirk- 
land from advertising staff of 
Redbook magazine to advertising| 
sales staff of Suburbia Today ... 
A. G. Wahle from management 
staff of the corporation’s general 
sales office to manager of Chrysler 
Corp. sales promotion . . . Darrell 
C. Roberts from executive assistant 





to the president to administrative 
vice-president of MacManus, John 
& Adams, Inc., Bloomfield Hills, 
Mich. 


ATA Cites Newspaperman— 


There were big smiles all around the National Press Club when George Beveridge, 


third from right, 


reporter for the Washington Star, received a $700 check in this 


year's Ted V. Rodgers Journalism Awards. Beveridge, a Pulitzer Prize winner, received 
the Rodgers prize for his series on growth problems of metropolitan Washington, 


“Metro-City of Tomorrow." Annual 


awards are made for published articles and 


editorials on highway use and improvement and are sponsored by Trailmobile, Inc., 
as a member of the ATA Foundation. Attending the presentation are, from left to 


right, John B. Hulse, managing director, 


jr., associate editor, 


Trailmobile public relations manager; 
ATA Foundation. 





Firestone Notes 
Profit, Sales Dips 


In Fiscal Year 


AKRON.—Reduced shipments of| 
original-equipment tires and lower | 


defense volume cut back sales and | 


Washington Star; Walter W. Belson, 
| Arthur C. Butler, director, National Highway Users Conference; Beveridge; Dick Abels, 
Henry Liebschutz, 


Truck-Trailer Mfgs. Assn.; Newbold Noyes 
secretary, ATA Foundation; 


assistant to the chairman, 
this year, compared with $61,692,000 


in the previous fiscal year. 
The company said sales of re- 


| placement tires were at a record 
| high level in the most recent fiscal 
| year and the profit for the August- 


October quarter was the highest for 
any quarter in company history. 


The prospect of increased sales 


profits of Firestone Tire & Rubber) of all types of new vehicles in 1959 


Co. in the fiscal year ended Oct, 31.) 


plus a strong market for replace- 


Sales for the year amounted to| ment tires led Firestone to observe 


$1,061,591,000, compared with $1,- 
158,884,000 in the previous year. 
Profit after taxes was $53,752,000 


How Nation's Salesmen Meet... 


Practical Problems of Selling 


FAVORABLE criticism of a 
prospect’s car can lose a sale, 
and yet it is a problem that comes 
up on almost every deal because 
of the details involving trades. 
Clifford Nevins, sales manager 
of W. A. Smith Motors, Inc. 
(Ford), Sedalia, Mo., developed a | 
sale that took almost two months | 
to complete by refraining from | 
adversely criticizing a prospect's 
auto, Said Nevins: 
It was soon obvious that this | 
prospect had not 
Sales come to me first. 
Case He had shopped 
Histories 


I discovered he had 
really shopped the | 
town and area. 

The subject of the trade took 
the stage in the first conversa- 
tion. It was a °’49 and although 
in good condition, it just wasn’t 
a car that I wanted on the used- 
car lot. | 

We'd have to get rid of it asa 
clunker but I refrained from tell- 
ing the prospect that because I 
saw right away that he liked this 
car and that he was proud of the 
performance it had given him. 

He also tipped his hand in 
saying that other dealers had 
told him it was a clunker, that 
it would have to be junked and 
consequently could not allow 
him much, 

The thought occurred to me 
that here was a sales problem 
that would be fun to see if it 
could be resolved. Ive always 
been glad that I did, because by 
the experience gained I have 
closed other deals in a much 
shorter time. 

Obviously this prospect ex- 
pected me to criticize his car. 
Since it was our make, I told him 
I would be foolish to make any 
adverse criticism because I 
wouldn’t be telling the truth. I 
told him it was a good car in 
the first place and because he had 
given it good care, it was still a 
good car as far as transportation 
was concerned. 

a ak o* 

I TOLD him the only place 

where time had run out on his 
car was in the modern styling 
and that I didn’t expect a new 
one would give him any better 
service than he had received from 
his present car. 

He asked for a trade price 


around. Afterwards | 


but I wouldn’t give him a price. 
I asked him to set his own 
price. I told him I was not 
anxious to get the car because 

I had several ’49s on the lot and 
that was all our inventory 
would stand. 

But I explained that had he 
come along earlier, I would much 
rather have had his ‘49 on the 
lot than a couple that I did have. 

He kept on shopping and he 
kept coming in. During the en- 
suing two months we got up a 
deal in which he sold me his 


trade at his own price—a price | 


that the new year should offer “ex- 
cellent opportunities for increased 
sales and profits.” 


he had arrived at from newspaper 
used-car advertising and the 
extra low offers made by other 
dealers, as I had suggested from 
time to time. 


So by letting nature take its 
course, I made this sale. But 
better than that he has become 
my customer and has since 
bought another car from me. He 
also sent me two good prospects 
which I also sold. 

So the time spent was valuable 
and profitable in many ways. 
Moral: Never downgrade a cus- 
tomer’s car. 








- - Classified 


FOR RATES, ETC 


HELP WANTED 





A MESSAGE TO INSURANCE AGENTS | 


or Agencies controlling business of in- 
stallment consumer credit institutions. 
For a permanent insurance market and 
maximum commission on credit life, ac- 
cident and health and physical damage 
(comprehensive, fire, theft and collision), 
get full details of the Resolute Insurance 
Companies’ Plan. Learn how the com- 
plete facilities of these companies, specifi- 
cally organized to write the specialized 
physical damage and credit life, accident 
and health insurance emanating from 
consumer credit institutions, can help you. 
Write today to E. K. Scribner, President, 
Resolute Insurance Companies, Resolute 
Building, Hartford 2, Connecticut. 


PARTS MANAGER and one parts assist- 
ant for Ford dealer in suburban Chi- 
cago. Send a complete resume and recent 
photo to Box 8736, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT-BOOKKEEPER for long 
established, successful GM dealer in col- 
lege town of 25,000 in northern Colorado. 
Must be thoroughly familiar with GM 
accounting and able to make financial 
statement. Advancement assured for 
right applicant, man or woman. Confi- 
dential, Box 8737, c/o Automotive News, 
Detroit 7. 


NEW CAR MANAGER for Dodge-Plym- 
outh, Renault-Peugeot franchise in 
southeastern city of 185,000. Prefer 
Southern man experienced in dealing 
with Southern market, Must be strong 
closer, have ability to hire and train 
men, be good organizer, Character, in- 
tegrity and references must be highest 
calibre, Unusual opportunity for right 
man. All inquiries confidential, Box 
8742, c/o Automotive News, Detroit 7. 


AUTOMOBILE DIRECT MAIL CON- 
CERN: Sales Representatives, $7,000 
plus to start. High caliber, car necessary, 
exclusive territory. Excéllent future. Box 
8729, c/o Automotive News, Detroit 7. 








Want Ads - - 


, SEE NEXT PAGE 


GENERAL MANAGER, Sales Manager— 
18 years’ experience both wholesale and 
retail. General Motors Institute training, 
three years District Manager for a GM 
Division and the past nine years operated 
my own GM dual dealership. Thoroughly 
familiar with office management, parts 
and service procedures and capable of 
selecting and training an aggressive, 
profitable sales force that will sell the 
whole package—new car—used car fi- 
nancing and insurance. I am married, 36 
years of age and have two children. I 
am looking for a position of responsi- 
bility with a dealer who wants a man to 
share his load on a profit sharing basis 
and perhaps sell a portion of his busi- 
ness after a mutually satisfactory trial 
period. Can furnish excellent character, 
financial and business ability references. 
A complete resume with references and 
current photo sent on request. Prefer 
West Coast area, but will consider others 
that offer opportunity for advancement. 
Box 8733, c/o Automotive News, De- 
troit 7. 

AUTOMOTIVE TEST EQUIPMENT 
SALESMAN wants opportunity to better 
himself. Mature, personable, good man- 
ager, leader and instructor, Excellent 
background in automotive service field. 
Box 8732, c/o Automotive News, De- 
troit 7. 


LU CA D, the Dealers’ Directory 
to Leading Auto Auctions. 
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POSITION WANTED 


GENERAL OR SALES MANAGER—Profit 
minded, hard driving, progressive, Be- 
lieve in quality products, service and 
salesmanship. Age 40, family man, col- 
lege graduate and GM management 
training. Eight years’ experience man- 
aging 400 car Olds dealership, Available 
at once. Box 8743, c/o Automotive 
News, Detroit 7. 


ACCOUNTANT, OFFICE MANAGER—15 
years’ experience with GM accounting, 
large volume operations, Maximum effi- 
ciency, Trained in factory systems, pay- 
roll taxes, financial statements and 
analysis, Active middle-aged 
encumbered, Will relocate. 
Box 8744, c/o Automotive News, 
troit 7. 


SERVICE MANAGER offers management, 
sales effort, service floor know-how and 
leadership. Resume on request. H. R. 
Sivers, Fulton, New York. 


DEALERSHIPS AVAILABLE 


lady, un- 
References. 
De- 











DEALER SERVICES 





Is YOUR state listed here? 
KANSAS, NEBR., S. DAK., 


wYo., COLO., UTAH, ARIZ. 


Distributor now hes a limited number 
of dealerships available for 


HILLMAN- 
. SUNBEAM 


Every month marks a new sales record 
fer these popular imports, British-built 
by Rootes Motors, offered in a wide 











D0 
model choice. 
e- WRITE TO WHOLESALE MGR., 
7 CONTINENTAL AUTO 
a. 
* IMPORT CO. 
or P. ©. Box 247 Avrora Station 
DENVER 8, COLO. | 
Ps or phone DUdiey &-1482, Denver 
59 
e- f HANDLING BEST POTENTIAL RAM-| 
ve £ BLER DEAL in New York state, long 
+ established. Buy only necessary equip- 
x ment and lease excellent down city facili- 
od ties. Parts and service averaging more 
than sixteen thousand per month cash | 
business. Applicant must have top repu- 
tation and some working capital. Good 
organization, needs only management. 
Box 8740, c/o Automotive News, De- 
troit 7. 
CALIFORNIA—Handling Buick—Opel, 400- | 
500 car dealership with greater potential. | 
Favorable rent or rent equivalent for | 
superb facilities. Must have factory ap- | 
proval. Confidential replies should indi-| 
r cate experience and approximate amount 
e of capital available. Box 8741, c/o Auto- 
r motive News, Detroit 7. 
a 
. Valuable Imported Car 
: Franchises Available 
p for 
ALFA ROMEO 


Htaly's foremost sports cor. 
> Prices begin at $3,469 POE. 


LANCIA 


Italy's foremost luxury cer. 
_ Retail prices begin at $2,892 POE. 
In the following stetes: 
ILLINOIS, IOWA, 
WISCONSIN, MINNESOTA 


Write, wire or call: 
S. Benedict or J. Willner 


FOREIGN CARS, INC. 
1025 N. Clark St., Chicago 10, Ill. 
Phone: WHitehall 4-1000 





DEALERSHIP AVAILABLE HANDLING 
CHEVROLET—Located small town next 
door to large metropolitan city, 125-150 


year. Well equipped service and body 
shops. Sale includes land and buildings. 
This has been a very successful, high 
profit dealership throughout the years. 
In reply give background and financial 
resources—in confidence. Sale subject to 
factory approval, Box 8745, c/o Auto- 
motive News, Detroit 7. 


























| MAKE MONEY FASTER with the new 
Alma Trailer dealer franchise. Many 
profitable territories still open, with 
guaranteed sales areas. Minimum invest- 
ment, immediate deliveries, Completely 
new line with sensational features, new 
lower prices for fast sales, Write for 
catalog or phone 920 Alma, Michigan 
and ask Ken Mitchell about the new 
deal for Alma Trailer dealers. 





DEALERS WANTED 






for 
Turner Sports 

7 Roadster 
er a competitively priced sports car 
o Choice Locations Available in 
id. New York, New Jersey and 
io Connecticut 
~ Phone, wire or write 
ry NEMET IMPORTED CARS 

153-19 Hillside Ave., Jamaica, N. Y. 
a Phone: JAmaica 3-5858 | 


Military Acceptance 





|CA 3-6356 


|STOP LOSING NEW CAR SALES! 





BUSINESS OPPORTUNITIES 
new and 200-350 used units sold per| BUY SURPLUS PROPERTY DIRECT 





World's 





Let Military Acceptance | 
Help You SELL 
MORE MILITARY PERSONNEL | 


Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 
|. We finance up to 36 months. 
2. Cars may be taken overseas without 
refinancing. 
3. We finance, or refinance, an in 
the world, at low, money- saving rates, 
for officers and enlisted personnel ‘ol 
pay grades ES and above .. . on a 
simplified, non-recourse basis. 
MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Military Personnel” 
(USAA Insurance available 
to qualified officers) 





re 








Air Force Cadets 


Ne Down Payment 

36 Months to Pay 

Lew Bank Rates | 
| We handle all branches of the service, tech. 


lsgts. and officers. No dealer liability. Car | 
may be taken overseas. 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS | 


2625 Broadway 
San Antonio, Texas 





Dis- 
cover how much your competitors’ cars 
really cost. The book, “AUTO COSTS," | 
gives you the factory invoice prices of 
all 1959 American cars, 21 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide. Order your '59 edition today for 
only $10—three year subscription $18 
(including all supplements), AUTO 
= , Box 224, Dept. 3Z, New York 





@ © TWO ESSENTIAL SERVICES ® © 
INVENTORY SERVICE 
Parts, accessories and similar goods. 


APPRAISAL SERVICE | 

furniture, equipment, machinery and tools. 

For Buy/Sell | 
Annveal Fiscal 


@ @ Call or Write for Details @ @ 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 

WEbster 34445 


H. K. Williams, Manager 
HOME DETECTIVE won 
37 Years 


operating a 
LOCATOR AND 
REPOSSESSION SERVICE 


and America’s Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks, Fast, daily 
service Cherry Point, Fort Bragg, ‘Camp 
Lejeune, N. . Wilmington and all of 
Carolinas. Write P. O. Box 862 or re 
BR 2-2034, BR 53757, Greensboro, N. C. 


- oS. 





NOW FROM GOVT.—Jeeps, trucks, trac- 
tors, boats, aircraft, amphibious vehicles, 
miscellaneous. Fraction of Army and 
Navy costs. Send for ‘‘U. 8. Depot Di- 
rectory and Procedure’’—$1.00. Govern- 
ment Surplus Sales, Box 8-AU, Sunnyside 
4, New York. 


CARS FOR SALE 


DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1959s,-1958s,-1957s,-1956s. 
Sedans—Convertibles—Karmanns 


Shipped 
Largest Independent 
Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
and Expertly 








Expincorp, 
Lyndhurst, New J 


Phone: 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 


(Bank References Furnished 
Know Your Supplier) 


on . Et. 

anels, 

EXPORT INDUSTRIAL CORP. S. A., 
Panama, R. P. 


MERCEDES-BENZ — Wholesale 
time 2-4 weeks. 
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CARS FOR SALE 






WAGENS 
WHOLESALE 


CHARLES KREISLER, 
INC. 
Imported Car Division 


241 Park Avenue 
at 46th St., N.Y.C. 


MUrray Hill 9-6262 


1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—ell hardtops with automatic transmission, 
power steering, radio, heater, 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewal! tires— 


These are clean low mileage cars for 
sale in small lots—aevailable for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 


For information call, write or wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, Iilinois 


Dileware 7-7272 Don Miller 





VOLKSWAGENS 


Sedans - Convertibles 
Ghias 
1959s . 1958s 


Wholesale To Dealers Only 
Choice of Colors 


Fully Americanized, A. S. 1 Glass Seal- 
beams, Mileage Speedometers, Direc- 


tional Signals, Leatherette, Bumper 


Guards. 
WE SUPPLY ENGLISH MANUALS. 
EMBEE IMPORTS, INC. 


29-11 35th Avenue 
Long Island City 6, N. Y. 
EMpire 1-1690 





"56, 
‘58 models. Delivery 


Dealer centrally located in midwest. 
Reply Box 8701, c/o Automotive News, 
Detroit 7. 





DIRECT SHIPMENTS TO: 


—Westcoast 
—Southeast & Gulf Ports 
—Eastcoast 


VOLKSWAGENS 
1959s 1958s 


Sedans - Sunroofs - Convertibles - 
Karmann Ghias 


Call, write or wire 
G & R IMPORT CORP. 


132 Nassau St.. New York 38, N. Y. 
BArclay 7-4225 


"57, 





_ CARS WANTED 


YES! YES! WE BUY 
| Foreign Cars Needed Now 





Read, Kirkwoed 22, 








PARTS FOR SALE 


Chevrolet Parts 
Largest Stock on East Coast 
Orders Shipped 
Same Day as Received. 
LUSTINE-NICHOLSON 


CHEVROLET 


5710 Baltimore Ave. Hyattsville, Md. 


Phone Warfield 7-7200 | 
Suburb of Washington, D. C. 














WANTED: Chevrolet and Ford obsolete | 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 

Jack’s Auto Parts, 606 

Cliffside, N. J. Phone: | 


| 
| PARTS WANTED 


ate orders to: 
Anderson Ave., 
| Witney 3-6666. 


MEI 


BLUE ® CHIP 





TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL feos. Factory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


—_ 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
SATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


FIVE WHEELS, LTD. 


se? Y Se. 
Terento, 





FOR SALE: Late model Oldsmobile and 
Buick neon product signs, Write for bar- 
gain prices. Hurst Motors, Inc., 401 N. 
Main St., Edwardsville, Illinois, 








| WAN TE D— complete 1959 Roto-matic 
power steering unit for 1959 88 Oldsmo- | 
bile. Wire collect giving price to Griffin 
Oldsmobile, Danielson, Connecticut. 


| TRUCKS FOR SALE 


TRUCK 
AUCTION | 


2nd. — 11:00 A. M. 





Jan. 


DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 





DECAL TRANSFERS 
| TRUCK DECALS; no for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, | 
Cleveland 3, Ohio. 





| EVERY WEE K— Automotive News’ 
“Leading Used Car Auction Direc-| 
tory” lists the top U. S. Auto Auc- 
tions. When you want to know 
| where? when? what time? and what | 
facilities are offered? LOOK IN 


| LUCAD. 


| 
| 











| the encyclopedia 
| Prices on all 


1959 PriceMaster 
'59 Edition—Ready Now! 


of Dealer Factory Cost 
American Made Cars, three 
lines of popular light trucks and 25 different 
Foreign Cars, listing all optional cost acces 


| sories and standard equipment for all models. 


“PriceMaster” is published for the exclusive 
use of car dealers, banks, insurance com- 
panies and finance companies. IT IS NOT 
SOLD TO THE GENERAL PUBLIC. The price 
is only $10, 2 yearly subscription with all 
supplements FREE; 5% discount for cash 
with order—or $10 net 30 days open billing. 
“PriceMaster" gives you a world of facts 
that you need in your everyday business, for 
such a nominal cost you cannot afford to 
be without it. 


Order Your Copy Todcy—Now! 
K-B SALES CO., INC. 


Dept. D-i 
924 - Lith Street 
Rock Island, lilinois 





LEASING 


MR. RAMBLER DEALER: Don't pass the 
opportunity at your door in leasing your 
economical high-resale product, We are 
anxious to buy your leases on qualified 
credits in all eleven western states. Write 
to: Ridgway, Courtesy Credit, 2838 N. 

E. Sandy, Portland 12, Oregon. 





Order your subscription NOW, 
and avoid increase in 


price to 


be announced soon. 





One Year $8 [] or 
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TRADE CONNECTION: 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


All Other Countries — One Year $12 [] or Two Years $20 [) 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Two Years $14 [] 
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ORDINARY 


Rear View 
Mirror 


E-Z-I® 
3-Way Mirror 


SAFEST, NIGHT and DAY 


...your customers will go for E-Z-I mirrors 


with not just one or two positions, but THREE! 


Look at the bright, dazzling headlight Look at the E-Z-I Mirror with the same 
reflections in the top mirror. That’sthe headlights pinpointed. There’s real reduc- 
kind of half-blinding reflections you get __ tion of glare. E-Z-I gives three-way control 
with ordinary mirrors. h to meet three conditions better: 


Flick the lever to the left for daytime driving and 
you get a clear, soothing yellow-green image. 


Center the lever for night driving in city traffic and 
it filters out the glare of low-beam lights. 


Push the lever to the right and even the brightest 
12-volt lights on the open highway are de-glared. 


And, because it is a front-surface mir- E-Z-I is an accessory you can sell with pride 
ror, there’s only one image...no ghosts and:profit. 

...no doubts about the location of the Ask your car manufacturer’s accessory 
car coming up behind you. department about stocking them. 


Ei-2Z-I S-WAY MIRROR 


DEMONSTRABLY THE BEST OUTSIDE MIRROR MADE 


LIBBEY: OWENS-FORD @ Great Name in Glass 


LIBERTY MIRROR DIVISION + BRACKENRIDGE, PENNSYLVANIA 
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